BY SALLY CUSACK 
and PATRICIA KEEFE 
CW STAFF 


When it comes to embracing the 
world of client/server architec- 
ture, especially when mission- 
critical applications are involved, 
the advice around most firms is 
still “Proceed with caution.” 

The allure of client/server 
computing lies in the promise of 
giving companies and users 
greater access to corporate data 
at a lower cost than what con- 
ventional terminal-to-host sys- 
tems can offer. 

However, reality today is 
characterized by a lack of client/ 
server-oriented communica- 
tions, diagnostic and applications 
development tools — the types 


More work, 
more stress 
in IS jobs 


Fifty-seven percent of those 
polled in Computerworld’ s 
fifth annual job satisfac- 
tion survey say stress levels 
have risen since last year. 
Here’s why: 


Increased work load 
Budgetary constraints 


Increasing demands on 
IS from business units 
Reductions in staff size 47% 
Concern about jobloss 42% 


Percent of respondents 
Base: 475 (multiple responses allowed) 


CW Chart: Janell Genovese 


Survey results, page 64. 


THE NEWSWEEKLY OF INFORMATION SYSTEMS MANAGEMENT 
September 9, 1991 - Vol. XXV - No. 36-104 Pages -$2/Copy - $48/ Year 


COMPUTERWORLD 


SC eeeecreeccceccoescce ecesccce CO PCCO SCHOO ESOS ESOEEE OSES SS OOOOOEES ESOS SESS OSSESSE DOSES ESSSESEEES COCO SE OEESEESEEEEESESESE EEE O SEES EE SES SESE EES See Cee oeeeeeeesseeseseeseseeeeeese 


Headaches greetusers | Buyout maps CA’s direction 
moving to client/server 


Lack of tools undercuts promise of downsizing 


on ‘ 

“Today, if a user has a big, 
mainframe-based application and 
wants to move to client/server, 
they are in for big headaches,” 
said Stuart D. Woodring, direc- 
tor of software strategy re- 
search at Forrester Research, 
Inc. in Cambridge, Mass. The 
necessary tools to manage 
downsized applications are lag- 
ging behind the applications. 

Of vital interest to the down- 
sizers is an inability to centrally 
control client/server networks 
linked to one another and to larg- 
er host machines. The tools used 
locally on local-area networks to 
diagnose, correct and trouble- 
shoot problems cannot be used 

Continued on page 91 


of tools that are readily available 
mainframes 


BY NELL MARGOLIS 
and ELLIS BOOKER 
CW STAFF 


GARDEN CITY, N.Y. — Com- 
puter Associates International, 
Inc. said last week that its pend- 
ing acquisition of Pansophic Sys- 
tems, Inc. signals a shift in CA’s 
strategy away from offering dis- 
parate product lines and toward 
the unified customer approach 
previously outlined as CA’90s. 

“From the customer’s per- 
spective, there will be no de- 
crease in support and services,” 
said Senior Vice President San- 
jay Kumar. 

Late Friday, CA postponed 
until this week a board meeting 
that was to consider the Pan- 
sophic deal, maintaining that the 
sale is going forward. 

Kumar promised a panoply of 
user benefits from the pending 
deal, including support for any 
overlapping product lines and 


connection of Pansophic’s IBM 
Application System/400-based 
manufacturing offerings with 
CA’s mainframe software. 

But technology analysts 
found little synergy in CA’s mul- 
tifaceted products suite, includ- 


Next in line 


ing those CA would inherit from 
the pending acquisitions of Pan- 
sophic and, last month, On-Line 
Software International, Inc. 
Continued on page 92 


The acquisition of Pansophic Systems 


would give Computer Associates a 
catalog of Application System/400 


applications and mainframe 


development and data access tools 


Founded: 1968. 


Revenue fiscal 1990: $230 million. 


Work force: About 1,600. 


David Eskra 
Vice chairman, CEO 


Two operating divisions: Applications software and systems software. 


Applications software: Pansophic Resource Managemen 
AS/400-based software for manufacturing, distribution and financial 


operations. 


it System, 


Systems software: Three product lines: The Telon CASE product 
line; application control products including Panvalet, a leader of mainframe 
wae and Easytrieve Plus 


information retrieval 


Source: Pansophic Systems 


Obsolete methods earn FDA a lemon 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — The 
good news is that inspectors at 
the U.S. Food and Drug Admin- 
istration are on the job trying to 
protect consumers from import- 
ed food that is spoiled or contam- 
inated. They reject 40% of the 
imported food they inspect. 

The bad news is that the FDA 
inspects only 2% of all imported 
food. 

That is just one symptom of a 
federal agency that many ex- 
perts believe is stretched way 


too thin and needs a complete 
overhaul, right down to its infor- 
mation systems. The FDA must 
re-engineer its collection of iso- 
lated computer systems so it can 


Falling short 


do a more efficient job of regulat- 
ing industry and managing the 
limited resources it has, accord- 
ing to recent studies and con- 
gressional testimony. 


The Food and Drug Administration has been described as an 


example of hollow government 


holelow goveernement - Chronic underfunding of government 
agencies that erodes their capacity to perform their basic functions. 
Deficiencies include understaffing, too few specialists, inadequate 
working conditions (such as dilapidated facilities and obsolete 
equipment) and weak information systems. 


Sources: U.S. Senate Committee on Governmental Affairs; 


Walter Williams. the Universitv of Washington 


New Unix gets cool reception 


BY J. A. SAVAGE 
CW STAFF 


SAN JOSE, Calif. — In a market 
littered with user-rejected “next 
generation” operating systems, 
Sunsoft, Inc. last week unveiled 
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Solaris, 2 shrink-wrapped ver- 
sion of Unix targeted at commer- 
cial desktop customers. 

Brushing aside criticism that 
the move will further confuse 
Unix users, Sunsoft, a subsidiary 
of Sun Microsystems, Inc., said 
Solaris will operate on Sun’s 
Scalable Processor Architecture 
systems and computers based on 
Intel Corp.’s high-end CPUs. 

Al+hough Sunsoft bolstered 
its announcement with support 
from more than 50 hardware and 
software vendors, initial reac- 
tion was cool. Users with large 
DOS systems were indifferent, 


CW Chart: Michael Siggins 


DOS-based desktop hardware 
and software vendors were hesi- 
tant and analysts were blase. 

“What are people waiting for? 
They’ re waiting for a true multi- 
processing distributed systern,”’ 
said Craig Sultan, an analyst at 
Montgomery Securities in San 
Francisco. Sultan said neither 
Solaris nor the operating system 
plans of the Advanced Comput- 
ing Environment consortium 
are the answer, but they do rep- 
resent a step closer to fulfilling 
customer needs. 

Users have some time to fig- 
ure out which, if any, direction 
they will take in multiplatform 
operating systems. Neither ACE 

Continued on page6 
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The FDA’s information sys- 
tems are “for the most part... 
unlinked and obsolete,” testified 
Mark Novitch, a former FDA of- 
ficial who is now vice chairman of 
The Upjohn Co. in Kalamazoo, 
Mich. “Electronic communica- 
tions between the FDA and the 
industries it regulates are virtu- 
ally nonexistent,” he added. 

In sum, the FDA is chronical- 
ly underfunded, understaffed 
and a prime example of “hollow 
government,” according to Sen. 
John Glenn (D-Ohio), chairman 
of the Senate Committee on 
Governmental Affairs. 

After a yearlong study of the 
FDA’s problems, a 15-member 

Continued on page 93 
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To make outsourcing 

work in these tough times, 
users must ensure that it is 
structured correctly with a 
careful eye on the vendor’s 
capabilities. Page 67. 


Mellon Bank turned to 
the business world to hire 
Keith P. Russell as its top IS 
executive. Page 4. 


Intel to extend network- 
ing offerings. Page 92. 











4 Mellon Bank’s new IS 
honcho may be the prototype 
for that post: Keith P. Rus- 
sell has a business, not an IS, 
background. 


4 You wouldn’t have want- 
ed to be using certain Tan- 
dem fault-tolerant comput- 
ers at 4:22 p.m. on Aug. 27. 


6 The 80386SX notebook 
market is a hotbed of price 
cuts and new models. 


8 Rivals Synoptics and 
Cabletron face off with 
FDDI LAN plans. 


8 DEC CFO James M. 
Osterhoff makes plans to 
sign off. 


10 Reorganization at 
Knowledgeware involves 
resignations and questions 
about finances. 


14 System Manager, hot 
off the Compag press, brings 
remote management to the 
Systempro server. 


91 Call it expansive: 
DEC’s Callcenterplus com- 
bines database information 
and telephone technology on 
a variety of platforms. 


92 Digital Research’s 
DR DOS 6.0 takes on Micro- 
soft’s MS-DOS 5.0. 


93 Suffering from multi- 
vendor LAN management 
aches and pains? Remedy 
prescribes a help desk and 
trouble-ticketing system to 
track problem resolution. 


IN THIS 


Quotable 


‘WJ ou can doal- 

most anything. 
It’s a matter of how 
much you want to cre- 
ate yourself.” 


‘ 


FRANK MICHNOFF 
META GROUP 


On the dearth of client/server 
tools. See story page 1. 
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25 A strict service and 
support regimen is helping 
Oracle’s once-weak 
financial packages get fit. 


PCs & 
WORKSTATIONS 


33 Graphical user inter- 
faces are in the picture at Pa- 
cific Gas & Electric, 
which is migrating 20,000 
PCs to a GUI environment. 


41 Technology Analysis: 
Software Venture’s Micro- 
phone II offers great ease of 
use, while Future Soft En- 
gineering’s Dynacomm is 
complicated and powerful. 


NETWORKING 


47 U.S./USSR communi- 
cations were difficult during 
the worst of times, and they 
aren’t much better at the best 
of times, users report. 


The 5th Wave 
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57 Bar codes are showing 
up just about everywhere, but 
businesses have failed to 

take advantage of the 
technology’s full potential. 


COMPUTER 
INDUSTRY 


69 A systems integration 
success story: Kavelle Bajaj’s 
I-Net, born of a basement 
PC and a handful of computer 
classes, has grown into a 
formidable industry 
presence. 
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Clermont. 
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PARTS, THEY MERGED WITH A VACUUM CLEANER COMPANY.” 
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EXECUTIVE BRIEFING 


@ Computer Associates’ early Septem- 
ber promise of more acquisitions quick- 
ly came true: The company announced plans 
last week to pick up Pansophic Systems. This 
move came on the heels of an announced 
merger with On-Line Software. The pending 
acquisition of Pansophic will help illustrate 
CA’s plans to provide a unified product line 
instead of a collection of software, the firm 
said. However, analysts said they were not 
sure whether Pansophic and CA product 
lines have much synergy. Page 1. 


@ Stress levels felt by those working in 
the information systems field are on 
the rise. Still, most IS workers say they are 
not working to their personal potential and 
that the talent in their IS departments is not 
being fully exploited. Those findings and 
more are reported in Computerworld’s fifth 
annual job satisfaction survey. Page 64. 


@ Mellon Bank names a 
banker with no IS experi- 
ence to its top IS position. 
Keith P. Russell, the former 
president of Glendale Federal 
Bank in Glendale, Calif., will 
take over for the well-known 
George DiNardo, who left 
Mellon in January. Page 4. 


@ The information sys- 
tems used by the U.S. 
Food and Drug Adminis- 
tration are for the most part 
obsolete, according to testi- 
mony delivered at a recent 
Senate hearing. That short- 
fall is hampering the agency’s 
ability to inspect imported 
food, according to the report. 
Page 1. 


@ Oracle customers re- 
port big improvements in 
the company’s suite of finan- 
cial applications, which were 
bug-ridden when they were 
shipped last year. On-site 
support has been cited as a 
plus. Page 25. 


@ Whether they travel to 

i via_ plane, 
houseboat or trailer or stay 
within a two-hour commuting 
radius of their homes, con- 
tractors are both a transient 
and a permanent part of the 
IS landscape. Page 77. 


@ Bull provides Unix ex- 
tensions to its proprietary 
operating system, and cus- 
tomers are upbeat about this 
open systems direction. 
Page 25. 


@ Users are taking a long, 
hard look at the client/ 
server concept before em- 
bracing it. Analysts say that’s 
the smart way to go because 
of the lack of client/server- 
based tools on the market to- 
day. Page 1. 


@ Before IS professionals 
get involved in sticky bat- 
tles with vendors, they can 
learn the fine art of conflict 
resolution by practicing three 
problem-solving techniques: 
negotiation, mediation and 
arbitration. Page 86. 


@ The failed Soviet coup 
puts a spotlight on inade- 
quate communications links 
to the U.S. and may encour- 
age some much-needed im- 
provements. Page 47. 


@ Dicey economic times 
are leading many compa- 
nies to consider outsourc- 
ing. Following these three 
steps can make the decision- 
making process a painless 
one: Segment technology ac- 
tivities into outsourceable 
pieces, analyze which of those 
segments it makes business 
sense to farm out, and use the 
procurement process as a test 
of your working relationship 
with the vendor. Page 67. 


@ Knowledgeware re- 
shuffles its executive 
lineup as Terry McGowan 
resigns and Don Addington 
takes over as company presi- 
dent. Page 10. 


@ On site this week: Met- 
ropolitan Life rights the 
wrongs of its executive infor- 
mation system by meeting 
with end users and tailoring 
the system to their specific 
needs. Page 29. Pacific Gas 
& Electric is ahead of sched- 
ule with its plan to move 
20,000 PCs to a graphical 
user interface-oriented 
groupware environment. 


. Rage .33,.Comcast uses an 


imaging system to keep its 
business going. A fire drove 
the company from its head- 
quarters. Page 37. 
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unique sorting needs and providing 
a tailored solution of software 
and services. Our professional 
services are unconditionally 
guaranteed. With Syncsort as 
your sorting partner, you can 
double your sorting efficiency. 

No wonder most Fortune 500 
companies have relied on us for 
over 20 years. They've seen us 
consistently outperform the compe- 
tition, making us the leading sort 
company. They consider Syncsort 
to be an investment that pays for 
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waste time. Call your sorting 
partner: Syncsort. 


SINGORT Sree RATINGS 
9.5 


FT Me Me Elaela 
ey east 
Price/Performance 
Problem Response 
Overall Satisfaction 


Ease of Use 


Reliability 
Flexibility 
Vendor Support . 


DATAPRO RESEARCH OCT. 1990 


syncsort 


INC 
50 Tice Boulevard, Woodcliff Lake, NJ 07675 


800-535-3355 





Career banker named to head Mellon [S = #rurswonw 


BY CLINTON WILDER 
CW STAFF 


PITTSBURGH — In a sign of 
the times in banking and other 
industries, Mellon Bank Corp. 
last week named a career banker 
with no direct information sys- 
tems background to head its IS 
department and two business 
units. 

Keith P. Russell, former pres- 
ident and chief operating officer 
at Glendale Federal Bank in 
Glendale, Calif., took over the IS 
post vacated in January by 
George DiNardo, an executive 
with one of the most solid tech- 
nology reputations in the IS pro- 
fession. 

Russell was named executive 
vice president in charge of infor- 
mation management and re- 
search — DiNardo’s former do- 


main — _ with additional 
responsibility for technology 
products and mortgage banking. 
“It’s a 180-degree turn for 
Mellon,” said M. Victor Janulai- 
tis, president of Los Angeles- 
based IS consultancy 
Positive Support Re- 
view, Inc. “But Rus- 
sell is much more the 
prototype of what 
the IS executive will 
look like in the fu- 
ture, with more 
background on the 
business side.”’ 
Following an ex- 
tensive search for 
DiNardo’s _ replace- 
ment, Mellon Chair- 
man Frank V. Ca- 
houet tapped someone he knew. 
Before joining Glendale Federal 
in 1985, Russell had been Ca- 
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Russell picks up 
the IS reins at 
Mellon Bank 


houet’s second-in-command at 
Security Pacific Corp.’s subsid- 
iary group in Los Angeles. 

Russell “was always a very 
sharp guy, but I’ve never seen 
him in this role,” said retired 
Merrill Lynch & Co. 
IS Chief DuWayne 
Peterson, who head- 
ed Security Pacific 
Automation Corp. 
when Russell 
worked on the bank 
side there. 

“Most financial 
firms now realize 
that IS is a key part 
of their organization 
and are choosing 
businessmen to run 
them. A lot of the 
MIS guys don’t get these jobs, 
and they probably don’t deserve 
them,” he added. 


Peterson compared Mellon’s 
move with Merrill Lynch’s re- 
placing him with Edward Gold- 
berg, a career-long operations 
and administration manager at 
the financial giant. ‘“Cahouet is 
looking for a solid guy to make 
sure that everything is being 
done cost-effectively and not just 
for the sake of technology,” Pe- 
terson said. 

Russell, 45, said he plans no 
immediate changes in IS and 
credited DiNardo and Mellon 
with “‘an excellent job building 
up the technology resources.” 
He said Mellon will continue to 
try to grow its large business of- 
fering IS services to other banks. 

Mellon’s IS management 
team has remained relatively in- 
tact since DiNardo departed, 
with No. 2 IS executive David A. 
Moore still in place. 


them in retail channels,’”’ LaBant 


Smallest AS/400 offers 
money-back guarantee 


BY MARYFRAN JOHNSON 
CW STAFF 


NEW YORK — IBM’s newest 
Application System/400 cast a 
safety net under small business 
customers last week with its 
Plug ’N’ Go preloaded applica- 
tion software and 90-day, mon- 
ey-back guarantee. 

“This may be the first ever: 
an IBM product with 100% satis- 
faction guaranteed,” said Robert 
LaBant, IBM vice president and 
general manager of the applica- 
tion systems business unit in 
charge of the AS/400s. 

Available Sept. 20 with prices 
starting at $12,000, the D2 is 
also intended to catch the eye of 
larger companies looking to dis- 
tribute computing power in re- 
mote locations needing more 
than a personal computer. Prices 
for D2s bundled with the Plug 
’N’ Go applications start at 
$18,000. 


In line with corporate inter- 
ests, IBM said that by next year, 
it will extend AS/400 coopera- 
tive processing capabilities to in- 
clude support for the mainframe- 
based CICS. 

With the AS/400’s top-end 
Model D80 already running 
mainframe-size applications and 
tasks, LaBant said, some cus- 
tomers are clamoring for the 
ability to run CICS applications 
on an AS/400. 


Joining the queve 

At ABC Home Health Services, 
Inc. in Brunswick, Ga., a number 
of D2s have already joined a roll- 
out of low-end AS/400s at the 
company’s remote offices. 

The largest privately held 
home health care agency in the 
U.S., ABC is planning to put up 
to 135 small AS/400s in field of- 
fices with no technical person- 
nel. 

“These D2s gave me an ex- 


A step up 

With its Application 
System/400 D2, IBM claims 
an 18% performance boost at a 
34% lower cost 


AS/400 AS/400 
Lote a bref eyd 


‘Performance rating* 
1.1 RAMP-C 1.3 RAMP-C 
Main memory 
8M-12M bytes 8M-16M bytes 
Disk storage 
640M-960M bytes 800M-1.2G bytes 
Number of workstations supported 
Up to 14 Up to 14 
Price 
$18,250 $12,000 
(including OS/400 operating system) 


under IBMs RAMI benchmark 


CW Chart: Michael Siggins 


panded capability, a little faster 
processing and more capacity,” 
said Don O’Connor, ABC’s busi- 
ness analyst. 

This smallest AS/400 might 
break new ground in distribution 
channels as well. 

“I would be happy to sell 


Tandem bug’s world tour thwarted 


BY JEAN S. BOZMAN 
CW STAFF 


CUPERTINO, Calif. — It was 
the software bug felt ’round the 
world. 

As the earth turned on Aug. 
27, a unique combination of 
numbers generated by Tandem 
Computers, Inc.’s “time stamp” 
facility threatened to stop hun- 
dreds of Tandem’s fault-tolerant 
computers at precisely 4:22 p.m. 
in each local time zone. 

Starting in Asia and continu- 
ing on to Europe, the appointed 
hour of doom arrived, precipitat- 
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ing system shutdowns. 

The culprit was a faulty piece 
of software code embedded in 
the Tandem Safeguard security 
system that interpreted the date 
and time numbers as an impossi- 
ble command. Affected systems 
tumbled into an endless loop that 
tied up all computer resources 
and eluded attempts to fix the 
problem. 

“The time stamp took on a 
numerical value that would trig- 
ger incorrect computer logic,” 
one West Coast Tandem user ex- 
plained. “The security package 
would then lock up the system. It 


wouldn’t permit anyone to log 
on, even people who were trying 
to fix the problem.” The only 
way to fix the problem, once it 
began, was to take the affected 
computers off-line before re- 
starting them. 

Shutdowns were only pre- 
vented by disabling the security 
system between 4:22 p.m. on 
Aug. 27 and 5 p.m. on Aug. 28. 

This harrowing brush with 
worldwide hardware failures was 
averted at most U.S. sites after 
Tandem field engineers warned 
users in last-minute phone calls. 

Only 60 sites worldwide felt 


COMPUTERWORLD 


said last week. “Can the D2 be 
marketed through dealers? I’ve 
asked our marketing organiza- 
tion about that. We’ll see what 
they decide.” 

The return guarantee on the 
Plug ’N’ Go systems is designed 
for small businesses and limited 
to one per customer. 

“This 90-day-return guaran- 
tee is a real no-risk proposition 
for small to medium-size busi- 
ness customers,” said Tom Will- 
mott, an analyst at Aberdeen 
Group in Boston. “IBM is clearly 
marketing to the guy who 
doesn’t want to take risks with 
computer science.” 

The Plug ’N’ Go program has 
two offerings: 17 separate Plug 
’N’ Go Applications that can be 
installed on D2s at the customer 
site and a dozen Plug ’N’ Go Sys- 
tem Solutions, which are pre- 
loaded at the factory with certain 
application packages. 

Slated to be available in Octo- 
ber, the applications cover ev- 
erything from mortgage loan 
processing, courthouse records 
processing and merchandising to 
spreadsheets and construction 
site management. 


the sting of the bug’s bite, said a 
Tandem spokesman, who assert- 
ed that Tandem’s fault-tolerant 
design came through after all, 
retaining data on affected ma- 
chines. 

The computers that felt the 
bug were Tandem VLX and Tan- 
dem Cyclone systems running 
the new C 20.2 release of the 
Safeguard security package, 
along with Tandem’s Guardian 
operating system. 

If a permanent software fix is 
not made, the same problem will 
recur in 18 months, according to 
sources. 

Some sources also said they 
expected Tandem to announce a 
fix later this fall. 
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NEWS 


Vendors storm 386SX market 


386SX-based notebooks come out with lower prices, advanced features 


BY MICHAEL FITZGERALD 
CW STAFF 


The Intel Corp. 80386SX-based 
notebook train is adding coal to 
its fires via price cuts and new in- 
troductions, just in time for the 
fall selling season. The price-cut- 
ting may be an attempt to make 
room for new, more expensive 
machines in a market in which 
supply is meeting demand. 

“The 80386SX market has 
become a virtual commodity 
market,” said Leslie Fiering, 
personal computer analyst at 
Gartner Group, Inc. in Stamford, 
Conn. She predicted that price 
cuts will continue and that ven- 
dors will offer products with ad- 
vanced communications, less 
weight and other features to 
stand out in a field of “‘me-too” 
products. 


Joining the fray 

The most recent moves come 
from several companies: To- 
shiba America Information Sys- 
tems, Inc.; Dell Computer Corp.; 
Safari Systems; the AT&T/Mar- 
ubeni Corp. joint venture; and 
Librex Computer Systems, Inc., 
a subsidiary of Jajian’s Nippon 
Steel Corp. 

Toshiba plans to introduce its 
T2200SX notebook today. The 
T2200SX weighs 5% pounds 
and has standard-size keys and a 


New Unix 


FROM PAGE 1 


nor Solaris is scheduled for deliv- 
ery until the middle of next year. 

Compared with the 5-month- 
old ACE consortium, which has 
at least two vendors offering dif- 
ferent versions of the operating 
system, Sunsoft’s Solaris is rela- 
tively straightforward. 

Sunsoft claimed that 
its current 3,600 appli- 
cations will run immedi- 
ately on Solaris’ re- 
lease. The 70-member 
ACE consortium prom- 
ises operating systems 
from Microsoft Corp. 
and The Santa Cruz Op- 
eration that will run 
identical applications on 
both Intel-based ma- 
chines and computers 
using Mips Computer 
Systems, Inc. CPUs. 

But software vendors 
must port their applica- 
tions to ACE. 

However, that will not neces- 
sarily entice users. Bruce Scott, 
vice president of development at 
Gupta Technologies, Inc. in 
Menlo Park, Calif., wants to ig- 
nore the whole multiplatform op- 
erating system environment. He 
said he is quite happy with two 
separate operating systems — 
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60M-byte hard drive. Toshiba 
also has a 92-in. IBM Video 
Graphics Array (VGA)-compati- 
ble screen, 2M bytes of random- 
access memory in flash-memory 
card format, a_nickel-hydride 
battery with a three-hour life 
and a 40M-byte hard drive op- 
tion. Pricing on the products, 
available now, is $4,499 for the 
40M-byte hard drive version and 


Toshiba’s 2200SX notebook fits into 


a docking station 


$4,799 for the 60M-byte ver- 
sion. 

Dell last week brought out 
the 320N+, a 6.4-pound note- 
book with 4M bytes of RAM, a 
60M-byte hard drive, a VGA- 


DOS and Unix — each of which 
has thousands of Unix applica- 
tions available. 

“‘We don’t have any problems 
moving data files, etc., between 
our DOS-based computers and 
our Sun workstations. Why 
would we want to use a new op- 
erating system?” he said. 

Despite the thousands of 
Unix applications that will be 
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able to run on Solaris when it is 
issued, most users want to main- 
tain their persona! computer ap- 
plications. But under Solaris, 
they would have to use a PC em- 
ulator, according to Bill Cole- 
man, vice president of systems 
software at Sunsoft. At least one 
user in that situation, Dave Ben- 


compatible screen and a nickel- 
metal hydride battery for 
$3,499. AST Research, Inc. an- 
nounced its Premium Exec 
386SX/25 [CW, Sept. 2]. 

Some analysts said Toshiba’s 
pricing will hurt the company. 

“T don’t understand what To- 
shiba is trying to do at all. I can’t 
see where their strategy can 
lead to anything but market 
share losses,’”’ said Eric 
Zimits, an analyst at 
Dallas-based Rauscher 
Pierce Refsnes & Co. 

Fiering disagreed, 
saying Toshiba ‘“‘has 
the resources and tech- 
nology to play wherev- 
er they want to play in 
the portable market.” 

Price-cutters in- 
clude Dell and Librex, 
both of which cut at 
least 30% from prices 
on their existing porta- 
bles. Dell’s 320N base 
model now _ costs 
$2,499, while Librex’s 
lowest priced SX note- 
book will cost $2,999. 

AT&T cut 13.6% 
from its Safari 
NSX/20’s price, which now sells 
for $4,749, and said it will ship a 
Safari with an 85M-byte hard 
drive (for $5,749) Oct. 1, mak- 
ing it among the first to market. 

Analysts said Librex will offer 


nett, director of information sys- 
tems at Dunkin’ Donuts of 
America, Inc., said he finds Sun’s 
DOS emulator unsatisfactory. 

A few PC applications, such as 
Lotus Development Corp.’s 1-2- 
3 spreadsheet, will be initially 
available on Solaris. But a 
spokeswoman for Lotus, whose 
spreadsheet already runs on Sun 
computers, said there were no 
plans to port other applications 
to the new operating system. 

Sunsoft and Novell, Inc. an- 
nounced an agreement whereby 
Novell will push Solaris through 
its distribution channels. Novell 
will also work to incorporate 
networking features into Solaris. 

Borland International, Inc. 
will have Dbase IV on Solaris, 
provided Borland’s proposed 
merger with Dbase owner Ash- 
ton-Tate Corp. goes through. 
That product is already ported to 
Unix. “We are very dedicated to 
DOS and Windows,” a Borland 
spokesman said. 

Although Intel’s and Novell’s 
support of Solaris was a boon to 
its introduction, both firms are 
hedging their bets with involve- 
ment in the ACE consortium. 

PC companies that may resell 
the operating system include 
AST Research, Inc., Compuadd 
Corp. and Dell Computer Corp. 

Correspondent Jim Nash 
contributed to this story. 


COMPUTERWORLD 


Plastic wrap 101 


dvanced Micro Devices, Inc. is shrink-wrapping its 
AM386DxX and -DXL chips, but neither line will ap- 
pear next to software on retail shelves. The result, 
however, could be a 10% to 15% drop in the price of 


next year. 


AMD has shrunk both the 25- and 33-MHz versions of its 


ic, package. 
chips, known as Flat Packs, take up 40% jess space on the moth- 
erboard than their ceramic brethren, AMD said. 
The low-power DX and DXL chips were introduced in March 
and are aimed at the portable computer market. An AMD 
spokesman said a 40-MHz version of the Flat Pack chip is in 


beta testing. 


several new products at Com- 
dex/Fall ’91 that will set it apart, 
and perhaps boost its minimal 
market presence. 


Wait-and-see attitude 
Some users, at least, are waiting 
for the SX picture to clear before 
they buy. 

“The market is developing so 
rapidly we’ll just wait and see,” 
said Gene Wheeler, office tech- 
nology programmer at Timken 
Co. in Canton, Ohio. Wheeler 
said the company had basically 
“decided not to decide”’ on a box 
because of perceived problems 
with hardware compatibility and 
other issues, and he joked that 
with recent price cuts, “what 
we're waiting for is something 
free ” 


A handfultof other users con- 


JIM NASH 


tacted said they had purchased 
notebooks or laptops based on 
Intel’s 80286 chips because of 
market flux and lack of shipping 
products in the SX marketplace. 

Despite user concerns, ana- 
lysts said the SX market is just 
now hitting its stride. 

Computer Intelligence/Info- 
corp’s most recent numbers for 
retail sales show SX notebook 
sales making up close to 30% of 
the overall portables market in 
June, when many vendors had 
yet to ship notebooks in volume 
and before a significant round of 
price cuts, led by Compaq Com- 
puter Corp., took effect. 

“By next year, I would expect 
the 386SX to be well in the lead 
as the dominant notebook pro- 
cessor,” Infocorp analyst Peter 
Teige said. 


Peregrine hoping to 
fly with client/server 


BY ELISABETH HORWITT _ 
CW STAFF 


CARLSBAD, Calif. — Main- 
frame-based enterprise manage- 
ment software vendor Peregrine 
Systems, Inc. plans to jump on 
the client/server bandwagon at 
its user meeting next month in 
San Diego, a company spokes- 
man told Computerworld last 
week. 

The company’s Peregrine 
Network Management System 
applications, which currently run 
on IBM mainframes and Unix 
hosts, are being used by 40% of 
the global Fortune 50 compa- 
nies, according to Peregrine’s 
chief technology officer, Chris 
Cole. 

One major application man- 
ages trouble tickets that keep 
track of a network problem’s 
progress toward resolution. 
Other applications include prob- 
lem, change and inventory man- 
agement for both systems and 
networks, Cole said. 

The client/server-based sys- 
tem will set up a cooperative pro- 
cessing relationship between 


workstations that will run the 
applications and a large, central- 
ized Unix or IBM MVS system 
that will act as a data repository 
oe the entire organization, Cole 
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RITTEN IN 

C, the prod- 

uct’s server 
component will run on 
any Unix hardware. 


will enable users to execute ap- 
plications more easily and inter- 
actively, while also saving main- 
frame resources, he added. 

Written in C, the product’s 
server component will run on 
any Unix hardware, a Peregrine 
spokeswoman said. 

Client systems supported will 
include MVS, IBM 3270 termi- 
nals, Unix, OS/2, Microsoft 
Corp.’s Windows 3.0 and Apple 
Computer, Inc. Macintoshes, 
the spokeswoman said. 
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ToThe Most 
Advanced RDBMS, 


t's Just Another 
Server. 


Client/server computing integrates the powerful, 
graphical capabilities of desktop workstations 
with the proven data storage and processing capa- 
bilities of mainframes. Client/server computing, 
in essence, turns mainframes into servers. 

But turning mainframes into servers 
creates two tough problems: Preserving MIS 
control over corporate data. And integrating 
existing applications with new ones. 

Only SYBASE’ solves both problems. 

Unlike most RDBMS gateways, SYBASE 
gives MIS complete control over mainframe data, 
applications, and services by providing desktop 
access transparently through CICS— ensuring that 
all requests meet current transaction management, 
security, and monitoring requirements. In addition, 
SYBASE allows MIS to regulate network access to 
specific transactions, regions, and data sources. 
With SYBASE, MIS is always in control. 

SYBASE also leverages the investments 
made in existing mainframe applications. SYBASE 
integrates new, LAN-based applications with main- 
frame applications written in COBOL, PL1 or 
Assembler, as well as with all data sources and 
services accessible from CICS, such as DB2, 
IMS/DB and VSAM.With SYBASE, existing main- 
frame applications don’t have to be rewritten. 

SYBASE is the only product that lets you 
effectively turn your mainframes into servers as 
you deploy new LAN-based applications on 
VAXes, UNIX, OS/2, and DOS-based platforms, 
Macintoshes, and others. 

What's more, our professional services 
division, SQL Solutions, can help you design, : i # : 

‘ “ p Free! “Integrating The Mainframe” It’s our latest, most compre- 
develop, and integrate complete multi-vendor hensive information kit. For your copy, please mail this coupon to 
relational systems for your on-line, enterprise-wide Z ee ee 
computing environment. is 

To find out more, call and register for a if ms 
Sybase Educational Seminar near you. Because {Tie 
the time to turn your mainframes into servers 


is NOW. 
Just call 1-800-8-SYBASE. 


© Sybase, Inc. 1991. Other company or product names may be trademarks or service marks of their respective companies 





























NEWS SHORTS 


Proteon adds Phase IV support 

Proteon, Inc. said it has implemented Digital Equipment Corp. 
specifications on its products to allow computers on Token 
Ring networks to interoperate across Decnet Phase IV net- 
works. The cooperative effort is aimed at allowing Proteon’s 
internetworking routers to interconnect Token Rings and 


Powerhouse gains AS/400 support 
Cognos, Inc. has unveiled new versions of its Powerhouse 4GL 
for IBM’s Application System/400 and Hewlett-Packard Co.’s 
Apollo 9000 Series 700 and 800 computers. The AS/400 port 
reportedly provides a 100% performance increase in on-line 
transaction ing and tighter integration with the 
OS/400 operating system and database. 


Microsoft's tech group gets director 
Microsoft Corp. has named Richard Rashid director of its 2- 
month-old advanced technology research group. Rashid, 39, 
had most recently been director of the Mach operating system 
project at Carnegie Mellon University in Pittsburgh. 


Xerox opens up Globalview 

Xerox Corp. has unbundled its year-old Globalview work group 
and document management software applications from its pro- 
prietary line of Xerox workstations. The client software will 
run on Sun Microsystems, Inc. Scalable Processor Architec- 
ture-based Unix platforms ($2,000 per unit) and IBM-compati- 
ble computers ($7,500 per unit) under OS/2. The server soft- 
ware runs on DEC VAXs. The Xerox Docuteam work-group 
software costs $20,000 for 10 desktops. 


IBM ships hard drive innovation 

IBM’s Rochester, Minn., division is readying a 1G-byte, 34-in. 
disk drive with a magneto-resistive recording head and a new 
IBM technology called the Nanoslider. The Nanoslider, the 
manufacturing base for the heads, is one-sixth the size of cur- 
rent slider technology. IBM said this technology will spur 
smaller, cheaper drives with higher capacity, higher perfor- 
mance levels and shorter development cycles. The drive will 
cost $1,470 or $1,335 for an 865M-byte version. 


BDPA calls for Section 1706 repeal 
The Black Data Processing Associates (BDPA) has issued a 
resolution calling for the repeal of Section 1706 of the Tax Re- 
form Act of 1986. The controversial provision applies a 20- 
question test to determine whether programmers provided by 
technical service firms are classified as employees or indepen- 
dent contractors [CW, March 25]. BDPA said Section 1706 has 
proved unworkable and “harmful to minority- and female- 
owned small businesses” in the technical services industry. 


FTC cites ADP for ‘misleading’ 

The Federal Trade Commission has attacked Automatic Data 
Processing, Inc. (ADP) in Roseland, NJ., for providing car 
dealers with software that reportedly misleads consumers into 
thinking it is cheaper to buy a car through financing than by 
paying cash. A proposed consent agreement, which will settle 
the charges, requires ADP to remove the offending ‘‘cash com- 
parison” feature from its dealer software and to inform dealers 
that they should stop using the deceptive computer printouts 
in their financing pitch. 


Platinum series goes European 

IBM unveiled Version 2.1 of its Platinum series, a family of ac- 
counting and MIS software featuring a Foreign Currency Man- 
ager module said to allow users who deal with non-U.S. curren- 
cy to convert, enter, report and print in user-defined 
currencies based on user-entered exchange rates. Foreign 
Currency Manager’s is list priced is $2,495. 
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Hub rivals in FDDI shoot-out 


BY JOANIE M. WEXLER 
CW STAFF 


The Hatfields and McCoys were 
at it again last week in the smart- 
hub arena. Archrivals Synoptics 
Communications, Inc. and Cable- 
tron Systems, Inc. each unveiled 
plans for adding Fiber Distribut- 
ed Data Interface (FDDI) local- 
area networks to the Ethernet 
and Token Ring support in their 
wiring centers. 

The moves mean that cus- 
tomers will be able to inter- 
network and centrally manage 
all three network types through 
one piece of equipment. 

In this round of one-upman- 
ship, Santa Clara, Calif.-based 
Synoptics gained the edge with a 
bigger commitment and a more 
detailed plan for supporting 
100M bit/sec. LANs than its 
Rochester, N.H.-based rival. 
Synoptics plans to ship modules 
for 100M bit/sec. LANs running 
over both fiber and shielded 
twisted-pair wire in October. 


Cabletron’s FDDI module is 
slated to ship in first-quarter 
1992 and will be an extension of 
the firm’s existing Ethernet-to- 
FDDI bridge module. The com- 
pany will not support 100M bit/ 
sec. over copper until second- 
quarter 1992 and will resell Net- 
work Peripherals, Inc. FDDI 
adapter cards until its home- 
grown cards are available at that 
time, Cabletron said. 

The two vendors’ promises to 
embrace 100M bit/sec. LAN 
technology in their hot-selling 
wiring centers serve more to 
satisfy customer checklists than 
to address immediate bandwidth 
needs because the price is still 
high, said Charlie Robbins, direc- 
tor of communications research 
at Aberdeen Group. 

Synoptics has priced its FDDI 
modules from $1,700 to $2,250 
per hub port connection. Cable- 
tron said it is committed to get- 
ting the per-port connection 
down to below $1,000 by the 
time it ships. 


Lotus ups Windows 
ante with Ami Pro 2.0 


BY CAROL HILDEBRAND 
CW STAFF 


ATLANTA — Lotus Develop- 
ment Corp. renewed efforts to 
woo users to its suite of Windows 
applications with the delivery of 
a major upgrade of its Ami Pro 
2.0 word processing software. 
Among the new features the 
upgrade boasts are an outliner, 
master documents and an en- 
hanced macro language. Also 
added were Lotus’ Smarticons, 
which allow users to customize 
their icon palette and create new 
icons, enabling them to execute 
frequently used menu com- 


mands by clicking on a mouse. 

Other word processors have 
similar features — for instance, 
Wordperfect Corp.’s Wordper- 
fect for Windows has a customi- 
zable menu bar. Ami Pro also in- 
cludes Adobe Systems, Inc.’s 
Adobe Type Manager font man- 
agement software. 

The upgrade puts Ami Pro on 
a similar footing with Microsoft 
Corp.’s Word for Windows in fea- 
tures, observers said. 

Matt Edelstein, a beta-test 
user at Information Projects 
Group in Herndon, Va., praised 
the ease of use of the Smart- 
icons. 


Although they may not be us- 
ing it right away, “customers 
like to know the greater band- 
width will be available when they 
make a hub procurement,’’ Rob- 
bins said. 

Such was the case at Chil- 
dren’s Hospital in Pittsburgh, 
which chose to implement com- 
petitor Chipcom Corp.’s hub last 
year. “‘At the time, Chipcom was 
the only vendor that had an- 
nounced an intent to support 
FDDI,” explained Mark Oswald, 
manager of information technol- 
ogy at the hospital. But Chipcom 
said it does not plan tc ship its 
hub products until mid-1992. 

Synoptics announced an ex- 
tensive product family that in- 
cludes a new network manage- 
ment system based on Sun 
Microsystems, Inc.’s Unix- 
based Sunnet Manager. 

Cabletron has focused much 
of its development emphasis on 
network management and par- 
ticularly on its enterprise net- 


work manager, Spectrum. 


“T use them all the time,” he 
said. “‘What’s good is, it permits 
you to visually associate a lot of 
features you use often and get at 
them with a single mouse click.” 

Ami Pro is available as an up- 
grade for any user of any charac- 
ter-based word processor for 
$129. 

Lotus also announced a bun- 
dling program this week that al- 
lows users of any version of Lo- 
tus 1-2-3 or any Lotus word 
processor to get both products 
together for $199. 

According to industry observ- 
ers, the move is an attempt to 
stave off market erosion brought 
on by steep discounts of Micro- 
soft’s Excel and Borland Interna- 
tional, Inc.’s Quattro Pro spread- 
sheets. Analysts estimated that 
unit sales of 1-2-3 fell from 73% 
in 1989 to an estimated 48% to- 
day. 


DEC’s CFO to resign; fiscal record lauded 


BY MARYFRAN JOHNSON 
CW STAFF 


MAYNARD, Mass. — James M. 
Osterhoff, Digital Equipment 
Corp.’s chief financial officer, is 
preparing to leave the company 
to “‘pursue other interests” after 
a widely respected, seven-year 
tenure that industry analysts 
credit with introducing strict fi- 
nancial controls on DEC’s bloat- 
ed operations. 

Osterhoff brought savvy as- 
set management and a $1 billion 
cost-cutting plan to bear at DEC, 
Wall Street analysts said last 
week. However, the 55-year-old 
Indiana native has not resigned 
his position yet, company offi- 
cials stressed, and his planned 
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departure from DEC is reported- 
ly an amicable one. 

Still, Osterhoff’s cost-reduc- 
tion efforts and emphasis on 
profitability very likely led to 
clashes with DEC President 
Kenneth H. Olsen, said Shao 
Wang, an analyst at Smith Bar- 
ney, Harris Upham & Co. 

“Tt would be the classic battle 
between a traditional, technol- 
ogy-oriented CEO and the bean- 
counter accountant types,” 
Wang said. ““Osterhoff was much 
more concerned about how the 
numbers played out, and over 
time, that probably caused some 
level of contention’’ with Olsen. 

The former Ford Motor Co. 
executive is largely responsible 
for DEC’s strong balance sheet, 


analysts noted. They credited 
him with guiding the vendor 
through rapid growth in the mid- 
1980s as it moved from a $5 bil- 
lion to a $13 billion company. 

Analysts and DEC insiders 
said this was ‘“‘as good a time as 
any” for Osterhoff to announce 
his departure. DEC’s fiscal 1992 
plan is now set, and its year-end 
audit is completed. Another 
round of layoffs is expected at 
the close of the first fiscal quar- 
ter later this month, as DEC con- 
tinues to pare at least 10,000 
workers in the coming year. 

“The powers that be at DEC 
have vowed to make a profit this 
fiscal year, whatever it takes,” 
said Terry Shannon, an indepen- 
dent midrange consultant. 
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Candles AEF/PERFORMER turns 
automation promises into today’ reality. 


“In the first 90 days of using AF/PERFORMER, 
my critical systems were saved from four 
separate outages.” — AF/PERFORMER Customer 


AF/PERFORMER is a powerful extension 
of the technology first pioneered by Candle’s 
OMEGAMON®* Since 1977, we’ve been helping 
customers isolate and fix system problems 
before critical applications and systems are 
impacted. Now AF/PERFORMER takes that 
technology an important step forward by 
responding to the most common data center 
problems at machine speed — automatically. 

AF/PERFORMER is like having your best 
systems programmer available around the 
clock to solve complex problems in realtime. 
Its expert solutions safeguard availability, 
response time and throughput by automatically 
finding — then fixing — major problems in MVS, 
CICS, and DB2 that could cause your next 
outage or slowdown. 


Copyright © 1991 Candle Corporation. All Rights Reserved. 


An expert working at 
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With AF/PERFORMER on board, your in- 
house experts can focus on advanced tuning 
issues, not emergencies — a much better use 
of their valuable time. 

Candle’s AF/OPERATOR® AF/REMOTE", 
and AF/PERFORMER provide integrated, 
automated solutions in three key areas: auto- 
mated console management, remote control, 
and performance management. That’s why 
customers around the world have selected 
Candle as their partner in automation. 

Candle delivers the vision of what 90’s 
automation is all about. To learn more about 
how we can prevent outages in your data 
center, just call (800) 843-3970 today and ask 
for Department 315. 


(Candle: 
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Knowledgeware execs quit 


BY ROSEMARY HAMILTON 
CW STAFF 





ATLANTA — Knowledgeware, Inc. an- 
nounced last week the resignation of two 
top executives, including its president, as 
part of a reorganization. 

The abrupt change contributed to the 
company’s stock drop of nearly 20% and 
stirred some industry speculation that the 
departures were tied to questions over 
last quarter’s financial results. 

Stepping down were Terry McGowan, 
president and chief operating officer, and 
Donald Ellis, senior vice president of fi- 
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nance and administration. 

Donald Addington, an executive vice 
president, will take over for McGowan. 
The company created a new top financial 
post, which will carry the title of execu- 
tive vice president of finance and adminis- 
tration and chief financial officer. 

Company officials said that McGowan 
and Ellis had been planning to leave 
Knowledgeware for some time and that 
there was no controversy surrounding 
their departure. 

As of June 30, Knowledgeware showed 
$41 million in accounts receivables; $11 
million of those orders represented pay- 


ments expected beyond a 90-day period. 
Typically, financial analysts grow con- 
cerned about a company’s ability to col- 
lect money owed to it if large amounts of 
accounts receivables remain on the 
books. 

A spokesman said the company had 
collected by mid-August 56% of the 
acounts receivables reported in the fourth 
quarter. 

He said that once analysts were alerted 
to this fact, they felt the accounts receiv- 
ables were no longer an issue. 

He also said the large amount of ac- 
counts receivables reported in the fourth 
quarter resulted from a high level of year- 
end sales activity as well as a relatively 
new policy at Knowledgeware to extend 
payment plans for some customers. 


Now there’satrue | 
high-performance information 


service with 


automatic transmission. 





It’s called DowVision, and it 
could very well make manual infor- 
mation retrieval a thing of the past. 
Because it brings you the power of 
the world’s premier business and fi- 
nancial news services automatically, 
and at turbocharged speed. 

Here’s how it works. Based on 
customized profiles that can be set 
up for your entire company, or each 
department, or even individual users, 
DowVision delivers precisely the kind of 
news and information your staff needs. 
And only what they need. (These profiles 
are simple enough for anyone to set up, 
and just as simple to change.) 

DowVision selects this news from 
the vast resources at its command, in- 
cluding Dow Jones’ widely respected 
real-time newswires and the full text of 
The Wall Street Journal, as well as 
BusinessWire and PR Newswire. And de- 


livers it automatically, which means 
the news arrives while it’s still news. 
Just as important, it arrives for a 
fixed monthly fee so affordable that 
direct access to real-time business news 
need not be limited to just a few mem- 
bers of your staff. And DowVision is 
easily incorporated into your com- 
pany’s enterprise-wide network, or its 
various LANS. 
All of which makes DowVision the 
one information service that can automati- 


For more details, call 


1-800-522-3567, Ext.751. 


In NJ, it’s 609-520-8349, Ext. 751. 


cally enhance your company’s perfor- 
mance. For more information, just call our 
toll-free number. 


DOWVISION” 


The lifeblood of business. 


Another service from Dow Jones Information Services 


© mark and The Wiall Street journal ts a registered trademark of Dow Jones & Company, Inc ©1991 Dow Jones & Company, Inc. All Rights Reserved 
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Vendors battle 
to win 3Com’s 
orphaned users 


BY JIM NASH 
CW STAFF 


The fight over an estimated 1 million us- 
ers of 3Com Corp.’s orphaned network 
operating systems intensified last week. 
Two of the leading network vendors 
tripped over each other to present soft- 
ware designed to ease 3Com customers 
over to their products. 

Novell, Inc., the market share leader in 
local-area networking, announced tools 
that managers of 3Com’s 3+ and 
3+Share networks can use to transfer 
their applications and data to any Novell 
Netware network. 

Within hours, Redmond, Wash.-based 


Microsoft Corp. said it was shipping its 
own migration tool, an upgrade to LAN 


Manager Version 2.0 — an announce- 


| ment that was originally scheduled for to- 
day. 


| Software incentives 


Both companies have offered discounts 
and other incentives to customers choos- 
ing their software. 

3Com’s proprietary 3+ and 3+Share 
network operating systems were fol- 
lowed by LAN Manager-based 3+ Open. 
Santa Clara, Calif.-based 3Com aban- 
doned the local-area network market nine 
months ago to concentrate on wide-area 
networking hardware and software. 

3Com already offers connectivity soft- 
ware that links 3+ Open to Netware. 

The migration tool kits offered by both 
Novell and Microsoft were designed to al- 
low networks to remain fully operational 
whether migration occurs gradually or 
quickly. A spokesman for Novell said the 
task can be completed within a day if need 
be. Microsoft also allows for an incremen- 
tal switch-over. 

Both kits allow servers and worksta- 
tions on 3Com and their networks to use 
any resource on either system. 

Microsoft said it will develop new LAN 
Manager products for all 3Com 3Server 
file servers through 1993. Novell, based 
in Provo, Utah, sells support software 
that allows Netware Version 3.11 to run 
on 3Server/500s and 3Server/600s. 


Tough coaxing 

It will take more than pricing and soft- 
ware tools to coax some 3Com customers 
off their current systems. Tom Mills, mi- 
crocomputer manager at Old Dominion 
Box Co. in Lynchburg, Va., said he is not 
happy with either Novell or Microsoft. 
Old Dominion is_ standardized on 
3+Share. 

Mills said it is unclear where Microsoft 
will go with OS/2, on which LAN Manag- 
er is based. He noted that until he is cer- 
tain what Microsoft is doing with OS/2 de- 
velopment, he will avoid LAN Manager. 
Mills said that if he moves to Novell, he 
will go with Netware 3, which means up- 
grading the Intel Corp. 80286-based 
hardware he now has. 

Novell’s migration kit is scheduled to 
ship in December and has not been priced 
yet. Microsoft is selling its upgrade for 
$995 for an unlimited user package. 
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coupons. One choice to make: Do you 
renew your current annual software 
maintenance agreement for 


m4 | |< ay 3 Knowledgeware’s IEW, Intersolv's Excelerator 
ANY oe w qavion or any other major CASE product from any 
other vendor? Or do you act by Halloween 
oft 4 ASE from LBMS and, for the about same price, upgrade from 
your existing CASE tool to LBMS Systems 


Engineer,” a truly new generation of CASE. 


ERRMISeRGO UND SENOON see 


ing the number one CASE product in 
Europe. Which ought to mean something, 


Turning Tl Wares ; since that's where CASE originated. We're so 


confident you'll recognize the superiority of 


our open, multi-user, completely integrated 


(srave S development environment, we're backing this 


offer with a 90-day, money-back guarantee. 


i 


So the choice is yours. Fill out and mail 
rh 2 A. Arh ig @ gi tid Sfeyy one of the three coupons below. You can 

1 So - ee Sys 8 kcep paying rent on dead technology, or you 
can find out why independent product 
reviews rank LBMS Systems Engineer as the 
killer product of the decade. 


Call 1-800-231-7515 or 
fill out and mail our coupon. 


Dear LIBMS 1800 West Loop South 
18th Floor, Houston, Texas 77027 


—s - = TITLE 
COMPANY 

STREETADDRESS = ~~_—‘~*FLOORIMAILSTOP” 
— =; - —_— wn 


TELEPHONE EXTENSION 


) I wish to upgrade copies of my existing 
CASE tool to LBMS Systems Engineer for the signifi- 
cantly reduced price of $2000 per copy (a $7500 
value). Thanks for the 90-day money-back guaran- 
tee. 

{] Since your seminars are before the Halloween dead- 
line, please sign me up for the next free LBMS half- 
day seminar in the city and on the date checked 
below: 

Computer World 
{] Houston {] Toronto {] Miami 
September 5 September 24 October 8 


{] Chicago [] Washington, DC [] Atlanta 
September 10 September 26 October 10 


{] Boston {] New York {|Dallas 
September 17 October 1 October 15 


{} Los Angeles {| San Francisco {] Philadelphia 
September 19 October 3 October 22 


© 1991 by LBMS. Systems Engineer ™ LBMS. The other products mentioned are trademarks of their respective surviving companies. TRBA 
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Just ask your HP Consultant. 
We'll come in and see if you’re 
really getting your money’s 
worth from your systems. 


It’s something our people do 


all the time. Because we know 
how important it is to squeeze 
the last dollar out of your 
computer investment. Before 
you spend another cent. 


Our specialists from HP Pro- 
fessional Services will take 

a close look at your comput- 
ing environment, then put 
together a program tailor- 
made for you. Whatever needs 
doing, we'll do it. 

So call HP at 1-800-752-0900, 
Ext. 2540 for more informa- 
tion. You may ask yourself 
that million dollar question: 
why didn’t I do it sooner? 


©} packarn 
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Compaq system sniffs out net snags 


Hardware-based tool for LANs detects error thresholds and major faults before they occur 


BY MICHAEL FITZGERALD 
CW STAFF 


HOUSTON — Compaq Computer Corp. 
said it will introduce today the System 
Manager, a hardware-based remote man- 
agement tool for the Systempro, Com- 
paq’s high-end server. 

A Compaq spokesman positioned the 
tool as “‘one more piece in the puzzle for 
mini users going down to PC LANs” by 
giving local-area network administrators 
a tool that will monitor the network. 


Visit our Booth at 
= DATABASE WORLD 
Se November 5-6, 1991 
===> Rosemont Convention Center 
Chicago, IL 


FOUNDING MEMBER 


ESPua 


ADCycle 1s a trademark of The Intemanonal Business Machines Corporation 


System Manager beta-test users 
agreed. The inability to detect potential 
problems is a gaping hole in most of the 
server manufacturers’ products, accord- 
ing to Rich Gius, manager of Valuelink 
and technology services at Baxter Health- 
care Corp. in McGaw Park, Ill. Baxter has 
more than 30 Systempros in place today. 
“With System Manager, we feel we'll be 
able to detect various error thresholds 
and ... find major faults before they oc- 


cur. 
“Compaq talked to us a year ago re- 


Now there is an AD/Cycle™ toolset that 
increases the usability and productivity of 
IBM's CSP. It's CSP/ADE, or the Cross 
System Product/Application Develop- 
ment Enabler by K-C Computer Services. 


Because CSP/ADE supplies over 70 
percent of the CSP source code needed 
10 produce quality business applications, 
the specification phase is shorter. CSP 
program design is completed by simply 
incorporating your unique business logic 
with the standard CSP/ADE object-action 
applications models. 


Build/test time for applications is faster 


garding our wants in this kind of product, 
and everything we asked for appears to be 
in it,” said another beta-test user, Glenn 
Sandusky, chief information officer at 
Miller Mason & Dickinson, a benefits con- 
sulting and administration division of Aon 
Corp. in Chicago. 

Miller Mason is moving the last of its 
major offices off of Digital Equipment 
Corp. minicomputers this year and onto 
LANs. The company has 11 Systempros 
in place, with a 12th on order. 

System Manager is intended as an op- 


because CSP/ADE applications models 
are delivered pre-ested, tuned and 
executable. Maintenance time is reduced 
because all of your applications now 
have a similar and familiar architecture. 


And productivity soars. 


If youd like to see your productivity take 
off, call K-C Computer Services for more 
information, at 1-800-346-KCCS. 


K-C Computer Services 
imberly-Clark Company 
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tion for Systempro users but will work 
with other Compaq Extended Industry 
Standard Architecture systems as well. 
The board has its own nickel-cadmium 
battery and 2,400 bit/sec. modem; it 
comes with built-in System Manager Fa- 
cility software designed to run under Mi- 
crosoft Corp.’s Windows 3.0. 

The product does intelligent system 
monitoring, calls remote locations if 
something goes awry and will allow LAN 
administrators to troubleshoot from re- 
mote locations, including cold boots. Sev- 
eral features use Compaq-specific chips. 

Gius said he thinks the product will 
help Baxter build more sophisticated net- 
works. “It’s in a great position to facilitate 
alert needs over a wide-area network,” 
he said. 

System Manager supports Microsoft’s 
version of OS/2 and LAN Manager, No- 
vell, Inc.’s Netware 3.11 and The Santa 
Cruz Operation’s Unix System V/386. In 
addition, it is expected to eventually sup- 
port Banyan Systems, Inc.’s Virtual 
Networking environment. The 
board will retail for $2,999. 


Borland move 
eases coding 


BY JAMES DALY 
CW STAFF 


SCOTTS VALLEY, Calif. — Borland In- 
ternational, Inc. moved to simplify in- 
house programming tasks last week with 
the release of an applications template 
package that provides a preformed devel- 
opment foundation when creating DOS- 
and Windows-based programs. 

The Application Framework package 
comes as a new addition to the firm’s 
C++ programming language. Both the 
Objectwindows and Turbo Vision por- 
tions of Application Framework simplify 
applications development by providing an 
object-oriented foundation on which to 
build software. Objectwindows works in 
the development of graphical Windows 
applications, while Turbo Vision allows 
programmers to develop character-based 
applications. 

Object-oriented programming is a vi- 
sually oriented procedure that slashes de- 
velopment time by supplanting rigid pro- 
gramming designs and commands with 
graphical icons a programmer can easily 
understand. Code blocks can also later be 
reused in next-generation applications. 


Applying applications 

Instead of writing programs from scratch, 
developers can take the prebuilt applica- 
tions in Application Framework and cus- 
tomize them to suit their needs, according 
to Gene Wang, vice president and general 
manager of Borland’s languages business 
unit. 

Programmers can add such features as 
windows, menus, dialogs, buttons, list 
boxes, edit fields and icons. Full source 
code for Objectwindows and Turbo Vision 
is also included in the package. 

Borland’s C++ and Application 
Framework carries a suggested retail 
price of $695. Borland C+ + users can 
upgrade to C++ and to Application 
Framework for $199.95. They can also 
upgrade to Objectwindows for $99.95 or 
to Turbo Vision for $99.95. 
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No Matter How You Slice It 


The SAS* System Pulls Together 
All the Pieces of Cooperative Processing, 


When it comes to cooperative processing, one 
software is more cooperative than others. The 
SAS System gives you the freedom to decide how 
to segment an application. Plus the flexibility to 
match computing resources to the tasks at hand. 

With the SAS System, it’s easy to slice your 
computing tasks into their component parts: 
data access, data management, data analysis, 
and data presentation. And because the SAS 
System is entirely hardware independent, you 
can select the most appropriate resources for 
performing each task—in the most efficient 
way—across mainframes, minicomputers, work- 
stations, and personal computers. 

No matter how you decide to configure an 
application, you're assured that each slice will 
communicate with all the others. That's because 
the SAS System fully supports industry-standard 
communications protocols, providing full connec- 
tivity across platforms. 


Call Today for an Executive Overview. 


Find out how the most cooperative software 
brings all your computing platforms together—to 
save your organization both time and resources. 
For a free executive overview of the SAS System’s 
approach to cooperative processing, give your 
Software Sales Account Manager a call at 
919-677-8200. Also call to reserve your place at 
our free SAS System executive briefing...coming 
soon in your area. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive 
Cary, NC 27513 
Phone 919-677-8200 
® Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. 
Copyright© 1991 by SAS Institute Inc. Printed in the USA. 
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Nothing supports your business 


We're big on customer service. Customer 
service can be the most important thing we do, 
we know that. Therefore, our account teams are 


committed to understanding your specific needs, 
and have the resources to address them. 

Resources like our Customer Service Centers, 
that are manned by handpicked service experts 
and equipped with state-of the-art fingertip 
technology. From there, we can actually monitor 
your network end-to-end, isolate faults, and 


initiate immediate repair. 

When it comes to answering and anticipating 
customer requests for new product features and 
enhanced functionality, AT8T can respond like no 
one else. Because unlike any other T1 provider, we 
can call on AT&T Bell Laboratories, world- 
renowned for their innovations. 

We also have state-of the-art capabilities that 
allow us the most efficient and cost-effective net 
work solutions, based on your particular needs. 
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like AISPACCUNET TL5 Service. 


So if you want customer service that will 
support your service in a big way, call us. By com- 
parison, everything else is just lip service. 


Digital solutions that meet your needs. 
Another AT&T advantage. 


For more information about ACCUNET Digital 


a” 
Transport Services, call your AT&T Account 
Executive or 1 800 247-1212, Ext. 439. 


The right choice. 





BY JEAN S. BOZMAN 
CW STAFF 


REDWOOD CITY, Calif. — Oracle Corp. 
suffered a bout of cold feet last week 
when the $1 billion software firm delayed 
closing on a $200 million investment by 
Nippon Steel Corp. in Tokyo. The deal, 
which was to have been finalized by Aug. 
30, was extended, possibly into October, 
reportedly because of negotiations about 
overlapping product lines. 

The hang-up: Oracle engineers are 


NEWS 


Oracle postpones Nippon Steel pact 


Concern expressed that Nippon may use developer’s CASE tools to make competing products 


wondering whether Nippon Steel’s 
$750,000 systems integration business 
intends to use Oracle’s computer-aided 
software engineering tools and database 
code to create competing applications 
products for sale in Japan and Asia. 

At the same time, Oracle asked for a 
30-day extension of its $100 million line 
of credit with an international banking 
syndicate and began looking for a second 
syndicate that would loan Oracle $100 
million by October, no matter what be- 
comes of the Nippon Steel deal. 


In June, Oracle had agreed to sell Nip- 
pon Steel a 49% share in its Oracle Japan 
subsidiary, along with Oracle Corp. stock 
options that come due in 1995 [CW, June 
10). 

Oracle sells a worldwide line of finan- 
cial applications packages that are built on 
top of its relational database and views Ja- 
pan as a high-growth market. 

“Oracle is providing [Nippon Steel] 
with database and applications develop- 
ment code that goes beyond what they 
would provide to their [value-added re- 


NOTHING ESCAPES THE NIGHT HAWK. 


An ominous blip appears on the radar screen 
of a fighter during patrol. The temperature begins to 
rise within the core of a nuclear power generator. A 
hacker bent on espionage leans over his keyboard, 
sending password sequences. 

Whether they're real-world situations or training 
simulations, crucial circumstances like these require 
critical computer performance. The most vital data 
can be lost in an instant, if your system gives you a 
delayed reaction instead of real-time response. But 
when microseconds count, Night Hawk flies. 

Night Hawk is a complete family of real-time, 
open-architecture, multiprocessing computer 
systems using 880pen™-compliant RISC 
technology, UNIX’ and VME. Systems 
that are already proven in demanding 
real-time applications of all 
kinds, all over the world. 


on 


& HARRIS 
The Price/ Performance Leader 


Systems built by Harris, a $3 billion corporation 
with more than 20 years of continued leadership in 
advanced computing. 

Night Hawk’s modular design allows it to be eas- 
ily upgraded in the field, protecting your investment 
and reducing your long-term cost of ownership. And 
it offers a multilevel secure environment for your 

sensitive applications. 

When the capture of data is essential, you 
need a system that lets nothing escape. You need 
the Night Hawk. 

For further information, write Marketing 

Communications, Harris Computer 

Systems, 2101 West Cypress Creek Road, 

Ft. Lauderdale, Florida 33309. Call 1-800- 

4HARRIS, ext. 4009, from inside the U.S. 

Or 1-407-727-9207, ext. 4009, from outside 
the U.S. FAX 407-724-3334. 


UNIX is a registered trademark of AT&T. S 


88open is a trademark of the 880pen Consortium 
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sellers],”’ said Terence Quinn, a vice pres- 
ident of software research at Kidder, Pea- 
body & Co., a New York investment 
house. 

“What is catching in somebody’s 
throat at Oracle is that Nippon Steel 
might end up building applications that 
could be competitive with Oracle’s own 
applications,” he said. Oracle could be 
seeking a royalty agreement for future 
Nippon Steel applications packages built 
on Oracle technology, according to Quinn. 

A Nippon Steel executive in New York 
confirmed Oracle’s concerns about his 
firm’s future product intentions. “They 
will study our company again, particularly 
as to how [we] will compete in other fields 
in the future,” said Toru Obata, treasurer 
of Nippon Steel’s $19.3 billion U.S. sub- 
sidiary, based in New York. Only if Oracle 
is satisfied will the closing go forward, he 
added. 


Negotiating tactic 

The entire affair may amount to little 
more than a complex negotiating tactic, 
even though Oracle claims the situation 
genuinely threatens its positive cash flow. 
Oracle said it views the Nippon Steel 
money as a way of paying down its year- 
old $250 million line of credit, on which 
$100 million must be quickly repaid. That 
line of credit was extended last summer 
by an international consortium of 25 
banks, led by National Westminster Bank 
in London. Now, nearly 20 of these banks, 
stung by Oracle’s 1991 losses, want to 
leave the syndicate, analysts said. 

The negotiating delay could push any 
new financing arrangements into Octo- 
ber. “It’s kind of a catch-22,” said Mi- 
chael Musson, Oracle’s director of inves- 
tor relations, “because Nippon Steel 
won't do the deal unless we have a com- 
mitment for $100 million, and the banks 
won't loan the $100 million unless the 
Nippon deal goes through.” 

As a result, he added, Oracle is arrang- 
ing for a second banking consortium, in- 
cluding some banks from the first, to ex- 
tend $100 million in credit no matter 
what happens. 


Taking ups and downs in stride 
Industry analysts who have followed Ora- 
cle’s financial ups and downs, which in- 
clude a dramatic $36 million loss in Sep- 
tember 1990, took the news in stride. 

“Oracle has said that the documenta- 
tion for [the Nippon Steel] deal has been 
completed, along with the financial terms 
and the [federal] antitrust checks,” said 
Charles Phillips, a senior software analyst 
at Soundview Financial/Gartner Group, 
Inc. in Stamford, Conn. 

“The last remaining issue, which is not 
a small one, has to do with a possible prod- 
uct overlap. The applications area is a big 
chunk of the market for Nippon Steel to 
give up,”’ Phillips said. 

Some longtime Oracle users seemed to 
be unaware of last week’s financial devel- 
opments. Some even said they doubted 
whether Oracle’s new loans, whatever 
their source, would have any immediate 
impact on their information systems shop. 

However, Dale Lowery, president of 
User Group Resource, a consortium of 
East Coast Oracle user groups, said that 
users should pay close attention to Ora- 
cle’s financial situation. ‘There is a possi- 
bility that these Oracle executives won’t 
get [their financing] together,” he- said, 
“and that could impact their plans to ship 
Version 7.0 of the Oracle database in 
1992.” 
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ADVANCED TECHNOLOGY 


Dr. Tomorrow searches for electronic future 


A desire to learn about emerging technologies prompted Frank Ogden to start a company devoted to that cause 


From his houseboat in Vancouver 
Bay, British Columbia, Frank Og- 
den, a.k.a. Dr. Tomorrow, is plugged 
into the rest of the world by computer, 
telephone, satellite dish and other 
electronic gear. Ogden, 71, is head of 
21st Century Media Communica- 
tions, a company he founded in 1979 
that monitors more than 200 satel- 
lite channels and 2,500 of the world’s 
top databases in search of the latest 
developments in high technology 
and communications. These days, 
he spends most of his time traveling 
the corporate seminar circuit paint- 
ing a portrait of a future that has 
been shaped by the ongoing revolu- 
tions in electronics and informa- 
tion. He spoke with Computer- 
world’s Advanced Technology 
Senior Editor Michael Alexander. 


How did you come to be called 
Dr. Tomorrow? 

That’s an accolade given to me by the 
media. I have, for about the last 14 
years, been monitoring computer da- 
tabases and satellite transmissions, 
first locally and now internationally 
for most of the last eight years. 


Why are you so interested in 
scanning the globe in search 
of news about technology, so- 
cial change and the future? 

I used to provide this information to a 
large number of clients for their field 
of interest, for instance, medicine. 
But more and more, as I got known 
for this, I was asked to give seminars 
on the subject, and that is now my 
main source of income. 


Whatis your background? 

I really don’t have any academic qual- 
ifications whatsoever. I consider that 
my biggest advantage because I just 
go after what interests me and per- 
haps give a different slant on it be- 
cause I haven’t been indoctrinated in 
what to believe. 


What are some of the comput- 
er databases that you moni- 
tor? You must be interested in 
the Kyoto News Service and 
others like it. 

We have been getting that for years, 
via X Press, which gives us almost 
80% of the world’s wire service data- 
bases transmitted via satellite in En- 
glish. That gives you a vast amount of 
information. 


You said earlier that you also 
monitor satellite TV broad- 
casts. Tell me about that. 

There are 200 satellite channels 
right here in North America. I have 
colleagues in Sri Lanka that are doing 
Russia and India; we do everything 
between Bermuda, Hawaii and the 
Equator and the [North] pole from 
here in Vancouver. Colleagues in the 
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Bahamas and Wales can get us Africa 
and the Middle East. 


How do you keep up with all 
of the information you gath- 
er? 

We record it and watch it in fast for- 
ward, and it gives you a different 
view. You see more — not individual 
events, but waves and trends. Conse- 
quently, that gives you a different 
picture than when you see it in the old 
slow-moving format. 


What kind of personal com- 
puter do you use? 

I have a Macintosh II with literally 
the kitchen sink attached to it. We 
have an IBM PC as well. All of this is 
tied in with satellite dishes and short- 
wave radios, videocassette recorders 
and all kinds of other equipment. 


Give me your crystal ball view 
of the portable computer of 
the future? 

I think for the real afficionados, they 
are going to get it as an implant. I 
think you will see something embed- 
ded right where you might have a 
watch perhaps. They could have 
something with a keyboard that you 
could click in to allow you to input and 
retrieve stuff. Instead of on a screen, 
the information would be read out to 
you in sound bites. 

Now, you may think that is pretty 
far out. They are already doing work 
on an osteoport, a permanent port 
into your bone marrow for injections 
of any required fluids or antitoxins, 
innoculations, etc. 


Px! Be E =o Set 
Ogden: There’s no such thing as 
information overload 


Communications is one of 
your key interests. What role 
do you foresee for telephone 
companies as_ information 
providers in the future? 

It will either be the telephone compa- 
nies or the cable companies or the 
Japanese via both. I think we’re un- 
derestimating the Oriental mind, just 
like Detroit did. 


FRANK OGDEN: BRAIN SCAN 


Seeking out emerging technologies and their effect on society is the 
goal of Ogden’s firm, 21st Century Media Communications 


You are going to see the possibili- 
ty of a Japanese communications 
company offering to rewire cities 
with fiber optics, giving them 100 
channels per cable at the same rate 
that they are now paying for 40 chan- 
nels and promising not to raise prices 
for five years. On top of that, you will 
see them offering to put telephone 
services through those fiber-optic ca- 
bles. They will offer telephone infor- 
mation services on a flat rate so that 
every telephone call in the world be- 
comes a local call. 


Where is the computer power 
that is going to allow you to 
do all of this going to be — in 
my TV set or my PC? 

No, they will be merged. The televi- 
sion set and the computer are already 
merging. 


What else do you see for the 
home of the future? 

Years ago, we used to have big dining 
rooms and then that faded away. Now 
there is a little den in most homes. I 
think you’re going to see the den en- 
large and become the information, 
education and entertainment center 
of the house. It will probably end up 
being the biggest room in the house. 


What about work? No hope 
for us working at home? 

On the contrary. In Western Canada 
now, we have one of the highest rates 
of working at home in the world — 
17% of the work force in Western 
Canada is working from their homes 
and 10% in Eastern Canada. 


What is your assessment of 
people’s technology aware- 
ness and their ability to use 
technology effectively? 

During the Agricultural Age, it was 
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easy to keep up because change was 
so rare. In the Industrial Age, inven- 
tions and innovations started coming 
quite rapidly, but the public was gen- 
erally able to keep up with the rate of 
advance. Now the gap is widening, 
and there is an information elite that 
is developing, not through anything 
insidious or Machiavellian, but be- 
cause people don’t realize that the 
game has changed. We’re no longer 
playing baseball; it’s jai alai, and it’s a 
much faster game, and they can’t 
spell it. 

I can get as much information as 
governments and process it faster 
than they can. People don’t realize 
this because we have been indoctri- 
nated by the educational system that 
everything has to be A-B-C, 1-2-3, 
and you have a limited amount of 
sources. That’s not true today. Con- 
sequently, most people are afraid of 
the new technology, and the general 
level of awareness among the public 
is lower than during the Industrial 
Age because they don’t believe that 
they can handle it. I don’t believe that 
there is such a thing as information 
overload. I think that is a myth. 


How do you see the work- 
place changing? Corporations 
are already struggling with in- 
formation overload and not 
necessarily managing it effec- 
tively. 

They are horribly behind. For in- 
stance, they are still building office 
buildings. When I look at these high- 
rise office towers, I see the raw mate- 
rials for the ghost towns of the fu- 
ture. You don’t need that vast 
amount of physical storage space. 
Two floors out of every 13 in an office 
tower is there for storing manila file 
folders. Meanwhile, one 12-in. opti- 
cal disc can hold a big city library. 





INTRODUCING 
ORACLE CARD. $299. 


Oracle Card” is the first portable end- 
user query and application development 


tool to combine the power of Oracle’s 


An Oracle Card application running 
on Macintosh. 


The same Oracle Card application running 
on Windows 3.0. 


world-class RDBMS with the point- 
and-click ease of Windows 3.0 and the 


Macintosh. 


Which means that less-than-sophisticated 


users can finally take advantage of today’s 


sophisticated databases. And developers 


can focus on generating applications instead 


of lines of code. 


A WAY FOR MERE 
MORTALS TO GET AT DATA. 


Oracle Card is extremely powerful, 
yet remarkably easy to use. So users with 
only a basic introduction to databases can 
point and click their way to the information 
they need, when they need it. Without the 
frustrating series of dead ends encountered 
when accessing most corporate information. 

Oracle Card’s graphical Query Builder 
automatically generates the SQL code for 


accessing data and creating reports. Just use 


Oracle Server 








your mouse to define the query graphically 
and within seconds, using the clipboard, 
Oracle data can be integrated into the 
spreadsheet or word processor of your choice. 
All without knowing SQL, database schema 
or even where the data resides. 

So organizations can finally begin to take 
full advantage of the critical data they’ve 


worked so hard to collect and protect. 


“IF ORACLE CARD 
IS A RAPID PROTOTYPING 
TOOL AT ITS MINIMUM, 
AT ITS MAXIMUM IT’S A 
NEW METAPHOR FOR 
PROGRAMMING...” 


JOHN GANTZ 
INFOWORLD 





Oracle Card also brings point-and-click 
ease to application development and 
prototyping. 

With just a basic understanding of what 
you want to do and the data you need to 
do it, you can use Oracle Card’s Table Builder 


and Stack Builder to point-and-click your 


©1991 Oracle Corporation. ORACLE is a registered trademark and Oracle Card is a trademark of Oracle Corporation. Windows 3.0 is a trademark of Microsoft Corporation. Macintosh is a trademark of Apple Computer, Inc. 





way to a working application. 
But that’s just the beginning. With Oracle 
Card you can also build industrial strength, 
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Oracle Card’s Table Builder enables end users to build 
databases without programming. 


Oracle Card’s Stack Builder enables end users to build 
multimedia applications without programming. 





Oracle Card’s Query Builder enables end users to query 
databases without programming. 


client/server applications portable across 
the latest GUIs on the hottest machines. And 


not just running on these new systems, but 


fully exploiting them with graphics and 
pictures. All without writing a single line 
of code. 


THE PERFECT CLIENT 
FOR EVERY BUSINESS. 


Because it’s from Oracle, Oracle Card 
can be used as a client in any client/server 
configuration. Sharing data with all the 
computers in your organization—from 
mainframes and minicomputers to work- 
stations, Macs and PCs. From virtually 
every vendor. 

Which means you can work with all your 
organization’s data, on all your organization's 
computers, as if it were a database right on 
your desk. 

And because ORACLE? is both open 
and portable, it protects the investment in 
your current system while allowing you to 
exploit newer, faster, cheaper and better 
technologies as they emerge. 


If the combination of the most powerful 


RDBMS and point-and-click ease seems too 
good to be true, call us at 1-800-633-1073 
Ext. 8144. We'll tell you more about Oracle 
Card for $299 and the rest of Oracle’s open 
family of portable software. As well as 
explain Oracle’s range of support, education 
and consulting services that help you get the 


most out of your Oracle investment. 


REGISTER NOW FOR THE 
INTERNATIONAL ORACLE 
USER WEEK, MIAMI BEACH, 
SEPT 29-OCT 4. 


1-800-633-1073 Ext. 8144 


You'll see why powerful and easy-to-use 


are no longer contradictory terms. 


ORACLE 


Software that runs on all your computers. 


OracleCard is an extension of technology from Spinnaker Plus. Call 1-800-ORACLE1 for hardware and software requirements. In CANADA, please call 1-800-668-8925 for product and seminar information. 











EDITORIAL 


Molecular motion 


t is unlikely that IS professionals will ever 

again witness a time when there is as much 

posturing and positioning among computer 

companies as is going on today. For one 
thing, in the future, there may not be as many 
vendors around as there are today because some 
of them are bound to kill themselves or one an- 
other by the time the dust settles. 

One fact clearly stands out in this tumult: 
When you have companies such as IBM and Apple 
in close partnering agreements; when Novell is 
actively teaming up with anyone opposed to Mi- 
crosoft; when Sun launches itself into the PC op- 
erating system market; when the federal govern- 
ment is investigating monopoly allegations within 
the two most significant companies in the desk- 
top computing market, it just isn’t going to be 
business as usual. 

Perhaps the recession — which has sapped so 
much purchasing power from IS departments and 
damned near halted purchasing at others — is a 
blessing in disguise. After all, it is not getting any 
easier to make long-term systems plans and pur- 
chase decisions when the suppliers are in ran- 
dom, if not chaotic, motion. 

When will the vendors realize that what the 
customers want is order, continuity and choice? 
Instead, they get chaos, fits and starts and ven- 
dor-promulgated “standards.” 


Tip o’ the hat 


his week, we present our annual job satis- 

faction survey, which is the second part 

of our annual package that began with 

last week’s comprehensive salary survey. 
From all indications, you, the reader, find this in- 
formation of great use. 

There are two requirements for us to provide 
such valuable information from these and other 
surveys. The first is a significant investment on 
our part to gather and compile this data. For ex- 
ample, our salary survey included input from 
more than 1,400 IS sites. That takes commit- 
ment and that takes resources. 

The second and most important requirement is 
your cooperation, as you are the people who so 
patiently give our survey teams the data we 
need. Your time is so valuable, and we appreciate 
your help more than we can say. In return, the re- 
sults of quality research are yours. 

It’s important that you have data you can trust 
and information that has been scientifically pre- 
pared as well as results that can be extrapolated 
with confidence. So much of what is passed off 
today as research, such as information from so- 
called fax polls, is nothing more than a ruse to 
cover up a lack of financial commitment to provid- 
ing valid information. 

The fact is that there isn’t a reputable research 
organization or pollster in the country that will 
validate the slipshod fax poll. That’s important to 
know when deciding what information and data 
to apply to your IS management issues. 


VIEWPOINT 


LETTERS TO THE EDITOR 


Foreign plans 


In regard to “U.S. slaps steep 
penalties on Japanese flat-panel 
displays” [CW, Aug. 19], if the 
Japanese, IBM or other manu- 
facturers want to give consum- 
ers in the U.S. a bargain, let’s 
take it. 

If domestic manufacturers of 
flat-panel displays or other prod- 
ucts want to increase their mar- 
ket share, let them find ways to 
reduce their costs and to im- 
prove their products’ reliability. 

The collapse of the Soviet 
Union and its socialist satellites 
ought to be lesson enough to 
stop this nonsense of govern- 
ment interference in markets. 
The use of force through the po- 
litical process in an attempt to 
maintain or increase share of 
market is immoral and, if fol- 
lowed consistently (as a national 
policy), would be suicidal for the 
nation’s economy. 

More power to IBM, Zenith 
Data Systems, Apple Computer, 
Inc. and others that may be con- 
sidering assembly of laptops at 
foreign plants, thus removing 
three jobs from our economy for 
each one “saved” at plants of 
flat-panel display makers. 

F. William Ballou 
Williamsburg, Va. 


‘Fair use’ issues 


Curtis E. Karnow’s column, “Ev- 
eryone copies software” [CW, 
Aug. 19], raises very important 
issues. The basic problem with 
software copyright legislation is 
its direct linking to the protec- 
tion of authors of literary works. 
In my view, this analogy is funda- 
mentally flawed when applied to 
computer software. 

We in Europe are now subject 
to the recent European Econom- 
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ic Community (EEC) directive 
on software copyright, which we 
believe is going to restrict even 
more the flexibility that we have 
had as users in supporting and 
maintaining our day-to-day oper- 
ations. It has nothing to do with 
pirating of software. 

The directive does not recog- 
nize “fair use” and when the ap- 
plication of the directive occurs 
in the UK in 1992, it is likely that 
the “fair use”’ feature of the pre- 
sent UK legislation will be over- 
ridden. 

Mr. Karnow has clearly high- 
lighted the implications of such a 
situation. Lest the U.S. comput- 
er users feel this is only an off- 
shore issue, we understand that 
the objective of the major play- 
ers in this game is the incorpora- 
tion of the more insidious impli- 
cations of the EEC directive in 
new legislation that is planned 
for the U.S. and Japan. This 
would not be in the interest of 
computer users worldwide. 

Paul B. Livesey 

Director, information systems 
House of Fraser PLC 

London 


Standards push 


In response to “NJ. licensing 

draws user opposition” 
[CW, Aug. 19], the ruckus com- 
panies are making over the li- 
censing bill in New Jersey shows 
their overemphasis on the bot- 
tom line and a lack of profession- 
alism. 

There are several good rea- 

sons for licensing of data pro- 
cessing professionals in lieu of 
certification. Among them are: 
e Standards of competency are 
ensured for those practicing and 
e Quality of the products and 
services delivered is improved. 


e Customer’s confidence in con- 
sultants and vendors is raised. 
The days of hackers doing 
what they want without regard 
to proper methodologies and 
ethical standards are over. To- 
day’s maturing market calls for 
the same sort of high standards 
found in other professions. 
Rodger Silvers 
Fairview Heights, Ill. 


Stop that bill! 


Regarding the article “NJ. li- 
censing proposal draws user op- 
position” [CW, Aug. 19], I must 
add my voice in protest of the bill 
passed by the New Jersey As- 
sembly on June 27. What we 
have here is a typical politician’s 
(Assemblywoman Barbara Ka- 
lik) ploy to find yet another way 
to sneak a hand into our pockets. 

There are accredited certifi- 
cation sources that can provide 
the legitimacy pursued by Peter 
Z. Ingerman. ICCP in Des 
Plaines, Ill., is one of them. That 
bloated legislative body in Tren- 
ton, N.J., should also be subject 
to stringent certification. 

The question, however, still 
remains: Who certifies the certi- 
fiers, and who in turn certifies 
them? Let’s stop this nonsense. 

Frank Hernandez 
Commercial Life Insurance Co. 
Piscataway, N.J. 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor In Chief, 
Computerworld, P.O. Box 9171, 
375 Cochituate Road, Framing- 
ham, Mass. 01701. Fax number: 
(508) 875-8931; MCI Mail: 
COMPUTERWORLD. Please 
include a phone number for ver- 
ification. 
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Telecommuting: Trust isn’t the hangup | Do you want rusty hands 
FREDERICK. PILOT on your expensive systems? 


FREDERICK L. PILOT 


pected that swe 
would proliferate like fax ma- 
chines and PCs have since the 
mid-1980s. But telecommut- 
ing isn’t being embraced with 
open arms by most U.S. com- 
panies. 

Telecommuting propo- 
nents blame managers who 
say they feel threatened be- 
cause their subordinates 
would not be within view each 
day of the workweek. Diag- 
nosing the problem as a fun- 
damental lack of trust be- 
tween management and 
employees, supporters of the 
idea prescribe management 
training to teach managers by 
objective. Managers need to 
be taught to break their bad 
habit of management by sur- 
veillance, they contend. 

When it comes to telecom- 
muting, however, trust — or 
the alleged lack thereof — isa 
red herring. 

The real reason telecom- 
muting hasn’t immediately taken 
hold is that its implications are 
quite profound. It alters our tra- 
ditional concepts of employment 
and our day-to-day work lives. 

Our view of employment is 
largely based upon the Internal 
Revenue Service’s general defi- 
nition of employment as a situa- 
tion in which the employer con- 


trols the location, hours and 
tools by which a job is per- 
formed. And this has traditional- 
ly meant that work is performed 
at the employer’s premises, not 
at the worker’s home. 

This operational definition of 
“working” is deeply ingrained in 


Bob Dahm 


the cultures of most U.S. compa- 
nies — ironically, even those 
that provide the computer and 
telecommunications _ products 
and services that make telecom- 
muting possible. 

When 88 midlevel managers 
in the San Francisco area where 
polled last year on their attitudes 
toward telecommuting, they 


were asked to identify the main 
stumbling blocks to the practice 
at their companies. The resis- 
tance, they said, emanates from 
vaguely reluctant senior manag- 
ers and telecommuting’s per- 
ceived incompatibility with their 
corporate cultures. 

In nearly every U.S. office, 
putting in an appearance at 8 
a.m. and leaving at 5 p.m. is as 
much a part of the collective 
corporate culture as coffee 
breaks and water-cooler gos- 
sip. 

Given such firmly estab- 
lished office traditions, it is no 
wonder that telecommuting 
still engenders resistance. 
Rising levels of business com- 
petition, however, are likely 
to force U.S. businesses to fo- 
cus their attentions on im- 
proving productivity and sat- 
isfying customers, rather 
than on supporting traditional 
concepts of work. 

Many information work- 
ers, referred to as “guerilla 
telecommuters,” already te- 
lecommute without the offi- 
cial sanction of their employ- 
ers, but with the full 
knowledge and trust of their 
managers. 

Eventually, the what of 
work, rather than the where 
or how, will become paramount. 
When that happens, the location 
where information work is per- 
formed will become irrelevant, 
eventually rendering telecom- 
muting a nonissue. 


Pilot is principal of Pilot Group, a mar- 
ket research and development consulting 
firm in Novato, Calif. 


WALTER DANIELS 


If you aren’t spending money to 
maintain and enhance your em- 
ployees’ skills, then you are de- 
preciating them. You may not 
think of it that way, but that’s 
what it is. Of course, you don’t 
mean to make your staff worth 
less each year by giving them 
raises and promoting them occa- 
sionally. Advancement also in- 
cludes helping them keep up 
with what’s happening within 
the computer industry, as well as 
what your organization does. 

Some of you must be think- 
ing, “Why should I worry about 
my staff depreciating? Shouldn’t 
they be keeping up on their 
own?”’ Yes, they should. Howev- 
er, you should also be spending 
money on upgrading them. 

Do I hear you saying, ‘My 
budget is too tight?” If so, let me 
put my proposition to you anoth- 
er way. Let’s assume you re- 
cently bought a computer sys- 
tem for $500,000. Assuming a 
five-year life and 20% salvage 
value, you are writing off 
$80,000 per year on that ma- 
chine, plus $5,000 to $10,000 in 
maintenance costs. 

Recognizing that this is a big 
investment, you probably took 
not only the purchase of this ma- 
chine, but arrangements for its 
upkeep and its potential to hold 
its value, very seriously. Why 
would you treat your staff re- 
sources differently? After all, 
you probably have a lot more in- 
vested in your staff than you do 


This isn’t it, but maybe we do need a law 


READER’S PLATFORM 
WILLIAM R. PATTERSON 


Your article on software design- 
er licensure in New Jersey [CW, 
July 15] certainly caught the at- 
tention of this New Jersey soft- 
ware designer and coder. 

As it is currently worded, the 
New Jersey software designer li- 
censure bill (Assembly No. 
4414) has the potential for over- 
ly broad interpretation. It says 
that software designing “means 
the process of creating software 
systems and applies to tech- 
niques that reduce software cost 
and complexity while increasing 
reliability and modifiability, 
which includes, but is not limited 
to, the elements of requirements 
designing, design specification, 
implementation testing and vali- 
dation, operation and mainte- 
nance and software manage- 
ment.” 

This is a very broad definition 
of software designing that some 
might think would more aptly be 
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called “software engineering.” 

The bill gives a nine-member 
board a considerable amount of 
authority. The board is to be ap- 
pointed by the governor with 
terms staggered over five years. 
Two members are to be from the 
general public and one from the 
executive branch of the state 
government. After 18 months, 
the others must be license hold- 
ers. 

Among other things, this 
board would have the authority 
to set the knowledge require- 
ments for licensing by providing 
for an examination of applicants. 
It would set nearly all the condi- 
tions of the examination, except 
for the condition that the exam 
must be held twice yearly. 

Hopefully, this bill will not be- 
come law in its current form. 
However, if it does become law, 
it will be important for us to pro- 
vide the board with a significant 
amount of input. 

There are a number of ques- 
tions not addressed in the bill 
that would clearly have to be ad- 


dressed by any revision to the 
bill or administrative rules pro- 
mulgated by the board: 

eDo the regulations apply to 
computer programming done on 
one’s own personal computer? If 
not, at what point do they begin 
to apply? 

e Do the regulations apply to 
spreadsheet macros and other 
such high-level process descrip- 
tions? The bill does not define 
the word “‘software.”’ 

e Since “operation” is included 
in the language of what is cov- 
ered by the meaning of “soft- 
ware design,” will operators 
have to be licensed? 

e If auser is asked to assist in the 
testing of software, does this 
mean the user must first be li- 
censed or simply that the soft- 
ware testing must be under the 
supervision of a licensed profes- 
sional? 

e Will scientific software design- 
ers have to know the principles 
of auditability of accounting soft- 
ware? Or will accounting soft- 
ware developers need to know 
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the relative efficiencies and limi- 
tations of different numerical 
methods? 

Even though such an act can 
portend difficulties, increasingly 
there are examples of situations 
in which the public could benefit 
from additional state authority if 
exercised properly. 

Without any form of licensing 
of systems professionals, if a 
software designer or program- 
mer makes outlandish claims in 
order to get a contract and does 
not deliver, he can move on to 
the next unwitting customer. He 
does not have to explain this 
practice. There is no danger of li- 
cense revocation because there 
is no license. 

If a software development 
company publishes a package 
that it later has difficulty sup- 
porting, it can pull out. It doesn’t 
have to arrange for anyone else 
to continue support. Depending 
on initial licensing arrange- 
ments, it can even deny others 
the right to support the code. 

I’m not trying to say that li- 


in hardware. 

A programmer starting at 
$22,000 per year will receive 
about $227,000 over 10 years, 
including 5% raises every year. 
A programmer/analyst starting 
at $26,000 will receive 
$327,000, and an analyst start- 
ing at $30,000 will earn 
$377,000. Using the formula 
that says the ratio of total costs 
to salary is 1.5 to 1 means that 
you will pay from $415,000 to 
$566,000 per person over that 
period. 


Mutual benefits 
Then again, your attitude may be 
this: “‘Let them pay for their own 
educations; they’re the ones 
benefiting.” That’s true, they 
are. But so are you. 

When your employees ex- 
change horror stories and dis- 
cuss difficulties with colleagues 
from other places, as they would 
at a conference or in school, they 
are learning new ways to do 
things, which they bring back 
and apply to support your corpo- 
rate objectives. 

How much should you be 
spending? Total spending should 
probably total 10% to 15% of 
gross income. Seem like a lot? 
Just think about what you are 
spending and plan to spend on 
systems this year and then think 
about whether you want out-of- 
date employees either selecting 
or working on those systems. 


Daniels is a consultant based in Indiana- 
polis. 


censing will fix all such problems 
now. However, the public may 
see licensing as something that 
will reduce the frequency of the 
occurence of such things. Over 
time, we may evolve to a point 
where licensing will properly ad- 
dress such problems. 

We need a dialogue that in- 
cludes discussion of a number of 
issues, such as: whether licens- 
ing is the best way to ensure the 
public of its right to competency 
and responsibility; how much 
and what kind of work experi- 
ence should be accepted in lieu of 
examination; the scope of licens- 
ing; and the scope of testing. 

Only by having ample dia- 
logue on issues such as these can 
we sort out what should be done 
in state regulation of the soft- 
ware life cycle. We may find that 
something like this bill will be 
necessary to protect a public 
tired of the charlatans in this 
field who can give it a bad name. 


Patterson is a consultant and owner of 
Stratford Technologies, Inc. in Strat- 
ford, N.J. He chairs the certification re- 
view course committee of the Philadel- 
phia Chapter of the Data Processing 
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interactive capabilities for visual 
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COMMENTARY 
Rosemary Hamilton 


Grand plan 
of all plans? 


This week, 
IBM is expected 
to announce 
Information 
Warehouse, its 
latest Systems 
Application 
Architecture initiative. 

With this announcement, us- 
ers will be looking at three major 
architectures from IBM: Infor- 
mation Warehouse will address 
the issue of access to corpor- 
atewide data; AD/Cycle handles 
applications development; and 
Systemview has systems man- 
agement covered. 

Many industry observers, 
including some IBM customers, 
are growing a little skeptical. It 
seems like every time you turn 
around, IBM has another big 
plan for you. And when it comes 
to these grand schemes, some 
see more directional statements 
than fully functional product 
sets. 

What, then, is the value of all 
these big strategies to users? 

First of all, most users will 
tell you that there absolutely is a 
value to knowing where IBM 
plans to go. And this is a relative- 
ly new thing. Veteran IS direc- 
tors will remember that IBM did 
not always share what was 
coming next, much less where it 
hoped to be in five years. 

However, with the AD/Cy- 
cle strategy, IBM has mapped 
out its applications develop- 
ment strategy for the next sev- 
eral years. It has told users 
what it wants to do and which 
products will play a role. It has 
drawn a similar map for systems 
management with Systemview. 

Continued on page 30 





Oracle gets financial packages into shape 


ANALYSIS 


BY JEAN S. BOZMAN 


CW STAFF 


REDWOOD CITY, Calif. — To 
hear some users tell it, the first 
year after they installed Oracle 
Corp.’s financial applications 
package felt like an amusement- 
park roller-coaster ride. But the 
rough starts, bumps and sudden 
stops caused by software defects 
and inconsistent support have 
given way in recent months to a 
smoother ride. 

“The early releases tended to 
be bug-ridden,” said Steven Sel- 
fridge, chief financial officer at 
Checkpoint Systems, Inc. in 
Thorofare, N.J. ‘But over the 
first months of this year, the 
quality of the releases we got 


was drastically improved. Ora- 
cle’s been extremely coopera- 
tive.” 

Usually, a local Oracle soft- 
ware engineer 
comes on-site to 
make repairs to the 
applications code. 
But if needed, Oracle 
will send one of the 
applications devel- 
opers from Califor- 
nia. Some other 
large sites reported 
that Oracle has as- 
signed full-time Ora- 
cle personnel to 
work at the custom- 
ers’ offices. 

Noting that com- 
mitting one’s business to a set of 
applications linked to an on-line 
database is a fateful step, users 


Bull clears the way for 
GCOS to open systems 


BY SALLY CUSACK 
CW STAFF 


Paving the way for customer ac- 
cess to open architecture plat- 
forms, Bull HN Information Sys- 
tems, Inc. recently announced 
extensions to its proprietary 
GCOS 7 and GCOS 
8 operating sys- 
tems. 

Dubbed Open 7 
and Open 8, the software prod- 
ucts use a small Unix server as a 
dedicated front or back end to 
the large-scale DPS 7000 and 
DPS 8000 midrange and main- 
frame computing environments. 

According to John Kozial, 
manager of MIS at Dukane Corp. 
in St. Charles, Ill., Bull’s new 
software is doing just what the 
vendor promised it would. 
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Koziol said Open 7, in con- 
junction with a Bull DPX/2 Unix 
server, allows the company’s 
DPS 7000 342 system to com- 
municate companywide with 
several different hardware and 
software configurations over an 
Ethernet network. 

These include 
computer-aided 
design systems 
from Integraph 
Corp. and Mentor Graphics 
Corp., as well as a Digital Equip- 
ment Corp. Microvax and sever- 
al IBM Personal Computer 
clones. 

Referring to Open 7, Kozial 
said the software product ‘“‘will 
allow us to hook more users in 
through either networks or di- 
rect connections. The key here 
is that it is easy to use.” 


Checkpoint’s 
Selfridge: Quality 
has improved 


said they were willing to work 
out technical difficulties rather 
than abandon the code. ‘The fi- 
nancial software is very attrac- 
tive to us because it 
comes with the abili- 
ty to customize it 
and to do so without 
rewriting the source 
code,”’ one user said. 
“We are able to take 
this off-the-shelf 
software and adjust 
it to the little quirks 
in our accounting 
system.” 
Checkpoint, a 
$60 million manu- 
facturer of retail se- 
curity systems, uses 
Oracle’s financial and manufac- 
turing packages at its suburban 
headquarters near Cherry Hill, 


Dukane manufactures profes- 
sional presentation equipment. 
This includes filmstrip projec- 
tors and microfilm readers, as 
well as underwater location and 
multimedia local-area network 
equipment. 

The privately held, $65 mil- 
lion company has been a Bull cus- 
tomer for 20 years and relies on 
the DPS 7000 for all manufac- 
turing and financial applications. 
There are approximately 50 us- 
ers on-line to the system. 

Dukane did extensive plan- 
ning with Bull before the product 
was implemented, Kozial said. 
The company launched a small 
pilot with Open 7, and user re- 
sponse was positive. 

Aside from very minor prob- 
lems, he said, the actual installa- 
tion went well. 

“Now users are coming up to 
me and saying ‘When am I going 
to get my terminal?’ and ‘When 
am I going to get my connec- 
tion?’ ”’ Kozial said. 

“Tt has spread like wildfire 
around here,” he said. 


N.J., and at its factory in Ponce, 
Puerto Rico. Both sets of appli- 
cations have been running on top 
of the Oracle relational database 
management system since Janu- 
ary. Checkpoint’s experience ap- 
pears typical for Oracle shops 
that were surprised by the num- 
ber of software defects in initial 
releases of the financial soft- 
ware. 

Since the applications began 
shipping in 1990, users have re- 
ported problems with versions 
for IBM’s OS/2 operating sys- 
tem, with underpowered ver- 
sions running on smaller Digital 
Equipment Corp. VAX comput- 
ers and with inconsistent porting 
efforts to various hardware plat- 
forms. 

“Oracle put out code that 

Continued on page 30 


He added that users are im- 
mediately realizing the benefits 
of having instant access to the fi- 
nancial and manufacturing data. 

Maurice Gervais, director of 
marketing for enterprise sys- 
tems at Bull, carefully empha- 
sized that Open 7 and Open 8 will 
supplement, not replace, the 
proprietary GCOS environment. 

“One of the problems our cus- 
tomers were having was in sup- 
plementing proprietary applica- 
tions with open system 
applications,” he said. 

So far, user reaction to Open 
7 has been enthusiastic. Another 
Bull 7000 user, Bob Jernstadt, 
vice president of IS at X-Rite, 
Inc., in Grandville, Mich., said he 
hoped to have Open 7 imple- 
mented across an Ethernet net- 
work of 120 users within the 
next 12 months. 

According to Gervais, Bull 
will be shipping computer-aided 
software engineering tools early 
next year that will allow users to 
develop applications on both 
Unix and GCOS platforms. 





Treats Customers Write 


NAPERSOFT® Automated Correspondence Software handles your written 
communications to customers quickly, accurately and professionally with: 


¢ On-line or batch letter writing 
¢ On-line letter history 


With your IBM mainframe and NAPERSOFT software you can streamline your customers 


* On-line notepads 


+ Full function word processor 


Spell checker 


correspondence! NAPERSOFT... for businesses that treat customers write. 
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IPL breaks the barrier to more affordable mirroring. Introducing the 7936 Disk 
Array—the latest DASD advancement that provides exceptional performance, 


capacity and affordability. The 7936 offers the largest capacity of any disk 


That's 55% more storage Capacity utilizing 20% less space. 
As a result, you can mirror your AS/400 data, or double your 
storage Capacity, without doubling your equipment costs. In fact, IPL's special intro- 


ductory offer reduces storage costs to under $10/MB, which gives IPL’s 7936 the best 


IPL introduces the standard for 





Mirror 
your data, 
without 
mirroring 


your costs. 


price/performance of any AS/400 DASD product on the market 
IPL 7936 Model 30* 


55% Greater Capacity today. And like all IPL products, it’s backed by our 18 years of 


51% Lower List Price/MB|_ reliability, performance and leadership in the IBM-compati- 
20% Less Maintenance 


Cost ble market. For more information on IPL’s 7936 Models 10, 20 

20% Less Rack Space and 30, call IPL today at 1 800 338-8475, 617 890-6620 in 
Massachusetts. In Europe call our Belgium office 

at 011-32-2725.41.58. And start mirroring your = ri 

AS/400 data, without mirroring your costs. ee SVS Tear 


affordable AS/400 a 


“Compared to IBM Model 20. IBM and AS/400 are registered trademarks of International Business Machines Corporation. 








IS THIS YOUR REACTION TO BORLAND'S 
ACQUISITION OF ASHTON-TATE? 


Wondering what's going to 
happen to the dBASE” language? 
Convinced you'll keep on programming 
with dBASE no matter what happens? 
Defy your doubts and fortify your 
convictions with Clippers 5.0, today. 

Clipper 5.0's extensible language 
is dBASE-friendly yet can integrate 
code from other languages like C, 


Nantucket Corporation. 1255 


Assembler, dBASE and Pascal. It’s 
a complete system for developing 
robust applications, so you get a 
dynamic overlay linker, virtual mem- 
ory manager, source-level debugger, 
support for modular programming 
and the ability to compile your 
dBASE code. Now. 

Keep your commitment to your 





dBASE expertise with Clipper 5.0. 
For a FREE copy of our white paper, 
Clipper 5.0 for dBASE Developers 
and the name of your nearest 
reseller, call: 


ea ae 


= Nantucket ® The Application Development Standard 


2555 West Jefferson Boulevard. Los Angeles. CA 90066. 213/390-7923 FAX: 213/397-5469 TELEX: 650-2574125. Nantucket. the Nantucket logo and Clipper are registered trademarks of Nantucket Corporation. Other brand and 
product nemes are used for identification purposes only and may be trademarks or registered trademarks of their respective holders. Entire contents copyright © 1991 Nantucket 












After struggling with awkward system, insurance firm makes it work 


ON SITE 


BY KIM S. NASH 
CW STAFF 


NEW YORK — “We crawled be- 
fore we walked. Now we're run- 
ning.” 

That is how Bill Davis, man- 
ager of systems planning at the 
pensions division of Metropoli- 
tan Life Insurance Co., described 


the firm’s failed-cum-fruitful ex- 
ecutive information system 
(EIS). 


Davis installed Comshare, 
Inc.’s Commander EIS in 1987 
for Ted Athanassiades, execu- 
tive vice president of the pen- 
sions division. Athanassiades 
soured on the system when it 
failed to meet expectations. 

“The information in the re- 
ports I got was always old, and it 
wasn’t all that easy to use,” Ath- 
anassiades explained. 

Fiddling with the keyboard 
and getting lost in menus frus- 
trated him so much that he 
stopped using the EIS. ‘The 
only thing I know about comput- 
ers is my screen and mouse. 
That’s all I want to know,” he 
explained. He pushed to have the 
EIS and the Intel Corp. 80286- 





BY MARYFRAN JOHNSON 
CW STAFF 


WALTHAM, Mass. — Hoping 
to reflect the interest of IBM 
midrange users in affordable disk 
mirroring, IPL Systems, Inc. last 
week introduced three disk sub- 
systems for the Application Sys- 
tem/400. 

The IPL 7936 drives were 
designed to be compatible with 
IBM’s 9336 disk drives, the lat- 
est high-end drives for the 
AS/400, and will run on the new 


SAE 


based IBM Personal Computer it 
was loaded on removed from his 
office. 

Four years later, Athanas- 
siades has a new IBM Personal 
System/2 Model 70 and a new 
EIS that he calls ‘‘indispens- 
able.’”’ With an improved graphi- 
cal user interface, he can comb 
through four databases of data, 
such as regional office head 
counts and corporate budget 
projections. “I 
sometimes know 
departmental in- 
formation before 
the heads of those departments 
do,” he boasted. 

What happened to turn Met 
Life’s EIS around? 

“Meetings, a lot of meet- 
ings,” said Davis, who was as- 
signed to salvage the system in 
January 1990. Lack of business 
participation is what killed the 
first EIS, according to Davis, so 
he made sure to sit down with 
Athanassiades and a team of two 
programmers to figure out how 
to right the wrongs and expand 
the system. 

After six months, Davis gave 
Athanassiades a prototype with 
four kinds of regularly updated 
data: staffing figures, corporate 


IPL Systems to present 
drives for the AS/400 


D models introduced in April. 
IPL claims its new drives pro- 
duce superior throughput, take 
up less space than equivalent 
IBM drives and cost as much as 
23% less. 

“This is a good, solid an- 
nouncement for IPL,” said David 
Veliante, an analyst at Interna- 
tional Data Corp. in Framing- 
ham, Mass. 

Yet Vellante and other ana- 
lysts noted that IBM is fighting 
back with its own price cuts — 
announcing a 9% to 13% de- 


. Fixed Price or T&M Basis 


. On-Site System Design/Implementation 


2? Metlife 





budgets, sales information and 
pension division-specific finan- 
cials. Athanassiades gave Davis 
the nod to refine the system. 

Now, databases are updated 
monthly, weekly or daily, de- 
pending on the time-sensitivity 
of the information. For example, 
budget figures are updated 
monthly, while regional sales 
data is freshened twice daily. 

Meetings are shorter now be- 
cause members 
are on top of the 
latest figures, and 
fewer paper 
memos circulate before and after 
get-togethers, according to Ath- 
anassiades. “‘We no longer talk 
about numbers. Now it’s a quali- 
tative discussion,’ he said. 

Along with Comshare’s Brief- 
ing Book — a report-retrieval 
feature that fetches predefined 
information and was part of the 
original EIS — Davis also in- 
stalled Execuview, a Comshare 
module that allows ad hoc que- 
ries, ‘‘what if’ analyses and busi- 
ness forecasting. 

The nature of the new EIS 
has improved Athanassiades’ 
productivity, he said. He knows 
immediately if sales have missed 
the target, for example, and can 


crease on low-end storage prod- 
ucts two weeks ago — and spe- 
cial discounts of up to 25% for 
customers that buy IBM 9336 
drives for disk mirroring. The 
pricing for the new IPL drives 
was dropped overnight, once 
company officials learned that 
IBM had cut the 9336 prices, 
IPL President Bob Norton said. 


Pricing details 
The IPL 7936 Models 10, 20 
and 30 are priced at $39,600, 
$48,500 and $63,000, respec- 
tively, and offer from 1.8G to 
5.3G bytes of formatted capaci- 
ty. The Model 20 is available 
now, and the Models 10 and 30 
are scheduled to be out by Oct. 
30. 

The lower price, high reliabil- 
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An EIS turnaround at Met Life 





investigate promptly instead of 
waiting for monthly reports. 

Davis adds a new feature to 
the EIS, such as a new program 
or access to a new database, at 
least once per quarter, based on 
feedback from the EIS user 
meetings. The newest doodad is 
a sales prospecting file. Sales- 
people keep electronic records 
on potential clients and send 
that information from their IBM 
PC clones to Met Life’s IBM 
3090 mainframe in New York. 
Athanassiades reviews that data 
daily. Soon, he will be able to use 
his mouse to click on a region on 
an electronic map and see prog- 
ress reports from each salesper- 
son in that territory. 

Revamping a failed EIS can be 
more of a management problem 
than a technological one, accord- 
ing to Davis. Davis said he con- 
siders the enthusiasm and sug- 
gestions during meetings with 
users a sign that the EIS is suc- 
cessful. That the EIS has pene- 
trated below senior executive 
ranks to Athanassiades’ six di- 
rect reports also stands as evi- 
dence that the system now 
works well. 

Neither Athanassiades nor 
Davis will put a dollar figure on 
the new EIS’ worth. However, 
with 25 senior executives at Met 
Life slated to go on-line with the 
revamped EIS by the end of 
1991, Anthanassiades said, he 
expects business to improve. 


ity and reduced footprint of the 
IPL drives appealed to The Bea- 
con Cos., a real estate manage- 
ment and construction business 
headquartered in Boston. Half 
the company’s 10.4G bytes of 
disk storage on an AS/400 Mod- 
el B60 comes from IPL, while 
the other half is on IBM drives, 
said Dennis Pyburn, vice presi- 
dent of information systems. 

New England Memorial Hos- 
pital in Stoneham, Mass., saved 
at least $50,000 by adding beta- 
test site versions of the new IPL 
drives to its IBM 9336 drives on 
an AS/400 Model B60, said Phil- 
ip Janus, assistant vice president 
of information services. The per- 
formance of the IPL drives also 
increased his throughput by 
20%, he added. 


Staying on 
track 




































Met Life suggests these 
must-do methods for keep- 
ing an EIS on track: 

e Corral not just one indi- 
vidual but a team of execu- 
tive sponsors. If your sin- 
gle backer leaves or loses 
interest, the EIS goes bel- 
ly-up. 

e Document all of the pro- 
cedures in installing and 
running the EIS so if new 
IS personnel are assigned 
to the project, no technical 
information will be lost. 

e Meet regularly with 
business executives who 
use the EIS to discuss addi- 
tions and changes to the 
system. 

e Strive for quarterly EIS 
updates. Add features, 
such as a new program or 
access to a new database, 
at least once every three 
months. 

e Use techniques such as a 
quarterly newsletter to 
make information about 
the EIS accessible even to 
those who don’t currently 
use it. 


When a problem cropped up 
recently with one of IBM’s 9336 
disk drives, the mirrored disk 
took over its functions during 
the repair time, and the hospi- 
tal’s system stayed up continu- 
ously. “If you want your data 
safe and recoverable, the only 
real alternative now is with mir- 
roring,”’ Janus said. 

Still, analysts noted that less 
than 15% of AS/400 users em- 
ploy mirroring now, mainly be- 
cause of the substantial expense 
involved in buying twice as many 
disk drives. 

“Constant uptime has to be 
critical to cost-justify it,’ said 
Greg Strakosch, president of Re- 
liability Ratings, Inc., an inde- 
pendent hardware ratings firm in 
Needham, Mass. 
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Oracle 


FROM PAGE 25 


wasn’t quite production quality and called 
it a production version,” asserted Antho- 
ny Ziemba, chairman of the New York Or- 
acle Users Group. ‘There were some 
very heated user meetings with Oracle 
executives last September,” said Ziemba, 
who witnessed the meetings. “But by 
March, users were getting their com- 
plaints logged, and Oracle had some sys- 
tems in place to fix the problems.” 

Oracle programmers have since used 
an in-house software tool, called the Ap- 
plication Foundation, to supplement fi- 
nancial applications code generated by 
Oracle’s SQL*Forms 3.0 report genera- 
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tor. ‘There is more prepa- 
ration now,” conceded M. 
R. Rangaswami, vice pres- 
ident of applications mar- 
keting at Oracle. ‘“We’re 
not announcing products 
before they’re actually 
ready. Moving forward, 
we're planning to set the 
right level of expecta- 
tions.” 

Despite the difficulties 
cited by users, the finan- 
cial applications packages, 
including modules for gen- 
eral ledger, accounts pay- 
able, accounts receivable, order-entry 
and fixed-assets planning, have generated 
$40 million in sales, Rangaswami said. 


Oracle’s Koch added 
more testing and custom- 
er feedback programs 


Sales have been concen- 
trated at 300 user sites. 
Among the largest are 
British Petroleum Ltd. 
(BP) in London, Bechtel 
Power Corp. in San Fran- 
cisco and  Pacificorp’s 
Nerco, Inc. subsidiary in 
Vancouver, Wash. 

Oracle’s moves to im- 
prove the quality control 
program for its applica- 
tions software intensified 
in June with the appoint- 
ment of George Koch as di- 
rector of Oracle’s Applica- 
tions Division. Koch extended quality 
assurance processes, supplementing 
them with more testing and customer 


Learn to build systems with 
I-CASE in one week. 


“The tutorial was a way to very quickly 
become familiar with the IEF and see 
how quickly systems can be built. | feel 
| know how to build systems using the 
techniques described.” 

Roger Strand 

Application Development Consultant 
First Federal Lincoin 


“The tutorial gave me the information | 
need to use the analysis, design, and 
construction portions of the IEF. An 
excellent tool . . . very consistent with 
Information Engineering methodology.” 
Gary S. idle 

Senior Computer Scientist 

Computer Sciences Corporation 


“The tutorial takes you through the 
systems development life cycle very 
quickly and gives you an overview of 
the entire toolset.” 

David A. Egensperger 

Programmer / Analyst 

The Lubrizol Corporation 


“The tutorial was very comprehensive 
. .. 2 good overview of analysis, 
design, and construction with the IEF.” 
Mark A. Ferrill 

IE Development Coordinator 

PSI Energy 


“It is a good tutorial . . . | feel comfort- 
able with this software. | have the skills 
to build simple systems.” 

Margaret Kubaitis 

Research Programmer 

University of Illinois 


“Instructions were very explicit which 
was extremely helpful and the model 
we Created was easy to reiate to.” 
Michael Young 

Programmer / Analyst 

Datacorp Business Systems, Inc. 


“It is a very well put together tutorial on 
how to construct a system using the 
IEF. It gives one the basics to start 
getting the job done.” 

K. E. Peacock 

Data Administrator 

City of Saskatoon, Saskatchewan 


“This was a good learning experience 
... Well written . . . easy to follow. The 
tutorial gave me a taste of the different 
capabilities of the IEF and how they tie 
together to produce systems.” 
Richard L. Duncan 

Database Systems Analyst 

PARS Service 


“| was very favorably impressed. The 
tutorial gave me the training | needed 
and the flexibility to do it on weekends 
and after work.” 

Julie B. Dobbs 

Project Manager 

The Trane Company 


New IEF" “get started” price: $10,000. 


COMPUTERWORLD magazine, the 
IEF outscored all other IL-CASE 
products. If you missed it, we'll send 
you a copy. 


Whatever's been keeping you from 
getting started with I-CASE, chances 
are we just fixed it. 

We’ve designed our new IEF Starter 
Kit to make it as easy as possible for 
you to evaluate and apply our inte- 
grated CASE product, the Informa- 
tion Engineering Facility™. 


New tutorial beta-tested at 
more than 100 companies. 


If you just haven’t been able to find 
the time, we’ve got the answer. We 
believe our new Rapid Development 
Tutorial is a breakthrough in CASE 
training (see comments above). We 
gave it the broadest possible beta test; 
more than 100 companies partici- 
pated. Developers were able to learn 
to build systems with the IEF more 
quickly than ever before—some in as 
few as five days! 


Toolsets build working systems on 
OS/2™ PC workstations. 


If you haven’t been convinced that 
CASE offers enough payback, here’s a 
chance to see for yourself. Along with 
the tutorial, the kit includes our 
standard OS/2 PC analysis, design and 
construction toolsets as well as testing 
and code generation in either COBOL 
or C. (A compiler is required but not 
included.) These are the same types of 
tools now being used successfully at 
companies like J.C. Penney, Rolls 
Royce, and Sony. 


Developers give IEF top rating in 
COMPUTERWORLD study. 


If you couldn’t decide which CASE 
products to investigate, now there’s 
even more hard evidence pointing to 
the IEF. In a recent user study by 


Special introductory offer— 
one-half our regular price. 


If price has been your problem, we 
have a special one for our new kit. 
At $10,000 (limit one per customer 
company) it’s about one-half the 
regular price of IEF OS/2 toolsets. 


If you want to order our new IEF 


Starter Kit, or if you want more 
information, call 800-527-3500. 


TEXAS ee 
INSTRUMENTS 


© 1991 Texas Instruments Incorporated. All rights reserved. Information Engineering Facility and IEF are trademarks of Texas Instruments. OS/2 is a trademark of International Business Machines. 
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feedback programs. He also began a certi- 
fication course for Oracle’s sales and field 
support personnel. 

Customer comments will now be in- 
cluded as part of the design process, 
which will probably turn to Oracle’s own 
CASE tools for future releases. ‘“‘We will 
be supporting our major customers with a 
team of specialists, adding features and 
functions to the software where needed,” 
Koch said in a recent interview. ‘The key 
is that [software] innovation has to be fol- 
lowed by a quality process to assure the 
world that the code is stable.” 


Hamilton 


FROM PAGE 25 


For many users, this sort of informa- 
tion is close to priceless because it helps 
them make better plans for their fu- 
tures. 

Second, the strategies to some ex- 
tent streamline the market. Products are 
either compatible with the IBM archi- 
tecture or they aren’t. Now, at least, us- 
ers know the teams on which suppliers 
are playing. 

Third, the strategies are an attempt 
to create standards. Granted, they are 
IBM-based standards, no matter how of- 
ten IBM tells you they are open stan- 
dards, but they do provide a base on 
which consistent products can be devel- 


Now for the downside to these grand 
plans. 

It was just two years ago this month 
that IBM introduced AD/Cycle and a year 
ago this week that Systemview was un- 
veiled. Since those introductions, IBM 
has continued to add to each initiative. 
With the expected introduction of Infor- 
mation Warehouse, users will be wres- 
tling with a tremendous amount of infor- 
mation on three major areas of their 
operations. IBM is dangerously close to 
overloading its customer base. 

One user contacted recently said he 
hadn’t had time to pay much attention to 
the expected release of Information 
Warehouse. He said he was having 
enough trouble keeping up with the ap- 
plications development side. 

Secondly, IBM has shown with the 
first two strategies that it can promise the 
world to its customers and then only 
slowly deliver product. Nobody expects 
vendors to be able to ship such complex 
product sets immediately, but IBM should 
take the middle road when it presents 
these strategies. A little less hoopla at in- 
troduction time would save customers 
from high expectation levels and then the 
frustration of waiting for products. 

The third point brings us back to the 
issue of standards. IBM needs to do more 
in recognizing non-IBM environments 
with these initiatives because other plat- 
forms are increasingly important, even 
to its core customer base. 

Some press material from a third- 
party firm participating in the Informa- 
tion Warehouse strategy shows an offi- 
cial description of this initiative as follows: 
“The goal of Information Warehouse is 
to provide users with access to data wher- 
ever it is in the enterprise, on IBM sys- 
tems, or systems of other vendors.” 

Perhaps we will see a big step for- 
ward this week. 


Hamilton is a Computerworld senior editor, sys- 
tems and software. 
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Utilities use CASE to build billing application 


BY MARYFRAN JOHNSON 
CW STAFF 


Three Northwest utility companies have 
become cross-border compatriots, band- 
ing together in a user consortium to share 
the agonies and the ecstasies of building a 
new mainframe-based customer service 
application. 

Determined to keep expenses down, 
Portland General Electric Co. in Oregon, 
Puget Power & Light Co. in Seattle and 
Canada’s Alberta Power Ltd. in Edmon- 
ton are relying on personal computer- 
based applications development using 
computer-aided software engineering 
(CASE) tools from Knowledgeware, Inc. 

“This is new for us, using CASE tools 
to build a system in a really big project,” 
said Doug Averill, information systems 
manager at Portland General Electric, 
which, like Puget Power, is a traditional 
IBM mainframe shop. “In a utility, all 
your revenues come from this billing sys- 
tem, so it’s an important piece of every- 
thing we do.” 

The CS/2, or Customer System/2, 
project aims to deliver by early 1994 a 
utility billing and customer information 
system rich in the kind of customized ser- 
vices and features made possible by rela- 
tional database technology. One such fea- 
ture is summary, or consolidated, billing, 
which would allow the utility to give a 
multisite commercial customer a single, 
comprehensive bill instead of the dozen or 
more it must now deliver. 

“CS/2 will allow us to provide a single 
information repository that keeps track of 
customers and their needs over time,” 
Averill said. 

IBM’s DB2 relational database manag- 
er and the mainframe MVS operating sys- 
tem are the most likely hosts for CS/2, but 
the utilities are delaying a final choice of 
hardware platform until later this year, 


during the physical design phase. 

“‘We’re looking at cooperative pro- 
cessing, and we want to push new tech- 
nologies,” said Bob Collins, manager of 
customer systems at Puget Power. 

Knowledgeware’s CASE tools build 
only host-based applications at this point, 
but the vendor has a stated direction to- 
ward client/server environments. 


Three-way effort 

The utilities, which serve a combined cus- 
tomer base of about 1.4 million in the 
Northwest, are splitting the project cost 
three ways and using their own IS staffs 
for most of the work. An outside consul- 
tant, Axiom Information Consulting, Inc. 
in San Francisco, is managing the project. 

“We are putting a lot of time, money 
and our top people into a large system 
that needs to last for a long time,”’ Averill 
said. ‘‘We wanted something where the 
knowledge was developed by and stayed 
with the utilities.” 

An application of this size can cost a 
utility $20 million to $50 million to devel- 
op, industry sources said. 

The Axiom consultants provide a vari- 
ety of services geared to IBM’s AD/Cycle 
applications development environment. 
Axiom’s own CASE methodology is inte- 
grated with Knowledgeware’s Applica- 
tion Development Workbench software, 
and IBM has adopted Axiom’s methodolo- 
gy for its own internal development use. 

The AD/Cycle connection is crucial to 
the utilities because it promises migration 
to future technical platforms, said Tim 
Dilley, director of West Coast operations 
at Axiom. “These companies never want 
to go through this again — redefining 
business rules and redeveloping data 
models as they’re doing now,” he said. 

The consortium is spending 15 months 
in the planning and analysis phase just 
documenting the utility companies’ intri- 
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Telecom Australia is developing a long-term 
strategy for its Material Supply and Distribution 
systems. The utilisation of packaged software 
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cate business requirements. 

“We haven’t designed one screen yet, 
and we won’t even get to that until next 
year,” Dilley said. “The companies are 
deliberately spending a lot of time talking 
about the business because it’s changing 
so much.” 

Since July, each utility has had a 10- 
person IS team on-site in Portland, Seat- 
tle and Edmonton working on different 
pieces of the data model. The teams work 
with the Knowledgeware tools on IBM or 
IBM-compatible PCs running OS/2. 

Working around some of the logistical 
problems of three development teams in 
two different countries has been a chal- 
lenge. Federal Express cannot provide 
overnight delivery to Canada, Dilley 
pointed out, and different holidays and la- 
bor laws play havoc with scheduling. 

The teams communicate — somewhat 
awkwardly — via telephone, fax machine 
and PC file transfer over 9.6K bit/sec. 
modems. “It’s kludgy, but it gets the job 
done,”’ Averill said. 

Every Friday, the week’s work from 
the Portland and Edmonton sites is down- 
loaded at the Seattle site. Then the Axiom 
consultants work over the weekend to get 
all of the changes and additions in sync for 
the next week’s work. 

“What’s exciting to me is how the 
CASE tool is helping us capture all the 
data and keep it manageable. Flexibility is 
what we’re emphasizing here,” Collins 
said. 





SOFTWARE SHORTS 


Firms to 
provide tools 


Sequent Computer Systems, 
Inc. has announced joint efforts 
with software vendors Informix 
Software, Inc. and SQL Solu- 
tions, Inc. to provide an integrat- 
ed set of applications development 
tools for building high-end data- 
base applications for its Unix-based 
Symmetry 2000 computer line. 
The first set of tools, scheduled to 
appear early next year, will include 
a fourth-generation language, a 
cross-database debugger and a re- 
port writer based on productivity 
tools from Burlington, Mass.- 
based SQL Solutions, a subsidiary of 
Sybase, Inc. 


Alpha Microsystems in Santa 
Ana, Calif., signed a three-year 
OEM agreement for Unix-based 
reduced instruction set computing 
(RISC) multiuser computer sys- 
tems with Motorola, Inc.’s Com- 
puter Group Technical Systems 
Division in Tempe, Ariz. Valued at 
$4.2 million, the contract calls for 
Motorola’s M88000 RISC systems 
to be marketed by Alpha’s 500 
dealers worldwide. 


NATIVE AS400 


The elusive quality sought for CICS conversions 


can be yours when we 


CONVERT 


your 


CICS COBOL 
to 
NATIVE AS400 


The IBS Neosynetics conversion case tool will automatically: 
= Convert your COBOL source code 
# Create external DDS definitions for screens and 


data bases. 


The benefits you realize are: 


# Use AS400 utilities to maintain programs, screens 


and data bases 


* No proprietary run time modules are required. 


COMPLEX PROBLEMS, SIMPLE SOLUTIONS 
IBS NEOSYNETICS 


2625 Butterfield Road, Oakbrook, IL 60521 


708/571-9100 


Office 


COMPUTERWORLD 


708/571-0723 
Fax 
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NEW PRODUC TS—HARDWARE 


1/0 devices 


Architext, Inc. has created the Wildcard 
font card ($365) for use with the IBM 
4019 printer. 

The Wildcard contains 246 fonts that 
can be accessed by personal computers 
and IBM Application System/400 mid- 
range computers. It is roughly the size of 
a credit card, the company said. 
Architext 
Suite 208 
121 Interpark Blvd. 

San Antonio, Texas 78216 
(512) 490-2240 








Fastfax/Plus allows users to send 
faxes directly from AS/400 terminals 


Quadrant Software has begun shipping 
Fastfax/Plus, a hardware and software fax 
product for the IBM Application Sys- 
tem/400. 

The product works in batch and inter- 


active environments. It allows users to 
send faxes directly from AS/400 termi- 
nals. Features include screen capture, un- 
attended transmission and plain-paper 
receipt on attached laser printers. 

Tiered pricing ranges from $4,995 to 
$6,495. 
Quadrant Software 
P.O. Box 2400 
Plainville, Mass. 02762 
(508) 699-9339 


Power supplies 


Deltec Electronics Corp. has announced a 
series of small-footprint power systems 
for midrange computers and networks. 
The 90S series, including models rang- 
ing from 8kVA to 18kVA, provides a mini- 
mum of 10 minutes of backup power, the 
firm reported. The units measure 45- by 
24- by 32 in. Options include remote sta- 
tus panels and power-warning interfaces 
for IBM Application System/400s. 
Pricing for the line starts at $11,900. 
Deltec Electronics 
2727 Kurtz St. 
San Diego, Calif. 92110 
(619) 291-4211 


SOFTWARE 


Unix software 


Lincoln National Information Services, 
Inc. has announced OPN:Style for Word- 
perfect (Unix). 





The product enables users to produce 
presentation materials from Wordperfect 
Corp. Wordperfect documents. Using ar- 
tificial intelligence, OPN:Style for Word- 
perfect maintains the integrity of an origi- 
nal document without any embedded font 
or layout codes. 

Pricing ranges from $1,250 (up to 16 
users) to $9,800 (up to 256 users). A trial 
version is available for $25. 

Lincoln National Information 
Services 

1300 South Clinton St. 

Fort Wayne, Ind. 46801 
(219) 455-3901 


Cyborg Systems, Inc. has announced the 
availability of its Solution series software 
for Unix systems. 

The Solution series is an integrated set 
of human resources and payroll software 
modules. Unix variants are supported by 
IBM, Digital Equipment Corp., Hewlett- 
Packard Co. and other firms. 

Pricing starts at $60,000, depending 
on platform and number of users. 

Cyborg Systems 
12th Floor 

2 N. Riverside Plaza 
Chicago, Ill. 60606 
(312) 454-1865 


Applications packages 


The VAX/VMS security management and 
auditing system Auditor Plus has been an- 
nounced by Braintree Technology, Inc. 
Auditor Plus replaces the company’s 
Auditor package. Enhancements include 





the Master Audit component, which per- 
forms 141 checks for security loopholes, 
and a detached process that performs se- 
curity checks at user-specified intervals. 
The product audits an unlimited number 
of disks. 

The company has also announced Vig- 
il, a terminal and process controller that 
locks users’ terminals after a period of in- 
activity. 

Auditor Plus is priced from $3,000 to 
$12,000 for a single user, depending on 
processor. Vigil costs $600 to $2,400. 
Braintree Technology 
600 Cordwainer Drive 
Norwell, Mass. 02061 
(617) 982-0200 


Utilities 


Allen Systems Group, Inc. has announced 
Remote Timeout by User (RTU) for use 
with Computer Associates International, 
Inc.’s CA-IDMS. 

RTU allows sites to set IDMS session 
timeout intervals for each individual user 
or group of users. According to the firm, 
the product conserves system resources 
by logging off inactive users. It also pro- 
vides security for unattended terminals 
displaying sensitive data. 

RTU runs under MVS/SP, MVS/XA 
and MVS/ESA and costs from $6,400 
(group of 20 users) to $9,400 (group of 50 
users). 

Allen Systems Group 
750 11th St. South 
Naples, Fla. 33940 
(813) 263-6700 


PNMS - The Only Help Desk Solution 
With All Three Winning Qualities 


POWER 


PNMS gives you the power to 
resolve network management 
problems quickly and efficiently. 
Keep track of equipment and 
service costs, provide end-user 
support, and measure the impact 
of system changes. 


INTEGRATION 


PNMS seamlessly integrates 
problem, inventory, change, and 
financial management applica- 
tions. And with automated 
operations for trouble ticketing, 
you focus on solving problems, 
not entering them. 


FLEXIBILITY 


PNMS provides you with the 


flexibility to customize any screen, 
any field, any file, any application 


— at any time to meet your 


specific network requirements 


today and tomorrow. 


COMPUTERWORLD 


_ Call for information or free trial. 


) 1-800-638-5231 
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There 
must bea 
reason why 
a company 
grows by 100% 


in just 
4 years. 





There must be 
a reason why 
MC?I’s 800 Service 
grew from 
0 customers 
four years ago, 
to more than 


100,000 today. 


Customers seem to like how quickly we respond, 
as much as they like the quality of the response. And the 
fact that before we do anything, we listen. Listen to what 
the problems are. 

MCI° has one of the world’s most modern tele- 
communications networks, but the big reason we grew so 
far, So fast, is how we put it to work. For each customer. 

MCI 800 Service® is always tailored to your 
company, not simply sold off the shelf or in packages that 
don't fit your needs. 

Those needs can range from customer service to 
Sales and marketing to internal communications. MCI 800 
Services can be tailored to route calls to the right people 
and places, quickly. Either automatically, or by menu. 

Peak loads can be planned for, overflow calls 
can be shifted automatically to other locations. 


Maybe it’s 
how fast we 
react to them. 


Calls can be managed by time of day, geography, 
product lines, zip codes, etc. 

Your customers get their problems solved and 
your employees get the information they need quickly 
and easily. And changes in service can be quickly made 
on line—on your own or with MCI help. 

We can help with fast installation when you need 
it as well. This can mean having MCI 800 service up in 
under 24 hours. 

And if things go wrong—power failures, person- 
nel shortages—emergency plans can be standing by. We 
know how critical your 800 service is to your business. 





If you have international customers (or would 
like to), MCI can make your connections with 28 coun- 
tries, and more are on the way. Toll-free calling can 


MCI 800 Service 


24-hour installation for last minute needs. 


Emergency backup and on-line control available. 
Flexible call routing by time, geography, menu, department, zip code. | 
| 
| 
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a a Relate 

attract new customers, keep suppliers plugged in, and 
traveling employees in contact. 


Significant cost saving/controls, along with unsurpassed quality. 
International, national, regional, local. 


lati ip ee 


ee 


Beyond fast service from MCI, you can also 
look for comprehensive management reporting. Informa- 
tion that helps you control costs, build lead lists, track 
responses, and more. 

MC's spectacular growth has been based on 
delivering the value, the products, and the responsive 
people of MCI. And the quality and reliability of the entire 
worldwide MCI network. No wonder more than 100,000 
companies have signed up with MCI 800 Service. 


Call us and find out MCI ss 


how fast we can move for 


' 





There must be 
a reason why 
MCPs Vnet business 
is 3 times bigger 


than it was 
2 years ago. 


Instead of “take-it-or-leave-it,” instead 
of “that’s the way we doit,” there's another way 
of treating customers. The MCI” way. A real 
alternative. Including MCI's Vet,” where we can 
Show you the advantages of virtual networking. 
In short, the benefits of a private network without 
the cost of a private network. 

Injusta short time, MCI has built the 
capability to handle whatever you come up with. 
Voice, data, video and fax. Vnetis provided 
over MCI's predominantly digital network, with 
arobust advanced signaling system, along with 
the superior network intelligence and control 
you're looking for. 


Maybe it’s | 
because our. 
customers 
don’t get the _ 
Vitel (e BL 


It’s state-of-the-art, and building. And 
that goes from building to building, continent to 
continent, end to end. 

So, we have what youneed, and we'll work 
with you to put together a network that fits those 
needs. Like: flexible dialing plans, customized 
routing and screening, on-line database manage- 
ment, switched data services, traveling employee 
access and network management. 

Inshort, we have the features you want, 
and we can deliver them in short order. 

And right on the money. 





In fact, we've got an invoicing and reporting 
system that’s the best in the industry. With the 
accuracy, flexibility, not to mention the timeliness, 


————— 


MCI Vnet Service 
MCI Vnetis a predominantly digital international network. 
Superior network intelligence, with robust advanced signaling. 
Full capability, efficiency and flexibility. 
On-line database management. 
Superior invoicing and customized call reporting. 
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youneed. Plus you're able to choose exactly where 
the information goes. 
From minute detail to executive summary, 


everyone can get just the information they need to 
get a handle on costs. 

All this on top of the fundamental quality, 
reliability and value of the MCI network itself. All 
brought home to you by the very responsive sales, 
support and service people who simply won't give 
you the same old line. 

No wonder MCl's Vnet has made virtually 
hundreds of virtual network customers very 
satisfied. Why not a 
join them? Call MCI 
1-800-888-0800. Vnet 





There must be 
a reason why 
MCIs data 
customers have 
tripled their 


business with 
us since 1986. 


First MCI° shook up the industry in voice, and 
now—data. Along with an attitude that sets us apart 
from the other guys: we're easy on our customers, but 
mean to our competitors. 

We're beating them to the punch by delivering 
high-speed Switched T-1 and Switched T-3 bandwidth 
on demand, whenever you need it. 

But that's just the latest example of us work- 


ing with our customers to develop flexible, high-speed, 


cost-effective communication services. 

Infact, every day we handle everything 
from disaster recovery to time-sensitive fund trans- 
fers, to interconnecting LANs. All the while push- 
ing for higher quality and lower costs. Like developing 
Switched high quality video conferencing that’s so 


Maybe it’s 
because 
we give the 
competition 
sucha 
tough time. 


affordable, it’s actually useable. 

We're also the first to install SONET—for 
even higher bandwidth and higher speeds. Operat- 
ing at 2.4 gigabits per second, and carrying 32,000 
Simultaneous two-way data circuits on one fiber pair, 
MCI again is leading the way to new transmission 
pathways for data, voice and imaging applications. 

Another MCI innovation is our Digital Recon- 
figuration Service™ so you can easily reconfigure 
your network or even add capacity, quickly and easily 
as traffic demands change. 

No matter what, MCI people work with you 





to put together the right technology, services, and to their efficiency and value. 
creative solutions to meet specific applications. And this extends around the world. Because 
And so that you're not trapped by techno- the MCI data network extends internationally to 


ee connect the U.S. to more than 250 countries. So you 
MCI Data Service | canmakeuse of MCI's data network quality and 


High speed, high quality, high tech. 
Switched 56, Switched T-1 and Switched T-3. 


SONET multi-gbps/32,000 simultaneous 2-way channels, . And ” eee the competition a 
Full capability and flexibility—worldwide. hard time, we're keeping the pressure on them (and 


e MCI Telecom 19 ourselves) to come up with more innovations. 
Keep your left 


| ‘ 
logy orinvestments, these solutions can be adapted up, guys. Giveus a MCI 
and modified as needs and times change, adding call. 1-800-888-0800. pata Services 


| 
| | reliability—worldwide. 





There must be a reason why MCI* has 
grownso much. Maybeit’s our more than 
one million business customers. 


They discovered “the right choice” wasn't 
the only choice. Much less the best choice. 


They called MCI. 
For Data, Vnet and 800 Services. And more. 


They found MCI had the products and 
services they needed. 


They also found MCI people ready, 
willing and able to help meet their unique 
telecommunications challenges. 


With answers that weren't off the shelf or 
off the cuff. 


For more reasons why MCI could be 


the answer for your company, maybe you 
should call 1-800-888-0800. 


MCI 


rican Telephone and Telegraph Company 





PCs & WORKSTATIONS 


COM MEN ENTARY 
Patricia Keefe 


Desktop 
reality check 


™] I recently mod- 
erated a panel of 


loper/consultant 

i p currently in- 
volved, to varying degrees, in 
the throes of OS/2 and Win- 
dows implementations. This 
group, which included repre- 
sentatives from Cigna Insur- 
ance, Liberty Mutual Insur- 
ance, John Hancock Mutual, 
Blue Cross/Blue Shield R.L., Fi- 
delity Investments and Synectic 
Systems Ltd. covered the 
spectrum from technically savvy 
end users to IS managers. 

Despite their differences, 
the members of the group were 
intriguing in that they generally 
agreed with each other — and 
not necessarily with market ex- 
pectations. In addition, regard- 
less of their current desktop 
strategy, their level of openness 
toward other choices was quite 
substantial. 

It turned out that for this mi- 
crocosm of users, several bits of 
conventional wisdom rang 
false. For example, three of the 
users run Windows in a 
networked environment, at least 
two of which are based on No- 
vell’s Netware. 

Now, Windows has acquired 
a spotty reputation on networks, 
particularly where Netware is 

Continued on page 43 


PG&E empowers the enterprise 


Utility moving 20,000 PCs to GUI-based groupware environment 


ON SITE 


BY PATRICIA KEEFE 
CW STAFF 


SAN FRANCISCO — The con- 
fusion swirling about Windows 
and OS/2 has left some Fortune 
1,000 sites frozen in place — but 
not the forward-looking Pacific 
Gas & Electric (PG&E), where it 
is estimated that 90% of the utili- 
ty giant’s raw computing power 
now resides on the desktop. 

In short, PG&E can hardly be 


described as stand- 
ing still. In fact, a 
three-year plan to 
move about 20,000 
personal computers 
to a graphical, 
groupware-oriented 
environment will 
probably run ahead 
of schedule, despite 
a ripple effect im- 
pacting all aspects of 
the desktop. 

The vision and 
the goal at PG&E 


Workstation leaders 
gain in first half of 1991 


BY KIM.'S. NASH 
CW STAFF 


SAN JOSE, Calif. — The top six 
workstation makers shipped 
40% more units during the first 
six months of this year than for 
the same period in 1990, ac- 
cording to Dataquest, Inc., a 
market research firm based 
here. 

Total units shipped surged to 
204,000 vs. first-half 1990’s 
145,000. For the January to 
June 1991 period, workstation 
sales from Sun Microsystems, 
Inc., Hewlett-Packard Co., Digi- 
tal Equipment Corp., IBM, In- 
tergraph Corp. and _ Silicon 
Graphics, Inc. totaled more than 
$3.6 million, the report said. 

Workstation-only revenue 


figures for the first half of 1990 
were unavailable, but sales for all 
of 1990 were $2.9 billion, ac- 
cording to Kathy Collins, an in- 
dustry analyst at Dataquest. 


Entry-level presence 
Entry-level models priced below 
$15,000 represented half of all 
workstations shipped during the 
first half of the year, the ‘‘Data- 
quest Workstation Quarterly 
Shipments Report” noted. 

Sun’s January to June reve- 
nue fell just shy of $1.5 billion, 
outselling nearest rival HP by 
more than 2-to-1. Sun’s Sparc- 
station 2, IPC and SLC finished 
among the five top-selling mod- 
els ranked by units sold during 
the period, the report said. 

Fallout from the Advanced 


Beckman’s 
could change PG&E’s 
corporate culture 


are to empower the 
enterprise, primari- 
ly by migrating char- 
acter-based  desk- 
tops to a graphical 
user interface or 
GUI (see related sto- 
ry page 40). “We 
worked very hard at 
selling internally to 
get the company to 
understand and 
modify its vision” of 
the office, said Ar- 
thur W. Beckman, 


vision 


Computing Environment (ACE) 
consortium has begun to hit the 
workstation sector, Collins said. 

The 4-month-old ACE alli- 
ance has grown to include 85 in- 
dustry vendors, led by personal 
computer hotshot Compaq Com- 
puter Corp., Microsoft Corp. and 
DEC. The group’s intention to 
develop standards for desktop 
computing is starting to change 
traditional workstation market 
dynamics, Collins said. 

Those standards will make it 
easier for PC makers to build 
workstations, which generally 
have higher profit margins than 
commodity-like PCs, according 
to Collins. 

Furthermore, quick, high- 
volume production schedules 
that drive the PC market will 
step up the pace of workstation 
delivery, she predicted. That, 
coupled with the entree of 
heavyweights IBM and DEC 
into what has been Sun-dominat- 
ed turf will incite further price 
competition in the sector, ac- 


manager of PG&E’s information 
technology services. 

Those efforts included dis- 
tributing 5,000 copies of an IS 
white paper on empowering the 
enterprise, holding an annual 
open house (attended by 3,000 
employees last year) and seeding 
departments with equipment. 

The initial plans called for a 
move to OS/2 to take advantage 
of multitasking, but PG&E, 
which had no intention of power- 
ing down its GUI plans, was 
forced to look elsewhere when it 
became apparent that an accept- 
able version of OS/2 would not 
be available for a while. “We 
really needed to make a decision 
and move on,”’ Beckman said. 

Continued on page 40 


Shifting sands 

Sun’s Sparcstation 2 and HP’s 
Model 425 moved up in the 
market ranks in mid-1991 


Top-selling models: 
Fial-quatter 1991 
1. Sun Sparcstation IPC 
2. Sun Sparcstation 2 
3. Sun Sparcstation SLC 
4. HP 9000 Model 400 
5. IBM Powerstation 320 


Top-selling models: 
Seuend-qpeuter | 991 


* 1. Sun Sparcstation 2 
2. Sun Sparcstation IPC 

¥& 3. HP 9000 Model 425 
4. Sun Sparcstation SLC 


5. IBM RISC System/6000 
Model 320 H 


Source: Dataquest, Inc 


cording to Collins. 

The price battle has already 
eaten into workstation makers’ 
profit margins, especially on 
their low-end machines, accord- 
ing to the Dataquest report. 


Mainframe technology, but PC productivity. Now! 


Use Micro Focus COBOL/2 Workbench as the cornerstone of 
your application development strategy. The PC development 

environment based on COBOL/2 Workbench outperforms the 
host and provides programming, testing and debugging tools 

unavailable elsewhere. For the most efficient development of 
your mainframe applications using any of these technologies, 
call us now at 1-800-872-6265. 


MICRO FOCUS* 


A Better Way of Programming ™ 


SEPTEMBER 9, 1991 


COMPUTERWORLD 


Micro Focus COBOL/2 Workbench™ 
The cornerstone of mainframe development productivity 





No one scored higher on 





Recently, FORTUNE magazine reported the results of a major 
national survey. In it, senior executives of major computer 
companies ranked the largest companies in their industry. Compaq 
finished number one in what matters most to us: quality of products. 
The survey was recent. But the commitment that earned 
those ratings was not. From day one we've asked our customers 
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That’s why the smart 


to define “quality.” Then we translated that into PC systems, 
desktop, laptop and notebook PCs that are targeted directly to 
real customer needs. 

We achieve this through meticulous attention to detail. We 
require every component supplier to meet stringent standards. 
We subject all new products to nonstop, 94-hour tests for the 


| nights reserved 


Counts most. Quality 


choice is Compaq. 


utmost reliability. And as standard procedure, we test our But don’t just read about COMPAQ quality. See it. Call for our 
personal computers with no fewer than 300 hardware and _free Reliability by Design video and the location of your nearest 
software products, ensuring application compatibility. Authorized COMPAQ Computer Dealer. In the U.S., call 1-800- 

The meaning of all this is simple: At Compaq, “quality” 231-0900; ask for Operator 166. In Canada, 
isn’t just the latest business buzzword; it’s a reality that means 1-800-263-5868, 


long-term value. For you. Operator 166. LOMPAA 
TEE eS i é = “Ti 


It simply works better. 





3Com 

Advanced Computer Communications 
Aldus 

Amdahl 

American Business Computer 
Ameritech 

Apple Computer 

Applied Voice Technology 
Ardis 

AST Research 

AT&T 

Auspex Systems 

Autodesk 

Avanti Communications 
Bachman Information Systems 
Banyan Systems 

BBN Communications 


Bell Atlantic 

Bell Canada 

Beli South 

Borland International 

Boston Technology 

British Telecom 

Bull HN Information Systems 
Bytex 

Cable & Wireless Communications 
Cambex 

Candle 

Centigram Communications 
Chipcom 

cisco Systems 

Codex 

COMPAQ Computer 
Compression Labs 
Computer Associates 


Control Data 

Cray Research 

CrossComm 

Data General 

Data Switch 

Datapoint 

Dell Computer Corporation 
Deutsche Bundespost 

Digital Equipment Corporation 
Digital Sound Corporation 
Easel Corporation 

EMC 

Encore Computer 

Ericsson Information Systems 
Fibronics International 

France Telecom 

Fujitsu 


General DataComm 

GTE 

Gupta Technologies 

Harris 

Hayes Microcomputer Products 
Hewlett-Packard 

Hitachi Data Systems 

Hughes Network Systems 

ICL 

Infonet 

Infotron Systems 

intel 

international Business Machines 
Intersolv 

IPL Systems 

KnowledgeWare 


Micom Communications 
Microsoft 

MIPS Computer Systems 

Mitel 

Motorola 

NCR 

NEC 

NetFRAME Systems 

Netrix 

Network Equipment Technologies 
Network General 

Network Systems Corporation 


Newbridge Networ 
Novell 

NTT 

NYNEX 

Octel Communications 

Oracle . 
OSI/Network Management Forum 
Pacific Telesis 

PictureTel 

Prime Computer 

Proteon 

Pyramid Technology 

Racal-Milgo 

Retix 

Scientific-Atlanta 

Sequent Computer Systems 
Sequoia Systems 


Siemens Nixdorf Information Systems 
Siemens/Rolm 

Soft-Switch 

Software AG 

Software Publishing 
Southwestern Bell 

Sterling Software 

Storage Technology Corporation 
StrataCom 

Stratus Computer 

Sun Microsystems 

Sybase 

Symantec 

Tandem Computers 

Telematics International 

Teleos Communciations 
Teradata 


Universal Data Systems 
US Sprint Communications 
US West Communications 
Vitalink Communications 
VMX, Inc. 

Wang Laboratories 
Wellfleet Communications 
Wollongong Group 
WordPerfect Corporation 
World Communications 
Xerox 
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These days, the world is literally 
overrun with technology vendors. Each 
of whom would have you believe that 
theirs are the best technology products 
in the civilized world 

In the midst of this noise and 
confusion, it’s no surprise that even the 
most capable MIS Director can become 
overwhelmed. Which explains why more 


and more of them come to us. 

We’re a consulting organization 
with an unparalleled skill in helping 
companies make strategic business 


to a global network of information. 
By way of introduction, we'd like 
to send you our videotape, Jechnology 
Crossroads: Placing Your Bets. For your 
decisions on the technologies of the free copy, call us at 1-800-726-TISC. 
1990's. As a subsidiary of International 


Data Group (IDG), a $650 million ——_ 
technology research and publishing 
company, we Offer our clients access 


Technology Investment 
Strategies Corporation 


AN IDG COMPANY 
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Comcast turns to 
imaging after fire 


ON SITE 


BY MICHAEL FITZGERALD 
CW STAFF 


PHILADELPHIA — When the 
phone rang at 2 a.m. one Sunday, 
Doug Murphy knew it was trou- 
ble. The director of MIS at Com- 
cast Corp., among the nation’s 
largest cable companies and a 
franchisee of Seattle-based Mu- 
zak Ltd., was right: Comcast’s 
headquarters building was burn- 


ing. 

Three firefighters died bat- 
tling the blaze, which started late 
on Feb. 22 and gutted the build- 
ing from the 22nd to the 30th 
floors, where the sprinklers on 
the first of Comcast’s four floors 
in the One Meridian Building 
stanched it. Comcast executives 
breathed a sigh of relief, but that 
proved premature: The fire had 
destroyed lighting fixtures and 
other equipment, releasing toxic 
dioxin and PCBs that caused the 
building to be declared an envi- 


ronmenta! hazard two weeks af- 
ter the fire. 

Because of this, Comcast was 
barred from removing anything 
from its offices, even though 
most of its equipment and rec- 
ords were unscathed. 

“We thought it was just going 
to be a matter of getting things 
once they gave us clearance,” 
Murphy said. 

Instead, the company had to 
scrap its salvage plan and create 
another. 

At stake were Comcast’s 18 
million to 20 million documents, 
including corporate documents 
— original purchase agree- 
ments, loan documents and the 
like — that were needed to run 
Comcast’s cable, cellular and 
sound divisions. 

To help retrieve the essential 
documents, Comcast turned to 
an imaging system running over 
a local-area network. 

“We had to minimize costs 
and still get a quality image out,” 
Murphy said. ““The only way to 
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its Imageplus sys- 
tem. Imageplus 
would have re- 
quired the pur- 
chase of both an 
Application Sys- 
tem/400 and a 
System/36 to act 
as a disk storage 
driver. Murphy 
called Imageplus 
viable, but be- 
cause both ma- 
chines would 
have to remain in 
the contaminated 
building, he de- 
cided a personal 
computer-based 
system was most 
cost-effective and 
flexible. 
Accordingly, 

Comcast contracted with Gen- 
esys Data Technologies, Inc. in 
Hunt Valley, Md., a value-added 
reseller that specializes in imag- 
ing. Genesys customized its im- 
aging software for Comcast and 
installed four networks, all based 


High-end PCs still lack corporate approval 


BY JAMES DALY 
CW STAFF 


High-powered personal comput- 
ers and workstations may be the 
technological toast of the desk- 
top market but don’t expect 
them to make a big dent in the 
corporate world just yet. The 
reason is a lack of compelling ap- 
plications that enable users to 
parlay the power of the machines 
into a significant competitive 
edge. 

“The processing power in 
high-end PCs and low-end work- 
stations is at the level of many 
mainframes, yet there is still no 
ground-breaking software on the 
market that takes advantage of 
the power,” said Paul Zagaeski, 
an analyst at The Yankee Group, 
which conducted a study on the 


PC market. 

Many users do not see an irre- 
sistible reason to write checks 
for the high-end systems. ‘“‘Put- 
ting a RISC chip on someone’s 
desk just doesn’t make sense; it’s 
a matter of overkill,” said Steve 
Anderson, an information sys- 
tems architect for the state of 
Washington’s department of so- 
cial and health services. ‘‘All 
we’re running on the desktop 
are some word processing pack- 
ages, E-mail and Lotus [1-2-3], 
so we just don’t need that level of 
power.” 


Offering many uses 

One factor that could sway users 
toward more muscular machines 
is an application that integrates 
many business functions, such as 
word processing, spreadsheets 


and communications. 

“T’d like to see an application 
that does many things, not just a 
single function,” said Henry Cre- 
spo Jr., corporate manager of 
end-user computing at Torring- 
ton Co. in Torrington, Conn. 
“But right now, there’s nothing 
we can do on a high-end PC that 
we can’t do more inexpensively 
on a low-end model.” 

The Yankee Group report 
states that while the market for 
personal workstations is grow- 
ing faster than the PC market in 
general, the 1.73 million person- 
al workstations purchased this 
year will still represent less than 
7% of the number of desktop 
systems used in business. 

A personal workstation, as 
defined by the report, has a 32- 
bit processor, at least 4M bytes 


Comcast used an imaging system to salvage 
company data after fire damaged its building 


on Digital Equipment Corp. Dec- 
station 320 models (for price 
reasons) running over 700-ft- 
long Ethernet cables. 

Comcast had to wait for the 
management of its headquarters 
building to approve its recovery 


of random-access memory, high- 
resolution graphics and a large 
hard disk and serves as a desktop 
system — not a server — in 
commercial applications. 

Personal workstations in- 
clude low-priced workstations 
based on reduced instruction set 
computing technology as well as 
PCs based on Intel Corp.’s high- 
end 80386 and 1486 chips and 
Apple Computer, Inc. Macin- 
toshes based on Motorola, Inc.’s 
68030 microprocessor. 

The Yankee Group also re- 
ported that when market de- 
mand does begin to catch up with 
vendor offerings, significant 
transitional wrinkles will still 
need to be ironed out. “It’s going 
to take more than a killer appli- 
cation to make the personal 
workstation market take off,” 
Zagaeski said. ‘“The whole infra- 
structure of personal computing 
is changing rapidly.” 


and Client/Server Environments ... 


plan, which came through on 
April 22. By May 9, the net- 
works were up and scanning. 

That plan called for specially 
dressed environmental recovery 
workers to install and operate 
systems in the contaminated 
building. The workers, from 
Peregren Systems, Inc., 
scanned important documents 
into the systems for transmis- 
sion over Ethernet. 

Two of the networks shipped 
images from the 31st and 34th 
floors to a station in the adjacent 
building. The other was a direct 
PC-to-PC feed for retrieving 
data kept on floppy disks and 
hard drives in the now hazardous 
office space. The fourth was 
hooked into a television and was 
used as a live video feed for Com- 
cast employees to direct recov- 
ery personnel on which docu- 
ments to keep and which to 
throw away. 


A previous thought 
Imaging also fit in with Com- 
cast’s earlier thinking. 

“We had looked at imaging 
for the last several years, with 
respect to changing our way of 
storing information,” said 
Abram Patlove, Comcast’s vice 
president of planning and devel- 
opment. 

Comcast said it expects to 
continue using imaging in its new 
offices as a way to reduce paper- 
work and free up space ordinari- 
ly used for file cabinets. 

Comcast wound up its docu- 
ment rescue operations at the 
end of August, retrieving 1.25 
million documents, including ev- 
erything critical to the firm's op- 
eration, according to Patlove. 

Comcast is now established in 
a new headquarters, a few blocks 
from the fire site. Even before 
the disaster recovery effort got 
under way, Comcast IS had to 
support a move into that new of- 
fice space. Guy Iverson, manag- 
er of microcomputer projects at 
Comcast, pulled together 40 
Compaq Computer Corp. 
386/20Es in two days. 

Within two weeks, Comcast 
had renovated the new space and 
was at almost-normal operating 
levels. It had two IBM 3174 con- 
trollers providing links to a main- 
frame in its Miami data center. 
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ving QMF Workbench an the PC 


Introducing XDB% LINK to DB2 


Announcing XDB-Workbench 2:41 Enhancements 


Unveiling XDB Future Development Directions 
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at the 1991 XDB User Conference, September 23-25, 1991 Washington, DC 


Come to the XDB User Conference and see the latest 
programmer productivity tools from XDB and other 
leading software vendors. At the Technology Fair 
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their products complement XDB's technology 


Call (301) 317-6800 for more information. 


cb XDB Systems. Inc. 





We Can Sum Up 
proach TOFCA 


Face it, CASE hasn't lived up to its 
expectations. That’s because its one- 
size-fits-all and hyperintegrated dogma 
promotes excessive rigidity and limita- 
tions, and fails to take into account réal 
world scenarios. 

At INTERSOLY, experience has 


taught us that you can’t build applica- 


tions in a hyperintegrated and closed 
environment. Our unique solution—the 
benefits of KCASE, but-with a modular 
implementation approach that reduces 
up-front costs and risks—takes into 
account the true realities of the 1990's 
development environment. In short, our 


solution works because it gives you full 


lifecycle coverage and all the functionality 
you need without forcing you to change 
your current culture and projects to fit a 
rigid model tool set. 7 

What's even more, our LAN-exploited 
products—Excelerator for Analysis and 
Design, APS for Application Generation, 
PVCS for Configuration Management and 


registered trademark, and AD/Cycie and SAA are trademarks of International Business Machines Corporation. 





OurCompetitors’ | 
SE In’ hwoWords: 


Design Recovery for Re-Development— 
work standalone, together, or can “snap” 
into your current: culture. 
~ Add to that our commitment to an 
open architecture: and adherence to 
industry standards such as IBM’s 
AD/Cycle, and you have the flexi- 
bility needed to ensure the-on time, on 


target delivery of high impact IS solutions. 
Ask our customers. There are over 
100,000 who count on us every day. 
They'll tell you how our approach opens 
up a world of possibilities for them. 
For more on the right solution, and 


a free copy of amanagement report 


entitled, “-KCASE In An Open Architecture: 


Increasing ROI, Reducing Risk;’ write to: 
INTERSOLY, Inc., 3200 Tower 
eae. | 
f 
Maryland 20852. Or call — | 
1-800-547-4000 ext. 9201. 


INTERSOLV 


The CASE Company You've Been Waiting For. 
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CONTINUED FROM PAGE 33 


Multitasking still tops his wish list, but 
whether it will come via New Technology 
Windows or OS/2 2.0 is uncertain. 

Beckman is also orchestrating a move 
to Microsoft DOS 5.0, primarily to save 
chunks of memory for his networked en- 
terprise. ‘We like to keep away from ex- 
tended and expanded memory tools. For 
the price, we thought moving to DOS 5.0 
[which costs less than $99 for an upgrade] 
was worth it,” he said. 

Another factor in that decision was the 
desire to eliminate support for multiple 
versions of DOS. 

Along with the decision to standardize 
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on Windows came an unusual opportunity 
to re-evaluate every application in use. 
“This was a big enough change that we 
really took it as an opportunity to clean 
the slate,”” Beckman said. 

Vendors who did not have Windows ap- 
plications on the market at the time were 
invited to demonstrate beta and even al- 
pha versions of their Windows ports. 
Beckman, who was looking for “‘best of 
breed,”’ made every effort not to exclude 
Windows programs close to delivery. 

PG&E was also looking for applica- 
tions that could be pulled together into a 
suite that would function as the primary 
“information-enabling tool set’’ and be 
capable of supporting “any time, any 
place” access to information in any form 
by any employee. 


In the end, a suite of Windows-based 
programs from Microsoft got the nod. “It 
just happens that the top products came 
from the same supplier,” Beckman said 
— Microsoft. 

Into these plans fell the introduction of 
Lotus Development Corp.’s Notes group- 
ware program, which quickly caught 
Beckman’s eye. A client/server adherent, 
PG&E is building certain applications, 
such as a SQL database, into a groupware 
environment. Notes is currently in the 
test stage at PG&E, but Beckman said he 
expects it to become “‘a big, major tool.” 

Determining the platform and select- 
ing the application suite is just the tip of 
PG&E’s empowerment iceberg. ““We had 
character-based everything on 20,000 
PCs. We are now in the midst of a total 
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changeover of everything we have,” 
Beckman explained. 

If not handled properly, migration to 
that extent could provide some nasty and 
unforeseen surprises, especially given a 
substantial installed base of Intel Corp. 
8088- and “‘slow” 80286-based comput- 
ers. Much of that hardware will be gotten 
rid of. It is almost fully depreciated, Beck- 


N THE END, a suite of 

Windows-based programs 

from Microsoft got the 
nod. 


man said, so he will consider donating the 
equipment to charities and schools. 

Beckman said there is ‘‘no way”’ that 
Windows 3.0 can be run adequately on a 
286. What is more, ‘‘since you know you'll 
own the equipment for five years, it’s get- 
ting to where [the 1486] price makes 
sense,” he added. 

Still, this will take time. A three-year 
schedule was worked out: 4,000 desktops 
the first year, about 5,000 the second and 
the rest the next year. Already, it is look- 
ing conservative. In a recent 242-week 
period, Beckman distributed 6,000 copies 
of some Windows applications, attributing 
the demand to a higher literacy rate 
among users than had been expected. 
“We thought we’d do 4,000.” 


Breaking down 
the vision 


ine years after the intro- 

duction of PCs into 

PG&E, the utility finds 

itself at the threshold of 

an “empowered enter- 
prise,” where it expects to reap the 
maximum benefits of information 
technology. 


The goal is for workers within the 
organization to have full access to 
and use of mission-critical informa- 
tion, according to “The Empowered 
Enterprise,” a PG&E white paper 
on the subject. 
both the obvious — deployment of 
increasingly advanced technology, 
most notably an applications suite 
— and the risky — management 
commitment to taking the steps 
necessary to create a new corporate 
culture, the report said. 

The base for the empowered 
desktop includes the following: an 
Intel 80386-based workstation with 
a high-resolution color display; a 
minimum 80M-byte hard disk; an 
easy-to-learn operating system that 
supports multitasking and seamless 
transfer of data between Windows; 
local- and wide-area network con- 
nectivity; access to specialized net- 
work peripherals; telecommunica- 
tions tools; and a basic working 
knowledge of the tools. 
will support interoperability and a 
consistent command set. Suite com- 
ponents cover an array of niches. 

PATRICIA KEEFE 
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TECHNOLOGY ANALYSIS: COMMUNICATIONS PACKAGES 
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Microphone II: Easy to use, limited protocols 


Technology Analysis — a roundup 
of expert opinions about new prod- 
ucts. Summaries written by free- 
lance writer Suzanne Weizel. 


oftware Venture Corp.’s Mi- 
crophone II for Windows, 
Version 1.01, is well de- 
signed. But it offers limited 
protocol support. 
Ease of use: Microphone’s inter- 
face employs simple menus and key- 
stroke shortcuts. The scripting lan- 
guage is strong and includes a 40- 
script library. But there is no Help 
system. 
File transfer: The file-transfer pro- 
cedure is complex but easy to learn. 
There is no status screen, and there 
are few terminal emulations and pro- 
tocols (most notably missing is 
Zmodem support). 
Windows compatibility: During 
installation, a Windows group is auto- 
matically created containing 10 icons 
for accessing on-line services. Nota- 
bly lacking is support for Windows’ 
Dynamic Data Exchange. 
Service and support: Free, not 
toll-free, technical support is avail- 
able 9 a.m. to 4:30 p.m. PST. 
Value: Although not the most pow- 
erful asynchronous communications 
software program, Microphone II for 
Windows is well suited to general-pur- 
pose communications. Its high price 
of $295 is outweighed by its ease of 
mastery. 





Software Venture’s Microphone II for Windows 1.01 | 
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Software Venture responds 


Rakesh Chabra, product manager: 

Windows compatibility: Version 2.0, which is 
just starting to ship, allows you to set baud rates 
faster than 19.2K bit/sec. and supports Dynamic 
Data Exchange. It adds numerous terminal emula- 
tions and protocols, including Zmodem. It has com- 
plete, context-sensitive on-line Help and a full-fea- 
tured progress box for monitoring file transfers. 


Asynchronous 3.02: Complex but flexible 
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Future Soft responds 


Howard Brazzil, marketing representative: 

Ease of use: Dynacomm is no harder to learn 
than other GUI programs. The Hayes command set 
can accommodate 98% of all modem setups. 

File transfer: A script can be written to provide 
automatic download/upload for Zmodem file trans- 
fers. The remote mode is being revised to perform 
more like a bulletin board service. 
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uture Soft Engineering’s 
Dynacomm Asynchronous 
3.0Z packs a punch as an ap- 
plications development envi- 
ronment as well as a Win- 
dows communications package. 
Ease of use: Although complex, 
Dynacomm is easy to use. The inter- 
face is intuitive but occasionally in- 
consistent. The powerful scripting 
language includes commands and 
functions specific to telecommunica- 
tions and to the Windows environ- 
ment. The on-line tutorial and con- 
text-sensitive Help can assist novices 
in navigating the complexities of the 


program. 

File transfer: Dynacomm supports 
numerous protocols and terminal em- 
ulations. File transfers are simple, but 
there is no automatic download/ 
upload feature for Zmodem. 
Windows compatibility: Dyna- 
comm’s installation procedure runs 
under Windows and the program sup- 
ports dynamic data exchange but 
does not use Windows’ Help system. 
Service and support: Free tech- 
nical support to registered users is 
available by telephone from 7:30 a.m. 
to 5:30 p.m. CST. The support is 
free, but the call is not. 

Value: Both the learning curve and 
the price are a bit steep, but Dyna- 
comm’s flexibility makes it easy to 
use for beginners yet powerful 
enough for systems integrators. 
Dynacomm costs $295. 
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Sidebar sidesteps Windows ‘clutter’ 


BY CHRISTOPHER LINDQUIST 
CW STAFF 


There may not be coffee stains on reports 
or stale doughnuts under the “‘in’’ pile, 
but some users of Microsoft Corp.’s Win- 
dows said they find their electronic desk- 
top as cluttered and confusing as the real 
thing. However, users of Sidebar, from 
Paper Software, Inc. in New Paltz, N.Y., 
said the product is a quick cure for desk- 
top headaches. 

Sidebar, the first product from Paper 
Software, is a combination tool bar, file 
manager and DOS command line that re- 


sides on the side of the Windows screen. 
Users can type in DOS commands or click 
on drive icons to look at file listings, start 
applications and arrange windows on the 
screen. 

“Frankly, if you’ve got Windows, 
you're going to want Sidebar,” said Andy 
Zacolli, financial services manager at 
Stearms Agency, Inc., an insurance agen- 
cy in Poughkeepsie, N.Y. A self-described 
non-power Windows user, Zacolli said he 
wanted quick access to the applications he 
used regularly. By adding them to the 
Sidebar ‘“‘view,”’ a list of active tasks, he 
could access the programs without having 
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VESA acts 
on monitors 


The Video Electronics Stan- 
dards Association (VESA) took a 
step that could lead to better mon- 
itors. VESA, the graphics standards 
organization, outlined a noninter- 
laced 70Hz vertical refresh rate for 
17-in. and smaller monitors with 
1,024- by 768-pixel resolution. The 
standard is intended to eliminate 
monitor flicker. It will also give 
buyers of high-resolution monitors 
and cards an assurance that their 
equipment will work together, re- 
gardless of maker. 


Philips N.V. subsidiary Ameri- 
can Interactive Media and 
Funk & Wagnalls will explore 
the feasibility of an interactive en- 
cyclopedia based on compact disc/ 
read-only memory. 





Mt. Xinu, Inc. will give users of 
its Mach386 operating system 
small computer systems interface 
support and a color X Window Sys- 
tem server geared to IIBM’s Video 
Graphics Array. The add-ons are 
available immediately. 


Packard Bell Corp. recently set 
up a round-the-clock technical sup- 
port messaging facility on the 
Prodigy Interactive Service. 
Users can forward questions and 
concerns to the clone maker, which 
promises a follow-up — in most 
cases, the next business day. The 
Prodigy forum complements the 
recent establishment of a public bul- 
letin board system to which Pack- 
ard Bell users can post queries or 
download informational bulletins, 
new drivers and service center list- 
ings 24 hours a day. 





GE Consulting, a hot line ser- 
vice provider, and GE Computer 
Service, an independent supplier 
of multivendor maintenance, have 
combined to create a single end- 
user hot line organization that will 
reportedly service the remote 
hardware and software support 
needs of their combined custom- 
ers more effectively. 





to flip through windows. 

Craig Miller, owner of MG Interna- 
tional, a systems analysis firm in San 
Dimas, Calif., had similar interests. He 
was looking for an easy-to-use replace- 
ment for the Windows File Manager and 
Task Manager. 


Advantageous for applications 

Other products he had looked at were ei- 
ther very large and slow or did not use 
icons. Sidebar filled his needs. “I’ve found 
it to be very useful,” Miller said. He said 
he found Sidebar’s low memory require- 
ments — it uses about 60K bytes of ran- 


dom-access memory — to be particularly 
advantageous for such applications as 
desktop publishing, where memory can 
be used up quickly. 

By the same token, users of low RAM 
laptops and machines who are running 
Windows may find using Sidebar to re- 
place the Windows Program Manager and 
Task Manager will provide valuable mem- 
ory savings. Unlike Program Manager, 
Sidebar can be ciosed without ending the 
Windows session, allowing its memory to 
be used by another application. Double 
clicking on the Windows desktop reopens 
Sidebar. 

Sidebar is scheduled to be available 
Sept. 16 for a list price of $99.99. It will 
be available directly from the company 
and from dealers. 


ee erry | St has 


NOTRA 


Ee oe. ae eye ee eS 


Conventional wisdom says there has to be a trade-off 


between price and performance. We beg to differ. We offer 


the broadest line of PC computers and peripherals avail- 


able. From powerful desktop machines to handy portables. 


At performance and price levels that cannot be bettered. 


With Hyundai" there is no compromise. 


ON 


New Products 
From Hyundai Microprocessor 


Super-486/33 ISA 80486 


PERE ORMAN CE 


Speed 
33 MHz 





Super-386D 80386 


33 MHz 





Super-386STc 
Super-NB386Sc 


80386SX 
80386SXx 


20/8 MHz 
20/10 MHz 


NOT ON RELIABILITY 


Hyundai is very much at home in the corporate environ- 


ment. FORTUNE® magazine ranks Hyundai at #21 with annual 


revenue of over $38 billion. And growing. Hyundai systems 


are a sound investment. Financially, risk free. Reassuringly, 


hassle free. And all backed by an 18 month warranty— 


one of the longest in the business. 


Hyundai, FORTUNE and StoreBoard are 


registered trademarks of Hyundai Electronics industries Co. Ltd. The Time Inc 


Magazine Company and Computer intelligence, inc. respectively. 486 and 386 are trademarks of inte! Corp. 


*StoreBoard* Dealer Ratings of Vendors Survey July 1990 


Hyundai Electronics America, 


166 Baypointe Parkway, San Jose, California 95134 
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Groupware picking up steam 


BY PATRICIA KEEFE 
CW STAFF 


Groupware in general and Lotus Develop- 
ment Corp.’s Notes in particular collected 
various votes of support in the past two 
weeks. 

The Software Publishers Association 
(SPA) has formed a workgroup computing 
special interest group (SIG) targeted at 
suppliers of local-area network group- 
ware products. Two organizational meet- 
ings of the SIG will be held on Sept. 13 
during the SPA’s annua! fall conference 
and on Oct. 16 at Networld’91. 


One of the group’s first projects will be 
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to publish a white paper that will discuss 
what groupware is, how it works and what 
technical issues come into play, said Mi- 
chael Levinger, vice president of market- 
ing at Access Technology, Inc. Early SIG 
participants include Access, Lotus, Su- 
pertime, Inc., Joiner Software, Keyfile 
Corp., Folio Corp. and Notework Corp. 
Corporate Software signed on as the 
first multinational Notes reseller, an- 
nouncing three starter kits and a Systems 
Integration Services program. The Can- 
ton, Mass.-based software reseller will of- 
fer these services: consulting, on-site im- 
plementation and support, remote sup- 
port, annual maintenance and Notes 


training. Notes is available in any quanti- 
ty, but the starter kits come with evalua- 
tion support and target pilot projects. 

Patricia Seybold’s Office Computing 
Group announced Notes on Information 
Technology (NIT), which it said is the 
first computer industry publication pub- 
lished exclusively in Lotus Notes. NIT is 
actually a Notes database that includes 
on-line versions of the Office Computing 
Group’s four monthly research newslet- 
ters and special bulletins. 

Users can employ Notes to engage in 
on-line discussions with other subscribers 
or to locate and view data in the context 
most suitable to their needs. 

A charter subscription for the database 
ranges between $3,000 and $5,000 per 
server per year. 


E-OFFS. 


NOT ON: PRICE 


The real issue is value for money. Hyundai systems can 


meet even the most stringent of corporate demands. Our 


486; 386” and 286 series computers are all very competi- 


tively priced and often less expensive than those sold by 


mail order companies. But with the added security of dealing 


with one of the largest companies in the world. 


wos ON SUPPORT 


Hyundai's hand-picked, nationwide network of dealers 


provides comprehensive product support, including a 24- 


hour ‘Service-on- Site’ option. In fact, Hyundai has been rated 


#1 for Total Satisfaction* in terms of product reliability, 


availability, service, support and pricing. 


With Hyundai 


there are no trade-offs. Not on price. 


Not on performance. You really 


do get the best of both worlds. 


No ifs, ands or buts about it. 


(oe Ss 


Y §$ 


COMPUTERWORLD 








Keefe 


CONTINUED FROM PAGE 33 


concerned, but these users reported no 
problems. Then again, a soon-to-be-re- 
leased report based on one consultant’s 
and his client’s experiences with Windows 
documents many network problems. 

In fact, James Plunkett, director of 
technical services at Synectic, says he 
prefers to run Windows on the network. 
It took him a couple of days to figure out 
how to set up Windows on the network 
effectively. “It was more work than we 
were hoping it would be, but once we fig- 
ured it out, we found it runs quite well,” 
he says. The rule of thumb would seem 
to be “proceed with caution.” 

The same trio of panelists also shot 
down the idea that users embracing Win- 
dows 3.0 are more apt to do so hand-in- 
hand with Microsoft’s DOS 5.0. Why not 
be current, right? 

Instead, the consensus boiled down to 
“Why rush?” The panelists’ installations 
tended to hover around DOS 3.1, and 
they said they see little necessity at this 
point to advance further. As far as they 
are concerned, DOS 5.0 does not really 
buy them much. As for DOS 5.0’s much 
vaunted memory advantages, the group 
was singularly unimpressed. 

DOS 5.0 offers subtle advantages, ac- 
cording to Synectic. ‘“We’ll move our cli- 
ents over slowly. It’s not like when Win- 
dows 3.0 came out and everyone said, 
‘Good God, this is great. I’ve got to move 
over now,’ ” Plunkett said. 

The panel said DOS 5.0 shines where 
users are running a lot of DOS applica- 
tions, managing a large hard drive or 
running several stations under Windows. 

Of course, the panelists did not run 
completely counter to trends. A quick 
survey of the group determined that 
OS/2 is heavily driven from the top down 
by IS, while Windows is more likely to 
trickle up from the masses below. 

OS/2 is firmly entrenched on the 
server. Even the OS/2 panelists, who 
were primarily using OS/2 in network or 
custom application projects, expressed 
little enthusiasm for OS/2 on the client 
— all of which means IBM is going to have 
to launch a massive marketing campaign 
to address this reticence. 

And it’s not just users IBM has to per- 
suade. Developers these days are under 
greater pressure from an increasingly 
contentious Microsoft to abandon OS/2 
projects for Windows. 

Looking down the road through a 
haze of vapor — OS/2 2.0, Windows 3.1, 
Windows New Technology, Portable 
OS/2 — the panel’s consensus was that 
they will continue to keep an open mind. 
Multiple migration did not seem to be a 
problem as long as user needs were 
served. It will be interesting to see how 
this shakes out: Migrations cost time, 
money and aggravation. 

Meanwhile, there is a healthy amount 
of skepticism out there . Users say they 
are leery of IBM’s talk about how it will 
support Windows in the future and of the 
idea of supporting Windows in a box un- 
der OS/2 rather than as a peer. But users 
are also keenly aware, as several audi- 
ence members pounded home, that New 
Technology is at least a year away. Who 
knows what it will look like, they pointed 
out. Who, indeed. 


Keefe is Computerworld’s senior editor, PCs and 
workstations. 
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NEW PRODUCTS 


Software applications 
packages 


On The Go Software has beefed up its Ex- 
pense It software package and lowered 
the price to $89.99. 

Version 2.0 incorporates General Led- 
ger features, allowing Expense It to link 
with major financial software, the compa- 
ny said. It also transfers files into Lotus 
Development Corp.’s 1-2-3 spreadsheet. 
On The Go Software 
Suite 400 
330 Washington St. 

Marina Del Rey, Calif. 99292 
(213) 578-9595 
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Development tools 


Evergreen CASE Tools, Inc. has en- 
hanced its front-end computer-aided soft- 
ware engineering tool. 

Easycase Plus Version 3.0 adds a 
graphical user interface, support for Ado- 
be Systems, Inc. Postscript printers, on- 
line Help and improved performance. 

The product costs $495. Easycase 
Professional 3.0 is priced at $649. 
Evergreen CASE Tools 
Suite 200 
16650 N.E. 79th St. 

Redmond, Wash. 98052 
(206) 881-5149 


Flexus International Corp. has released a 
version of Cobol SPII for OS/2 Presenta- 
tion Manager. 

Cobol SPII enables programmers to 
control Presentation Manager screens 
using standard Cobol commands and to in- 
corporate the screens into Cobol applica- 
tions. The program also allows users to 
migrate screens and source code trans- 
parently across different operating sys- 
tems. 

The Presentation Manager version 
costs $695. Previous Cobol SPII owners 
can upgrade for $195. 

Flexus International 
31-A Blue Valley Drive 
Bangor, Pa. 18013 
(215) 588-9400 


The IBM LaserPrinter. 


PLT ey 


ae 
Other than being 


25% faster, 


witha smaller footprint, 
and powerful options like 
3 paper input sources, 

3) times the paper capacity, 
5 times the envelope capacity, 
and automatic collating, 
its alot like the 
HP LaserJet Ill. 


There are lots of features that distinguish us from our competition. 
See the IBM” LaserPrinter at your dealer, soon. You may find the price to be the most distinctive 
feature of all. For the dealer nearest you, call 1 800 IBM-2468, ext. 874. 


Suddenly, nothing else measures up. 


1BM printers are manutactured and distributed by 


duct of Lexmark. 


inc. under icense from internabonal Business Machunes 


Corporation. IBM ts 


Lexmark international, aregistered 
trademark of internaonal Business Mactunes Corporation. HP and LasexJet lll are registered trademarks of Hewlett-Packard Corporation. © 1991 Lexmark international, inc. 
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Solution Systems, a division of Software 
Developer’s Co., has created two add-in 
software products for Brief, its program 
editor. 

Dbrief for Paradox customizes Brief 
for programming under Borland Interna- 
tional, Inc.’s Paradox database manage- 
ment system. Dbrief costs $129. 

Briefor C+ + includes a browser for 
the C+ + language within the Brief envi- 
ronment. Briefor C++ supports Bor- 
land’s C++ Version 2.0 compiler and 
costs $129. 

Solution Systems 

372 Washington St. 
Wellesley, Mass. 02181 
(617) 431-2313 


Microtech Research, Inc. introduces an 
integrated software development tool kit 
for the Mitsubishi Electric Corp MELPS 
7700 microprocessor. The tool kit con- 
sists of an optimizing ANSI C cross-com- 
piler, a source-level debugger and an as- 
sembler with linker and librarian. 

The tool kit is available for personal 
computers and workstations from Sun 
Microsystems, Inc. and Hewlett-Packard 
Co. Pricing for the complete kit starts at 
$2,325. 

Microtech Research 

2350 Mission College Blvd. 
Santa Clara, Calif. 95054 
(408) 980-1300 


Software utilities 


Successware 90, Inc. has created the Ba- 
belfish Paradox Data Driver for Clipper 
(Babelpdx). 

The product allows Nantucket Corp.’s 
Clipper development environment to 
work with Borland International, Inc.’s 
Paradox relational database table struc- 
tures and indexes. 

Babelpdx costs $495. 


27555 Ynez Road 
Temecula, Calif. 92591 
(714) 699-9657 


Perfect Software Corp. has introduced 
Perfect Key, a utility program for use 
with Wordperfect Corp.’s Wordperfect 
software 


Perfect Key provides an alternate 
function key layout intended to reduce 
keystrokes and make functions more intu- 
itive to perform, according to the compa- 
ny. It also includes Help screens and a 
style library. 

Perfect Key costs $69.95. 

Perfect Software 

2641 Indian Mound South 
Birmingham, Mich. 48010 
(313) 647-8161 


Macintosh products 


Claris Corp. has released Macdraw Pro, a 
graphics software package for the Apple 
Computer, Inc. Macintosh. 

The product offers full-screen slides, 
the Claris XTND file exchange architec- 
ture for document import and export, 
dithering and enhanced text and curve- 

Macdraw Pro costs $399. The compa- 
ny has also lowered the price of its Mac- 
draw II drawing package to $199. 

Claris 

5201 Patrick Henry Drive 
Santa Clara, Calif. 95052 
(408) 987-7000 
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**Computerworld is 

the source in the IS 
industry. No other 
publication is as 
dominant or complete?? 


Thomas S. Loane 
Vice President, Computers and Communications 
Alamo Rent A Car, Inc. 


“I started subscribing to Computerworld back in 1971 
because I was looking for a job! 


“But the reason I continue to read it today is very 
simple. We’re in a very dynamic business, and the people 
who aren’t prepared to move quickly are going to be left 
behind. 


“Computerworld does an incredibly good job of 
covering the commercial technology of our business...in 
the hardware, software, and communications arenas. And 
it gives me a good understanding of the people who are 
selling me products, so I can negotiate intelligently. 


“One of the strengths of Computerworld is that it’s 
balanced. I mean, there are some magazines that believe 
everything in the world runs on a PC...and those that 
believe everything runs on a mainframe. The answer is 
somewhere in the middle...and Computerworld 
understands that. 


“I read Computerworld the same day it hits my desk. 
Because if you don’t know what’s going on while it’s still 
news, what good is it? 


“Of course, what impresses me most about the publica- 
tion is that it has integrity. When they say something, 
they know what they’re talking about...and they’re not 
doing it as a favor to somebody. That’s awfully 
important. Because I’m looking for independent ideas. 


“If you want to be in the management of an organiza- 
tion, you’d be foolish not to subscribe...and gain a broad 
scale understanding of what's going on in the market- 
place.” 


Be one of the first to find out what's happening 

in the marketplace. Order your own copy of 
Computerworld now and you'll receive 51 informa- 
tion-packed issues. Plus you'll get our special bonus 
publication The Premier 100, an annual profile of 
the top companies using information systems 
technology. Just use the postage-paid subscription 
card bound into this issue. Why wait? 
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Our standalone V32bis modems 
Stand outin their class. 
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Our modem management system 
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Whether you’re looking for a high performance 
V.32bis modem 
access to 


to provide one-to-one dial-up 
computing resources, or a multiple 
terminal to mainframe modem management system, 
Microcom® has what you need. 

For unsurpassed V.32bis throughput, take our 
QX/4232bis™ modem. It transmits at up to 38,400 
bps. And it’s fully compliant with all existing 
standards worldwide including CCITT V.32bis, 
V.42 and V.42bis. 

The QX/4232bis features MNP® 10, the most ad- 
vanced version of the industry standard Microcom 
Networking Protocol” MNP 10 provides error free 
data transfer with Adverse Channel Enhancements™ 
(ACE™) to automatically adjust transfer rates up or 
down depending upon line conditions. 

Our HDMS® is a chassis-based, data center 
solution that provides 


Mic om and MNP are registered trademarks and Micro 


_waprocesented dial-up 


network management capabilities as well as proven 
dial access security. 

And it’s all from Microcom. The 

head of its class in price/performance. 


Fc 1-800-822-8224 | 


today for complete information. We'll send you your 
oem cheice of Microcom’s FREE technology guides on 
“Microcom Networking Protocol” or “Managing a Dial Up Network.” 

Or complete and mail this coupon to Microcom. 


Please send me: O“Microcom Networking Protocol” guide 
O “Managing a Dial Up Network” guide 


BMicrecom 
“4 Pretecol 
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Telephone 
cw9/91 


Microcom, Inc., Technology Guides | 
500 River Ridge Drive, Norwood, Massachusetts 02062-5028 
(617) 551-1000, Fax: (617) 551-1021, International Fax: ax: (617) 5§ 551-106 1007 


om Networking Protocol, QX/4232bis, Adverse Channel Enhancements, ACE, and HDMS are trademarks of Microcom Systems, Inc., © Microcom, Inc., 1991. All aaa reserved. 
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Shakeup in USSR 
reveals weak links 


BY ELISABETH HORWITT 
CW STAFF 


One potentially useful side effect 
of the aborted Soviet putsch is 
that it may speed some much- 
needed upgrades to current con- 
nections between the U.S. and 
USSR by dramatizing the inade- 
quacy of the present system. 
During the crisis, call traffic 
levels were 100 times the nor- 
mal level, and because of the lack 
of capacity, an average of one 
U.S. call in 10 got through to the 
Soviet Union via AT&T, 
company spokesman Jim 
McGann said. However, 
the situation 
during normal 
times is not 
much better, us- 
ers reported. 
Pepsico, Inc., 
one of the first 
U.S. businesses to 





x 
establish a foothold in aa. 


the USSR, uses personal 
computers to manage its 35 bot- 
tling facilities there, according to 
Karl Nigl, a vice president in 
charge of the company’s Soviet 
business. “But we have no direct 
line over there — the Soviet 
Union does not have them in 
those areas where we are oper- 
ating.” 

While some companies have 
set up their own satellite links to 
the Soviet Union, the cost is pro- 







hibitive for Pepsico, Nig] said. 

As a result, the bottling oper- 
ations send key data to Pepsico’s 
Moscow office via fax or voice 
lines. ‘We would absolutely wel- 
come better communications; 
we are tired of waiting months 
and months for additional telex 
and telephone lines,” Nig] said. 

Personal computers are suffi- 
cient to process DHL Worldwide 
Express’ business in the USSR, 
according to Larry Simpson, a 
human resources director who 
helped set up the package han- 

dler’s Soviet company. 
“Restrictions on 
bringing in comput- 
ers have greatly 
eased; in fact, we 
have three IBM 
System/36s _in 
Eastern Europe 
now.” 
@ But the diffi- 
culty of setting 
up direct data 
lines between 
the USSR and Europe has forced 
DHL to use circuitous methods 
when getting key business data 
from its Soviet operation to oth- 
er key divisions. The data is put 
on disk and then shipped — via 
DHL, of course — to the compa- 
ny’s Hungarian branch, where it 
is loaded into a mainframe. From 
there it is sent via X.25 packet- 
switching links to Vienna ‘and 
Continued on page 52 
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High technology stands tall in Tokyo 


BY LORI VALIGRA 
IDG NEWS SERVICE 





TOKYO — Two towers burst 
onto Tokyo’s cement skyline in 
April when the new Tokyo Met- 
ropolitan Government Office 
Building opened its doors, a mon- 
ument to high technology that 
the government hopes will re- 
flect what it claims are progres- 
sive 21st-century policies. 

The tallest building in Tokyo 
to date, with one tower reaching 
48 stories, its constructors also 
claim it contains some of the 
most sophisticated local-area 
network and computing technol- 
ogy yet installed. 

Included is a state-of-the-art 
disaster prevention center re- 
sembling a war room and hous- 
ing twin 200-in. television 
screens that can be used to view 
helicopter film footage of natural 
disasters. There is also a wire- 
less telecommunications system 
to contact police and fire depart- 
ments in the event communica- 
tion lines are down. 

The three-building complex 
combines many administrative 
functions of the old city hall, 
which was spread out among 
more than 30 separate buildings 
in Tokyo, as well as the mayor’s 
office and the two-story disaster 
prevention center. 

The building is set up to be 
the disaster control hub for all of 
metropolitan Tokyo. Its roof is 
crammed with microwave anten- 
nae and a communications satel- 
lite dish. In case of a disaster, the 
government can get information 





out to the public via television 
and radio. 

Helicopters scanning dam- 
aged expressways and neighbor- 
hoods can relay pictures directly 
to one of the 200-in. screens at 
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Natsuko Utsumi/Gamma Liaison 
Disaster control center is at the 
heart of Tokyo’s new metro complex 


the center of a four-panel display 
in the Disaster Control Room. 
On the other screen, they can 
view predamage photos and 
maps stored on compact disc/ 
read-only memory discs. 

Another panel may display a 
municipal map with red dots 
showing, for example, traffic 
pileups on major roads or houses 
that collapsed during an earth- 
quake. The information is called 


Integrated voice/data applications proving profitable 


BY JOANIE M. WEXLER 
CW STAFF 


NEWTON, Mass. — Invest- 
ments in integrated voice and 
data applications are paying off, 
according to survey results re- 
leased last week by Business Re- 
search Group, a market research 
firm here. 

The survey queried 200 orga- 
nizations with annual telecom- 
munications expenditures of $1 
million and up. Forty-seven of 
the 200 are already using com- 
puter-aided telephony — the in- 
terchange of information be- 
tween telephone equipment and 
computers — and 40 of those us- 
ers (87%) said they are realizing 
their anticipated savings. 

The report also indicated that 
a growing number of companies 
are planning to support the tech- 
nology and that the growth 
bodes well for the future of Inte- 
grated Services Digital Network 
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(ISDN). ISDN is one means of 
delivering the merged voice/ 
data applications. 

Half the users currently sup- 
porting computer-aided te- 
lephony said they also in- 
tend to implement ISDN. 
Just 7% of the 200-organi- 
zation survey base are ISDN 
users today, although 56% 
described themselves as po- 
tential ISDN customers. 

Pennsylvania Blue Shield 
in Camp Hill, Pa., is current- 
ly merging voice and data 
without ISDN, according to 
Stuart Feeser, manager of 
telecommunications. How- 
ever, he said, “ISDN is com- 
ing because it provides a set 
of rules to connect to the 
public switched network 
and provide all your services 
on a common access line. 
Customers have wonderful 
opportunities to get soft- 
ware-based, § manageable 


services quickly.” 

Feeser said Pennsylvania 
Blue Shield’s application already 
saves 10 to 30 seconds per 


Means to an end 
Most of the companies planning to 
deploy i 


computer-assisted 
expect to do so through ISDN 
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Base: 102 companies 


Source: Business Research Group CW Chart: Michael Siggins 
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phone call by streamlining calls 
that are answered by voice re- 
sponse units but cannot be effec- 
tively handled by machine. He 
said the company receives 
between 14,000 and 15,000 
telephone calls per day. 

When the voice response 
unit at the insurance carrier 
“discovers” that the call is 
too complicated, it kicks 
over the information al- 
ready gathered along with 
the voice call to a customer 
service representative. This 
prevents a subscriber from 
having to provide informa- 
tion twice, Feeser said. 

The director of technol- 
ogy at a large Southern bank 
said he has several comput- 
er-aided telephony applica- 
tions in place without bene- 
fit of ISDN, but he plans to 
host an ISDN seminar for 
his applications program- 
mers in conjunction with his 


in on wireless telephones from 
police and fire departments and 
Japan’s Self-Defense Forces. 
The fourth panel shows the ac- 
tivity at local police and fire de- 
partments. 

Although it seems 
ironic that the govern- 
ment of one of the most 
geophysically unstable 
cities in the world 
would erect such a tall 
disaster prevention 
center, architects took 
precautions against the 
earthquakes and ty- 
phoons that plague Ja- 


pan. 

The building was 
constructed using 
strong vertical beams 
that will sway in a long 
“S” shape along with an 
earthquake or heavy 
winds. 

The floors of the two 
computer control cen- 
ters, one housed in each 
of the main towers, are 
constructed of rubber 
dampers to counteract 
the effects of an earth- 
quake and keep the 
multimillion-dollar computers 
from tumbling over or shaking 
too much. The measures can re- 
duce an earthquake of seven on 
the Japanese scale to a more 
manageable magnitude of five. 

The two computer centers, 
one on the 10th floor of the tall- 
est building, Building 1, and one 
on the 18th floor of Building 2, 
control both the computing and 
Continued on page 50 





local telephone carrier “to find 
out what ISDN can do. This way, 
when we design next-generation 
applications, there are facilities” 
to support ISDN, he said. 

The bank user said he expects 
to be using ISDN by 1992, “‘but 
not on a grandiose scale.” 

Rebecca S. Diercks, industry 
research analyst at Business Re- 
search Group, said that the Na- 
tional ISDN-1 initiative an- 
nounced in February “‘should go 
a long way” in whittling away 
what 22% of survey respondents 
cited as the No. 1 barrier to im- 
plementing computer-aided tele- 
phony: vendor incompatibility. 

National ISDN-1 is an indus- 
trywide effort to allow all ISDN 
equipment and telephone switch 
vendor products to interoperate. 
Since National ISDN-1 was an- 
nounced, five of the seven Bell 
operating companies have re- 
portedly increased the number 
of central offices they plan to 
equip with ISDN by 1994. Long 
in coming, National ISDN-1 is 
slated to kick in during 1992. 
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without limitation. Scientists who seek accel- 
erated analysis. Anyone who wants to push 
Windows wide open and watch graphics- 

based applications fly. 

What's good for one power user is also 
ideal for a group. Exceptional processing 
speed, expandability, and practically limitless 
storage (more than 20 GB) make it an extraor- 
dinary network server and multiuser host. 


But doing something this new and excit- 
ing isn’t new to us. Compag has a history of 
building the top-performing PCs in their class. 
With the highest standards of reliability (to 
save you money) and compatibility (to save 
you headaches). And outstanding support. 

The Compaq Customer Support 
Center at 1-800-345-1518 puts you in touch 
with Compag technical experts who can 


complement your dealer’s know-how. 

For details and the location of your near- 
est Authorized COMPAQ Computer Dealer, 
call 1-800-231-0900, Operator 164. In Canada, 
call 1-800-263-5868, Operator 164. 
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NETWORKING 


Novell modules add new features to Netware 3.1 


BY JIM NASH 
CW STAFF 


PROVO, Utah — Novell, Inc. continues 
to fill out its Netware Version 3.11 net- 
work operating system, this time adding 
wide-area networking capabilities for- 
merly available on Netware 2 or dedicat- 
ed routers. 

The company announced updates of its 
Link/64 and Link/T1 software routers, 
making them available to Netware 3.11 as 
a Netware Loadable Module (NLM). 
Link/64 provides connectivity at speeds 
of up to 64K bit/sec., while Link/T1 ties 
networks together over T 1 leased lines. 


Glenn Fund, principal research spe- 
cialist at Lockheed Sanders, Inc. in Nash- 
ua, N.H., said the addition to Netware 
3.11 is not aimed at companies with com- 
plex internetworking needs like Lock- 
heed Sanders. 

Rather, it is aimed at medium-size 
firms with limited information systems 
budgets and modest protocol require- 
ments. Lockheed Sanders, Fund said, is 
not using either Link tool. 

Fund said Lockheed uses Cisco Sys- 
tems, Inc. routers because of its multipro- 
tocol needs. While Novell’s software sup- 
ports Internet Packet Exchange, 
Lockheed requires support for Transmis- 


sion Control Protocol/Internet Protocol, 
Digital Equipment Corp.’s Local-Area 
Transport and Sun Microsystems, Inc.’s 
Network File System protocols. 

Previous versions of Link/64 had to be 
run on dedicated machines, said Vic Pi- 
goga, a project leader at Blue Cross/Blue 
Shield of Rhode Island. With Version 1.1 
of the software, Pigoga said, he can load it 
as an NLM alongside Novell’s Systems 
Application Architecture gateway and 
print-server NLMs ona server. 

The process ultimately saves Blue 
Cross money because fewer workstations 
are needed in the computer room to run 
the network, Pigoga said. One version, he 
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explained, can save up to $5,000 in dupli- 
cate hardware. Pigoga, a beta-test user of 
Link/64, uses the software now primarily 
for mainframe-to-personal computer con- 
nectivity. 

Another beta-test site user, who asked 
not to be named, said Link/64 is short on 
diagnostics. He explained that the soft- 
ware does not provide instant status 
checks on each line in or out of a router. It 
is necessary to run a separate Netware 
utility to inspect line status, he said, but it 
means logging out of what he is doing and 
logging on to the Surveyor application. 

Both applications are now shipping. 
Link/64 software costs $1,496; Link/T1 
software is priced at $3,995. Upgrades 
from Version 1.0 of each package bought 
before July 1 are free. 
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networking for administration and main- 
tenance of the building. 

Separate networks in the building han- 
dle office automation, building control and 
telephone and municipal disaster preven- 
tion. The office network is tied into a 
100M bit/sec. fiber-optic LAN, which 
branches into 10M bit/sec. LANs on each 
floor. The building is cable-ready to easily 
add LAN terminals: Power supplies and 
telephone cables are accessible by merely 
pulling up a floor plate by hand and plug- 
ging in. 

Another system monitors the opera- 
tions of the 7 km of fiber-optic cable laced 
through the three buildings, and six other 
computers keep track of the 300 km of 
branch LAN lines. 

Each of the three buildings has a man- 
agement control center that monitors air- 
conditioning, electricity, lighting, the 88 
elevators and 18 escalators and disaster 
prevention. Those functions are tied into 
and controlled by the branch LANs. For 
example, sensors around windows on the 
east side of the building control lighting, 
and time sensors intensify or dim lights in 
corridors. 

The building control LAN includes a 
Fujitsu Ltd. magnetic card system that 
government employees point to proudly 
as the latest in technology. The card sys- 
tem acts as a time clock to note when peo- 
ple come and go and is used to access con- 
ference rooms and locked doors. 

The telephone system consists of 
2,000 digital private branch exchange 
lines. A mail distribution center in the first 
basement delivers the mail automatically 
to each floor using a dedicated elevator 
system that handles about 10,000 pieces 
of mail per day. 

However, for all the technology, the 
sudden influx of 13,000 employees into 
the new building caused some basic prob- 
lems: Trash disposal is bogged down, and 
electric bills are about three times higher 
than in the previous, smaller facility in 
central Tokyo. In addition, fire alarms go 
off regularly because smokers overflow 
the relegated ‘‘refresh lounges” on each 
smoke-free office floor. 

Although Tokyoites line up daily to 
wait half an hour or more to tour the tall- 
est of the three buildings and peer from its 
lookout tower, few seem to have warmed 
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For starters, look at the numbers 
Over 250 leading microcomputer 
manufacturers will headline the 
show. Thousands of new products 
and services will be demonstrated on 


to the structure designed to symbolize 
high technology in the 21st century. “It 
looks angry,” one first-time visitor said. 
“Tt’s cold,” another said, “though there is 
something strangely beautiful about it.” 


What's more, an expanded Conference 
Program and Windows/PM Pavilion, 
plus a variety of special presentations 
and corporate events have all been 
added for 1991. 
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NETWORKING 


Wellfleet, 3Com move SNMP to new role 


BY JIM NASH 
CW STAFF 


Simple Network Management 
Protocol (SNMP) is making a 
shift from its commonly accept- 
ed role as a protocol for disparate 
systems monitor devices to an 
active management mode. The 
change is encouraging for net- 
work managers. 

Since it was first published in 
1988, SNMP has been used to 
create a level playing field for 
makers of software and hard- 
ware monitoring tools. Informa- 
tion systems managers are now 
expressing optimism about ac- 
tive management of networks 
using the protocol. 

Two companies, Wellfleet 
Communications, Inc. and 3Com 
Corp., recently said they are de- 
signing their products to work 
with many or all SNMP-based 
management tools. Should much 
of the networking industry fall in 
with 3Com and Wellfleet, the 
promise of running management 
tools on machines regardless of 
their brand name could be real- 
ized. 

Wellfleet, a Bedford, Mass.- 
based maker of bridges and rout- 
ers, announced shipment of its 
Network Configuration Utility 
software. The application en- 


HE PROMISE 
of running man- 
agement tools 

on machines regardless 


of their brand name 
could be realized. 


ables managers to configure 
routers remotely. Wellfleet said 
the utility is the first of many ap- 
plications that will run on Sun 
Microsystems, Inc. SNMP- 
based workstations as well as on 
Wellfleet’s own SNMP-based 
management consoles. Wellfleet 
has said it plans to expand the 
number of vendors with which 
its future products will work. 
3Com, in Santa Clara, Calif., 
took a step in a different direc- 
tion. The wide-area networking 
systems firm announced that 
network administrators will be 
able to manage future versions 
of its adapter cards from any 
SNMP-based management tool. 
Eric Benhamou, president 
and chief executive officer of 
3Com, said he intends to unveil 
free upgrades to the company’s 
existing Ethernet boards and a 
new fiber-optic data distribution 
interface card at the Interop ’91 
and Networld ’91 conferences 
this fall. All will include the abili- 
ty to be managed by all SNMP 
and Heterogeneous LAN Man- 
agement (HLM) protocol-based 
devices. HLM has been written 
by both 3Com and IBM. No 
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products today support it. 

“‘My first reaction [to the 
3Com and Wellfleet news] is ex- 
citement,” said Gary Hakoda, 
senior vice president of IS at 
Central Pacific Bank in Honolulu. 
His second reaction is caution, 
he said. “I remember the first 


IBM-compatible clones that 
were not 100% compatible.” 
“The intention of SNMP is 
that [a management application] 
running on one device can collect 
information and pass it up to a 
different device or vice versa,” 
explained Bob Buchanan, gener- 


al manager of Lanquest Group, 
Inc.’s San Jose, Calif., testing 
laboratories. Buchanan said the 
movement toward adoption of 
SNMP strategies is growing as 
vendors react to user demands 
that networks become more 
controllable. Other vendors are 


working on similar management 
strategies. 

Hakoda said announcements 
like 3Com’s and Wellfleet’s are 
the beginning of a cost-saving 
wave of management products. 
The key is being able to run one 
or more companies’ software on 
another company’s hardware 
rather than rigidly pairing each 
firm’s application with its own 
machine. 
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High tech aids 
flow of news 


BY PATRICIA KEEFE 
CW STAFF 





A loosely constructed network of elec- 
tronic mail and bulletin board systems 
played an important and somewhat invisi- 
ble role in linking resisters of the short- 
lived Soviet coup to one another and to 
their Western contacts. 

While the hard-line Soviet junta was in 
a position to monitor television and radio 
broadcasts as well as satellite-fed commu- 
nications, the activity snaking its way 
across a warren of mostly informal, Unix- 
based messaging systems would have 
been much harder to track, assuming the 
government knew of its use. 

“The uncontrolled news sources sur- 
prised the plotters,” said Jane Kitson, Lo- 
tus Development Corp.’s business devel- 
opment manager for the Soviet Union. 
“They never thought of a bulletin board 
being used by [Russian Federation Presi- 
dent Boris] Yeltsin.” She estimated there 
are about 600 bulletin boards in operation 
across the Soviet Union today. 


Technology to the rescue 

While Yeltsin’s use of a cellular phone has 
been highly publicized, that technology 
was mostly used in the Baltic states. Kit- 
son and Nantucket Corp. President Larry 
Heimendinger, who also maintains an of- 
fice in Moscow, said that Yeltsin’s sup- 
porters mostly relied on E-mail. 

“There was nothing sophisticated 
about this. It was like a big chain letter,” 
Kitson said. “Users bridged the gaps be- 
tween mail systems by [operating as] arbi- 
trary nodes,” Heimendinger added. 

Kitson said 12 employees of VNIPI 
Statinform, Lotus’ master distributor in 
Moscow, heeded the call to man the barri- 
cades outside the Russian Parliament, 
leaving behind one worker to monitor in- 
coming E-mail. 

Those same employees also got their 
first report Aug. 21 via E-mail that the 
coup leaders had fled the city, but this 
time the report came from Lotus’ Dublin- 
based facility. “They were sending bug 
fixes over the line and simply attached the 
contents of a BBC broadcast to the end,” 
she said. Thirty minutes later, the Soviet 
recipients were spreading the news. 

There is no formal E-mail system in 
the Soviet Union, Kitson said. Those that 
do have E-mail, such as universities, hack- 
ers and some private business ventures, 
have built their own systems, often add- 
ing databases and bulletin boards. 

However, Esther Dyson, editor of Ed- 
venture’s “Release 1.0” newsletter and a 
specialist in Soviet computing issues, said 
that Demos, a Soviet cooperative with 
ties to the Soviet Institute of Atomic En- 
ergy, developed an E-mail system called 
Relcom, or Reliable Communications. It is 
a Unix-based, store-and-forward host- 
based system with 20-plus hosts scat- 
tered across the country. “It’s like an ex- 
tension of Internet,”’ she said. 

Much the way many bulletin boards 
are started in the U.S. by “noncommer- 
cial, antiestablishment people who don’t 
believe in the market,’’ Dyson said, Soviet 
E-mail and bulletin board systems tend to 
be run by “commercial, antiestablish- 
ment people who believe in the market.” 
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then the rest of the world,” Simpson said. 

Radisson Hotels International, Inc. 
uses fax to transmit reservations from its 
computerized reservation center in Oma- 
ha to its hotel in the Soviet Union. ““We 
have been trying to get an international 
dedicated line in there so we wouldn’t 
have to rely on the [public telephone] net- 
work,” explained Derek Mattes, a com- 
puter systems specialist at the reserva- 
tion center. 

During ordinary times, it takes many 
attempts to get a fax through, Mattes not- 
ed, adding that during the coup attempt, 
nothing got through. 


NETWORKING 


“Specialists in data communications 
have told me that for years they have had 
access to backdoor Soviet electronic mail 
networks,” often going through a series 
of hosts in different countries to get to 
their ultimate destination, said Justin 
Friedman, managing editor at ‘Eastern 
European & Soviet Telecom Report,” a 
Washington, D.C.-based newsletter [see 
story at left]. ‘But everyone wants to put 
in direct links because no one knows what 
could happen to the indirect links.” 


Changing times 

United Parcel Service, Inc. does provide 
electronic links — via a packet-switched 
network — between a personal computer 
in its Soviet office and its data center in 
New Jersey. “I actually have Soviet em- 
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ployees accessing my mainframe,” said 
Douglas Fields, telecommunications man- 
ager at the firm. “How the world has 
changed.” 

While U.S./Soviet relations may have 
changed, the communications links con- 
tinue to stymie free inte:action. AT&T 
has 67 circuits to support all of its traffic 
between the countries, and other carriers 
have fewer than that. The Federal Com- 
munications Commission is in the process 
of figuring out how to allocate 90 circuits 
now available on the Soviet satellite carri- 
er Intersputnik among several carriers 
(including AT&T) that have petitioned for 
such lines. While this will alleviate con- 
gestion somewhat, “In order to handle 
the volume, we really need 2,300 cir- 
cuits,” McGann said. 
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Help is on the way. Last July, US West 
International Holdings, Inc. and the Sovi- 
et Union’s Ministry of Posts and Tele- 
communications signed an agreement un- 
der which US West will build three 
international gateway-switching systems 
that will significantly increase the number 
of telecom circuits available out of Mos- 
cow, Leningrad and Kiev. 

Once operational, the gateways should 
reduce the percentage of blocked calls be- 
tween the U.S. and USSR from today’s 
90%-plus figure — ‘‘even without the cri- 
sis’ — to a mere 2% to 5%, according to 
US West spokesman Edward Mattix. 

The Leningrad system is scheduled to 
become operational this month, while the 
other two gateways should be up and run- 
ning next year, Mattix said. 
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NETWORKING 


Networks promise gushers for Halliburton 


BY JIM NASH 
CW STAFF 


ARLINGTON, Texas — The image of oil 
drillers has changed from that of crude- 
covered workers dancing around a gusher 
to sophisticated businesspeople behind 
teak desks murmuring into phones. 

Those stereotypes have changed be- 
cause the big profits in U.S. oil have 
swung from gritty production of the min- 
eral to the more conceptual business of 
managing it through futures trading, 
transportation and distribution. 

Computer networks are becoming es- 
sential to managing oil, which in turn 


makes management of networks critical. 
Firms such as Halliburton & Co., the glob- 
al energy and engineering corporation, 
are moving over to networks after con- 
vincing themselves that effective man- 
agement tools do exist. 

Dell Holmes, lead analyst of customer 
technical services at Halliburton, said the 
company is in the midst of upgrading the 
existing large-scale IBM Systems Net- 
work Architecture (SNA) and limited 
bridged Ethernet network. About 90% of 
network traffic now is SNA, according to 
a company spokesman, who said Hallibur- 
ton intends to tie the two network archi- 
tectures closer together. 
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The upgraded U.S. network could be- 
come a model for a global network, linking 
mainframes, desktop systems and porta- 
ble computers. Holmes is testing Net- 
work General Corp.’s Distributed Sniffer 
System as one way to minimize the num- 
ber of employees who would have to mon- 
itor the proposed network. 

“The whole concept of sitting in my of- 
fice in Dallas looking at an Ethernet net- 
work in Houston is of fair budgetary con- 
cern to the company,” he said. About half 
of Halliburton’s operations center on oil 
exploration and field services. 

Distributed Sniffer, based on Network 
General’s Sniffer network analyzer, col- 
lects information such as average frame 
size, rate of network use and error totals. 
Information is passed from the servers to 
one or more central consoles. 

“A large, geographically dispersed 
company needs to be able to troubleshoot 
its networks from centralized locations,” 
said George McLawhon, Holmes’ super- 
visor. “It cuts down on travel time and 
[system] downtime.” 

Currently, Holmes said, employees 
can exchange computer files, but only by 
loading them from their personal comput- 
ers on an SNA network to two IBM 3090 
model 600Js and one model 600E here. 
From there, other employees can down- 
load them. That scenario is becoming 
time-consuming and awkward, he said. 


Step by step 

Halliburton’s first step is being taken in 
Texas. The firm is upgrading small, 
bridged Ethernet networks in Austin, 
Texas, Houston and Arlington to a routed 
wide-area network, Homes explained. If 
all goes well, all major sites in the conti- 
nental U.S. will be connected with T1 
lines and monitored by Distributed Sniff- 
ers by year’s end, he said. 

Maintenance considerations for the 
network are given as much weight as ac- 
tual construction issues, Holmes said. 
“‘We have to test [Distributed Sniffer] all 
the way down to the nuts and bolts.” 

While he said he is satisfied with the 
performance of the servers and consoles, 
Holmes said he will hold final judgment 
until he makes his presentation to man- 
agement. 

Distributed Sniffer meets Hallibur- 
ton’s bottom-line requirement: that any 
monitoring and analyzing device support 
SNA, Transmission Control Protocol/In- 
ternet Protocol, IBM’s Netbios, Digital 
Equipment’s Decnet, Novell, Inc.’s Inter- 
net Packet Exchange and Xerox Corp.’s 
Network Systems protocols. 

McLawhon said Halliburton is willing 
to take network management step-by- 
step. While Sniffer does not manage Sim- 
ple Network Management Protocol- 
based devices, it does provide remote 
protocol analyzing. 

The system’s cost is something of a 
drawback, Holmes said. ‘“‘A company as 
large as ours doesn’t mind spending 
$10,000 on a device, but [one] for every 
network out there. . .” He said two rout- 
ing hubs have been approved by manage- 
ment. Each site would get a Sniffer serv- 
er. As other sites are approved, they will 
also get a server, Holmes explained. 

Sniffer servers can cost as much as 
$10,995, consoles as much as $8,000. 
While the price is small compared with 
having employees monitor each network, 
portable Sniffers can cost up to $30,000. 
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NEW PRODUCTS 


Cabling 


Sutton Designs, Inc. has developed Lan- 
savers LAN Protectors for protecting lo- 
cal-area network equipment from power 
supply irregularities. 

The Lansavers products connect di- 
rectly to LAN cabling. Versions are avail- 
able for BNC and RJ-45 LAN interface 
ports. The products do not affect periph- 
eral performance, according to the firm. 

The units cost $65 each. 

Sutton Designs 
215 N. Cayuga St. 
Ithaca, N.Y. 14850 
(607) 277-4301 


Micro-to-micro 


Norton-Lambert Corp. has developed 
Close-Up 4.0, a modem remote control 
software package that works under DOS 
and all modes of Microsoft Corp.’s Win- 
dows 3.0. Close-Up 4.0 also offers in- 
creased performance and requires less 
memory, the company reported. 

Version 4.0 costs $245 for the control- 
ling machine module and $195 per re- 
mote module. 

Norton-Lambert 

P.O. Box 4085 

Santa Barbara, Calif. 93140 
(805) 964-6767 


Local-area networking 


hardware 


Digital Products, Inc. recently announced 
the Printdirector Bronzeboard SI, de- 
signed for use with Hewlett-Packard 
Co.’s Laserjet ITISI. 

The board allows up to 15 stand-alone 
users to share a single printer; it also sup- 
ports connection with local-area net- 
works via a print server. 

The Bronzeboard SI with seven input 
ports costs $845. The cost of eight addi- 
tional ports is $795. 

Digital Products 

108 Water St. 
Watertown, Mass. 02172 
(617) 924-1680 


Looks like your data backup system is 
down for about a week. 
Who backs up the person who's responsible 

for backups? If somebody at one of your remote 
sites is sick or on vacation, is critical data protected? 

Or does it just lie there, exposed? 

Network Systems’ Central Archiving package 
puts the job of safeguarding data where it belongs: 
at your main data center. With Central 
Archiving, your mainframe system 


(IBM, for example) automatically 
backs up data from remote minis 


(like a VAX) and networked PCs 
anytime you want. 

Plenty of companies have gotten burn 
because they couldn't recover lost data, even 
from simple disasters like a disk crash. 

Make sure your operations don't get beached. 


Call 1-800-338-0122. 


Wy Network Systems. 
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Wide-area networking 
ftw 


so are 

Morning Star Technologies, Inc. has re- 
leased asynchronous Point-to-Point Pro- 
tocol for Sun Microsystems, Inc. worksta- 
tions. 

Point-to-Point Protocol is a transpar- 
ent extension of Transmission Control 
Protocol/Internet Protocol, allowing 
communications between different local- 
area networks. The version of Point-to- 
Point Protocol for Sun workstations in- 
cludes on-demand dialing, inactivity 
disconnect and packet-filtering features. 

Licensing costs $795 per machine. 
Morning Star Technologies 
1760 Zollinger Road 
Columbus, Ohio 43221 
(614) 451-1883 


Local-area networking 


so are 

Gateway Communications, Inc. has intro- 
duced a low-cost network operating sys- 
tem: Great OS, which offers distributed 
file sharing, electronic mail, network 
management and remote access support. 
It supports all Ethernet standards as well 
as Gateway Communications’ Systems 
Network Architecture, X.25 and IPX 
communications products. 

The product runs over the DOS oper- 
ating system. It is priced at $495 for five 
users and $995 for 15 users. 

Gateway Communications 
2941 Alton Ave. 

Irvine, Calif. 92714 

(714) 553-1555 


Brightwork Development, Inc. has an- 
nounced enhancements for its LAN Auto- 
matic Inventory (LAI) software product. 

LAI 2.0 audits the hardware and soft- 
ware components of personal computers 
and Apple Computer, Inc. Macintoshes on 
Novell, Inc. Netware local-area net- 
works. The product builds data from the 
audit, including processor types, bus ar- 
chitectures and fixed and floppy drives 
identification, into a database. The new 
version adds the ability to identify soft- 
ware applications and revision numbers 
resident on each node’s hard drive. 

LAI 2.0 costs $695 per file server. It 
does not require any resident component 
on network nodes. 

Brightwork Development 
Jerral Center West 

766 Shrewsbury Ave. 
Tinton Falls, N.J. 07724 
(908) 530-0440 


Electronic mail 


Retix has announced the Microsoft Mail 
Gateway to X.400 for Macintosh. 

The gateway ($1,795) connects Apple 
Computer, Inc. Macintosh users running 
Microsoft Corp.’s electronic mail system 
to X.400 networks. It works together 
with the Retix Openserver 400 soft:vare 
product for local-area networks. 

Retix has also announced the 4760, a 
local device that routes Transmission 
Control Protocol/Internet Protocol traffic 
while transparently bridging network 
traffic based on other protocols in large, 
multivendor networks. 

The price is $4,250. 

Retix 

2644 30th St. 

Santa Monica, Calif. 90405 
(213) 399-2200 
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EXECUTIVE 


TRACK 


Norbert J. 
Kubilus has 
been named 
vice president 
and director of 
“ corporate infor- 
mation systems at Plymouth 
Meeting, Pa.-based BCM 
Engineers, Inc. 

Kubilus will be responsi- 
ble for managing IS through- 
out the firm and developing 
the IS organization. A 20- 
year IS veteran, Kubilus had 
been vice president of man- 
agement services at Optimal 
Solutions, Inc. Before that, 
he held IS executive posi- 
tions at Educational Testing 
Service, inc. and National 
Data Corp. He was also a 
member of the graduate fac- 
ulty at the New Jersey Insti- 
tute of Technology. 


Richard G. Fleager was 
promoted to vice president of 
IS at El Paso Natural Gas 
Co., an El Paso, Texas, sub- 
sidiary of Burlington North- 
ern, Inc. The position had 
been vacant for about one 
year since former Senior Vice 
President John Craig left to 
become president and chief 
executive officer of Burling- 
ton Environmental, Inc., a 
former subsidiary of Bur- 
lington Northern. 

Fleager, 40, had been di- 
rector of IS support at El Paso 
Natural Gas. He is responsi- 
ble for computer operations, 
applications development 
and applications support. 

He joined the company in 
1973 as a junior accountant in 
the controller department. 

He became director of gas 
settlement in 1984 and di- 
rector of IS support in 1986. 


Susan F. Schwab has 
been promoted to vice presi- 
dent of information services 
at Bentley College in Wal- 
tham, Mass. She is responsi- 
ble for academic and adminis- 
trative computing and 
telecommunications systems. 

Schwab joined Bentley in 
1987 as director of adminis- 
trative systems and played a 
lead role in converting its in- 
formation systems to Digital 
Equipment Corp. VAX com- 
puters. 

Previously, Schwab was 
director of IS at Harvard 
Medical School. Before that, 
she worked in IS at Massa- 
chusetts General Hospital in 
Boston. 
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IS must get a handle on bar coding 


Business opportunities missed as management fails to take technology leadership role 


BY MITCH BETTS 
CW STAFF 


n today’s grocery stores, it 
seems everything that is not 
nailed down has a bar code 
slapped on it. Even cou- 
pons now have bar 
codes, allowing the cashier’s 
computer to quickly verify 
that you really bought the 
economy size of Tide before it 
deducts 25 cents. 
Bar codes are not just for 
groceries anymore. They are 
widely used to track the in- 
ventory in a variety of retail 
and manufacturing industries 
and have become a critical 
part of the way that firms 
such as Federal Express Corp. 
manage package deliveries. 
Bar coding is a $2 billion 
business that is growing 20% 
per year, but experts say the 
technology is far from reach- 
ing its full potential. One rea- 
son is that many information 
systems departments have 
not embraced bar-code sys- 
tems or taken a leadership 
role in making sure the technology is 
exploited companywide. 
“There should be much more active 
involvement by the MIS group, which 
is really the group that should be spear- 


heading these projects, not just invited 
to participate,” says Bert Willoughby, 
a Pipersville, Pa., consultant specializ- 
ing in automatic identification technol- 
ogy. “Bar code belongs in the MIS 
world,”’ he declares. 


Some IS departments even seem 
hostile to bar-code systems, which are 
often initiated at the grass-roots level, 
because the systems do not adhere to 
corporate standards for hardware or 


software development and are outside 
the IS department’s control, consul- 
tants say. 

There are some shining examples of 
companies, such as Federal Express, 
that have given bar codes an honored 

spot in their corporatewide 

strategic plans. But for every 

Federal Express story there 

are dozens of companies at 

which operations managers 

have implemented bar-code 

systems as local solutions to 

local problems, according to 

Kevin R. Sharp, a consultant 

and technical editor for ID 

Systems, a user-oriented 

magazine based in Peterboro, 

The result of the IS depart- 

ment’s hands-off approach, 

experts agree, is that the pen- 

etration of bar-code technol- 

ogy in corporate America is 

very shallow — a mile wide 

and an inch deep. “If MIS 

were spearheading this, then 

you’d see a proliferation [of 

bar-code projects] throughout 

all the departments in the cor- 

poration because they’d be 

building their systems around automat- 

ed data-collection technology,” Wil- 
loughby says. 

Bar-code labels and scanners 

Continued on page 60 


Maintaining staff knowledge in frugal times 


BY J. A. SAVAGE 
CW STAFF 


t started with travel restrictions 
during the Persian Gulf war and 
dovetailed into the recession: 
Businesspeople are not going to 
aS many seminars 
and conferences. With no 
sign of allayed budget re- 
strictions, how does an in- 
formation systems depart- 
ment keep up with current 
technology trends? 

One way to compensate 
for the lack of travel money 
is to watch for conferences 
nearby. “‘We try to pick 
things close to home,” said 
Al Hyland, director of 
worldwide systems at Po- 
laroid Corp., based in Wal- 
tham, Mass. ‘Sooner or 
later, they get to the Boston area.” 

Polaroid, which has reduced its con- 
ference budget by 10% to 15% during 
the past three years, has found value in 
sending one designated attendee to a 
conference to take solid notes and col- 
lect and then summarize material. Hy- 
land suggested that electronic mail is 
the best way to disseminate informa- 
tion, and the second best way is having 


that attendee conduct a presentation. 
“They can pick up slides and graphics, 
cut down on the sheer volume of mate- 
rial and add their own comments.” 

Midwestern firms do not usually 
have the luxury of waiting for confer- 
ences to come to them. 3M Corp. in St. 
Paul, Minn., frees up more 
travel money — primarily, 
for software technology — 

but for fewer employees. 
“You can keep up with 
hardware reading maga- 
zines,” said Kelley Kim- 
ball, an- engineering de- 
signer at 3M. However, he 
said, the engineering divi- 
sion makes sure it attends 
software user group meet- 


NU’s Dixon ‘egs ings no matter where they 


and borrows’ for eheld. 
seminar seats 


“We may not send the 
20 or 30 people we used to, 
but we’ll send three or four,’’ Kimball 
said. Those designated will typically 
write up a trip report about what they 
learned at a conference and share it 
with co-workers. 

If there are designated attendees, 
management and conference organiz- 
ers encourage them to pick up extra 
videotapes and audiotapes to distribute 
back at the office. 
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Some companies, such as Northeast 
Utilities in Hartford, Conn., cannot 
even afford to send a designated at- 
tendee. ““We’ve virtually eliminated all 
travel and training,’ said Tod Dixon, 
vice president of information re- 
sources. “I can bypass it for the next 
six months, but I’m in trouble if it goes 
into next year. Things change too fast 
in this industry.” 

To get around his severe circum- 
stances, Dixon has “begged and bor- 
rowed” seats in neighboring corpora- 
tions’ technical seminars. He said he is 
also able to send people on day trips, 
but they cannot stay overnight. 

Finally, exhibitors at conferences 
are getting more into the act. “They 
have to personally invite people they 
want to come,” said Jim O’ Rourke, se- 
nior vice president of sales and market- 
ing at Bruno Blenheim, Inc., a confer- 
ence organizer in Fort Lee, N.J. 

According to organizers, most com- 
panies do not budget ahead for confer- 
ences. Instead, they treat attendance 
like a regular travel budget and allow 
spending on an ad hoc basis. Thus, con- 
ference attendance is subject to the va- 
garies of month-to-month or quarter- 
to-quarter cash flow. They suggest, if 
possible, making conferences part of 
the IS annual budget. 








AS THE PACE OF CHANGE ACCELERATES, 
HOW CAN YOU KEEP YOUR COMPANY OUT FRONT? 


EDS is a registered trademark of Electronic Data Systems Corporation. © 1991 EDS 





If things are changing so rapidly that you can’t keep up with new 
opportunities because of demand on the staff or the systems, consider 


contacting EDS. Whether it’s increasing computing or communication 


capacity, assessing capabilities, or just providing insight, we can help a 


little or a lot. 
CAN WE HELP ADD SPECIFIC BUSINESS KNOW-HOW? 
Many companies can offer you experience in technology. We can 
offer you experience in your industry as well as in technology. No in- 
formation technology company has as many people experienced in 
as many different industries as EDS. 
Our people are committed to understanding your business so that 
we can help you accomplish your goals and take advantage of 
opportunities. 
CAN WE HELP YOU MOVE FASTER, AND DO MORE? 
Yes. For example, we can help you increase your speed to market by 
giving you access to systems that we already have. Or, we can work with 
you to help you use the capabilities you already have in place for more 
things. So you wind up with increased speed and more agility—key 
attributes in changing times. 
CAN WE HELP YOU MAKE YOUR CASE? 
Management is always concerned about information technology’s 
effect on the bottom line. We can help you demonstrate information 
technology’s contribution to directly improving flexibility, speed to 
market, even cost control. 
CAN WE HELP A LITTLE OR A LOT? 
Consulting is one way we help. We can also help develop systems. We 
can help integrate systems. We can provide partial or complete systems 
management. We can supply you with all the support you deem necessary. 
CAN WE OFFER EVEN MORE? 
Regardless of task or time, we can help you turn a changing business 
environment into a competitive advantage for your company. To 
learn more, write EDS, 7171 Forest Lane, CW8, Dallas, TX 75230. 


Or call (214) 490-2000, ext. 2108. 
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IS bar coding 


CONTINUED FROM PAGE 57 


basically provide an accurate, fast way of 
filling in the fields of a computerized rec- 
ord or transaction. Bar codes can be used 
to track everything from legal and engi- 
neering documents to the company’s mi- 
crocomputers and laser printers: 
e The Florida Department of Law En- 
forcement has installed a bar-code system 
in the state’s six forensic laboratories to 
track criminal evidence — a cumbersome 
and unreliable task when done manually. 
e GB Electrical, Inc., a Milwaukee-based 
supplier of electrical hardware, showed 
up at a recent trade show with an “on-line 
catalog” featuring thousands of product 
listings and associated bar codes. On-the- 
spot orders were transmitted by an elec- 
tronic data interchange (EDI) network so 
“the order could be in the shipping de- 
partment by the time the buyer leaves the 
show,” IS Director Michael J. Krahn says. 
e University Hospital of Cleveland has a 
bar-code system that saves nurses time in 
recording patient classifications. The hos- 
pital took the terms approved by the 
North American Nursing Diagnosis Asso- 
ciation, such as “impaired physical mobil- 
ity” and other conditions, and put them in 
bar-code format. 

However, growth in white-collar appli- 
cations has been very disappointing, de- 


Behind a 
the bar 


he use of bar-code scan- 

ners by grocers and mass 

merchandisers has revolu- 

tionized the field of mar- 

keting research, according 
to Richard J. Fox, associate profes- 
sor of marketing at the University of 
Georgia. 

Marketing managers are now in- 
undated with point-of-sale data as 
well as with the data tapes from 
market research companies that fol- 
low the purchasing habits of select- 
ed households. The targeted con- 
sumers, who previously had the 
tedious task of keeping a diary of 
their purchases, can now use a scan- 
ner to read the bar codes on their 
pantry shelves [CW, June 10]. 

But Fox says there is a price to 
pay for all of this detailed and timely 
information: data overload. 

Many companies have yet to fig- 
ure out how to make the best use of 
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spite the fact that bar-code systems typi- 
cally have an investment payback time of 
12 to 18 months, analysts say. 

The technology can improve the accu- 
racy and timeliness of the data that winds 
up in company information systems. 
Whereas manual data entry usually has 
one error per 300 entries, bar-code scan- 
ners have an error rate of one in every 3 
million entries, improving data accuracy 
by a factor of 10,000, Willoughby notes. 

Accuracy and timeliness were certain- 
ly the reasons why Scottsdale, Ariz.- 
based Blood Systems, Inc., the nation’s 
second largest blood supplier, installed its 
bar-code system two years ago. The sys- 
tem tracks each bag of blood to check and 
double-check that it has been properly 
tested for the acquired immune deficiency 


y 


syndrome virus and labeled with the cor- 
rect blood type, says Don Henson, direc- 
tor of information resources. Also, each 
blood shipment to a hospital is accompa- 
nied by a bar-coded document that is re- 
turned to the blood bank to update inven- 
tory records and generate an invoice. 


First look 

Many IS managers are getting their first 
exposure to bar codes in the context of 
just-in-time inventory systems and EDI 
networks, which are enhanced by the 
real-time inventory-tracking capability of 
bar-code systems. 

Moreover, some large retailers and 
manufacturers are requiring their suppli- 
ers to bar code their products — known 
as the “bar code or die” mandate — so 


23 Per, 


the receiving dock can cross-check the 
bar-coded shipment with the EDI-deliv- 
ered shipping documents. 

Today, IS managers are at least being 
included on the project teams for bar-code 
systems simply because the systems must 
be integrated with the company’s host 
computers, consultants say. One of the 
big decisions for the project team is 
whether to handle systems integration 
chores in-house or turn them over to an 
outside systems integrator. 

Henson says that if he had to do it over 
again, he would turn to an outside integra- 
tor with lots of bar-code expertise ‘‘to 
make sure that we had covered all of the 
bases and that we had more flexibility for 
change and adaptation.” 

Keith Everett, director of bar-code in- 
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tain. “By the time they get one two- 
week period of data up and looked 
at, here comes another load,” he 
says. 

To avoid information paralysis, 
companies must be sure to establish 
some specific objectives about what 
they want to analyze. One of the 
most popular systems for making 
some sense of the multiple data 
sources, Fox says, is the decision 
support system from IBM’s Meta- 
phor Computer Systems unit in 
Mountain View, Calif 


MITCH BETTS 








Announcing a design so reliable, it'll 
have the competition running in circles: -j 


the virtually straight paper path 
of the new IBM Personal Printer 
Series I] dot matrix printers. 
tarting with a simpler, no-U- * 
turn paper path, they’re 
engineered from the 


inside out for smooth, 
worry-free paper handling. 
‘our-part forms glide 


” models easily. Even six-part {> 
forms can’t faze the 9-pin . ; 
models. Labels and ws 
thick paper stocks feed Rip 
straight and true, too. i 

ou get front, 
bottom and rear paper 
paths, designed for easy 
loading. And tractors that switch rm pull 
to push in seconds, for rip-and-run efficiency. 


IBM 1s a registered trademark of International Business Machines Corporation in the U.S. and/or other countries, used under license. © 1991 Lexmark International, inc. 
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dustry research at Venture Development 


in Nati . CALENDAR 
pina ig i a ha Advice from the trenches a 
the integration job in-house because they 


feel it would be impossible for an outsider 

to understand the nitty-gritty of their or IS departments about to launch a bar-code project, IS managers and 

business application. Often they end up consultants offer the following advice: 

writing their own software, although it e Make sure the work flows are as efficient as possible before applying 

may become mired in the IS department’s bar-code technology. 

applications backlog, he adds. e Address the people issues. Involve the end users, such as the shop fore- met Rosenthal, 
Whether they like it or not, IS manag- man, at the start of the development process because the system will fail if it Sciamae tien oa — Cocoa tt sa 

ers will eventually need to add bar codes makes their jobs more complicated instead of easier. The project will also fail if 

to their tool kits so they can meet corpo- workers perceive it as a Big Brother system foisted on them. Softworld. Vancouver, British Columbia, Sept. 22-25 — 

rate demands for real-time information |  Payattention to the details involved in printing bar-code labels, including the im- | | Couact Tis Computer Senswats and Services Industry As 

management, consultants say. As Wil- age quality, the label stock and even the adhesive. Test the labels on-site to make ; ae 

loughby puts it: “You can’t control what sure they do not fall off, come apart or smudge during rough handling. Advanced Network Computing Forum. Boca Ra- 

you can’t see. Bar-code scanners are the e Program the system with enough flexibility so that different bar-code formats, ton, Fla., Sept. 23-24 — Contact: Megan Senete, New Sci- 

eyes of contemporary management infor- devices and printers can be easily plugged into the application. cace Rasnciaten, Inc, Seutigert, Comm, GOS) 250- 1088: 

mation systems.” Posix Open Systems Frameworks and Profiles 

Seminar. Phoenix, Sept. 23-24 — Contact: Institute of 


Electrical and Electronics Engineers, Inc., Piscataway, NJ. 
| (908) 562-3824. 


Automated Operations Symposium. San Francisco, 
Sept. 23-24 — Contact: Peri Hoffman, Association for 
Computer Operations Management, Orange, Calif. (714) 
997-7966. 


Strategic Systems Development Seminar. Minne- 
apolis, Sept. 23-24 — Contact: David Sturtevant, Informa- 
tion Engineering Systems Corp., Alexandria, Va. (703) 
739-2242. 


The Integrated Enterprise: Moving Beyond Tech- 
nology. Orlando, Fla., Sept. 23-25 — Contact: Nancy 
Thomas, CAM-I Conference Services, Arlington, Texas 
(817) 860-1654. 


Data Administration and Data Dictionaries. Wash- 
ington, D.C., Sept 23-25 — Contact: Barnett Data Sys- 
tems, Rockville, Md. (301) 762-1288. 


Virtual Reality "91 Conference and Exhibition. 
San Francisco, Sept. 23-25 — Contact: Meckler Confer- 
ence Management, Westport, Conn. (203) 226-6967. 


Association of Records Managers and Adminis- 
trators (ARMA) 36th Annual Conference. Orlando, 
Fla., Sept. 23-26 — Contact: ARMA International, Prairie 
Village, Kan. (913) 341-3808. 


Total Quality in Telecommunications. San Diego, 
Sept. 23-28 — Contact: Telecommunications Association, 
Covina, Calif. (818) 967-9411. 


New York/New Jersey AIX User Group Meeting. 
New York, Sept. 24 — Contact: Lester Marcus, AIX User 
Group, Iselin, N J. (908) 906-5660. 


Showcase Vi Conference. Advances in Applica- 
tions Development. St. Louis, Sept. 24-25 — Contact: 
Washington University, St. Louis, Mo. (314) 889-5380. 


Engineering Documentation Management Sys- 
tems User Forum "91. Cincinnati, Sept. 24-26 — Con- 
tact: Carol McCalmont, Kalthoff Group, Cincinnati, Ohio 
(513) 871-7804. 


Vitalink User Exchange Annual Meeting. San Fran- 
cisco, Sept. 24-27 — Contact: Marilyn Callaghan, Vitalink 
Communications Corp., Fremont, Calif. (415) 794-1100. 


Human Resource Systems Professionals (HRSP) 
Annual Conference. Boston, Sept. 25 — Contact: 
Leonard Courchaine, HRSP, Portland, Maine (207) 871- 
6222. 


Chicago Area Data Processing Management As- 
IBM PPS II printers sociation (DPMA) Joint Chapter Meeting. Arlington 


are designed and distributed Heights, Ill., Sept. 25 — Contact: Jan LaHayne, DPMA, 
For about the same price by Lexmark International, Inc. Chicago, Ill. (312) 222-8042. 


as the competition, PPS II . ; ‘ } 1) WIN | * under license from IBM. ie i 
— —— ae 320 NLO iW % a a 25-26 = Contact: C. See ane ons azr. 
in FastDraft, in : ee l md 7436. 

and four built-in fonts. 24-pin ; 5 HN a ig : 
models boast 200 CPS FastDraft, al — coup. fu Soe, C1, Sas, 46.90 Cote: foe 


Hu A i H i . San Jose, Calif., Sept. 25-26 —Contact: Interna- 
60 CPS LQ andeight fonts. And | | tonal Disk Equipment and Materials Association, Sunny 
every PPS II has a two-year limited ennai eed ARK ; ere 
Call 1 800 IBM-2468, ext. 836 for your nearest eran" an 


: = “ie New England DB2 and SQL/DS Tools Fair. Stur- 
dealer, and see the new IBM PPS II dot matrix printers. bridge, Mass., Sept. 26 — Contact: Linda Garcia-Rose, 


When it comes to reliability, we’ ve dotted every i. 9-pin wide and narrow (2380 and 2381), CE EES Se ee. 

F 24-pin wide » (239 1 2391). 

pin wide and narrow (2390 ané ) ‘ a es 

Sept. 26-27 — Contact: Jerry Lemelin, Portsmouth, N.H. 
(207) 438-2815. 


FLAT-OUT-RELIABLE 1 BM Bawa Excellence Through Total Guality Management 


Washington, D.C., Sept. 26-27 — Contact: Barnett Data 
Systems, Rockville, Md. (301) 762-1288. 
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Is isyour next computer. 


Probably the biggest fear in buying a personal than a minute you can convert your 286 into 
computer is that technology will improve right a 386SX, 486SX, 486, even a 786, when it 
after you buy it. Well, now you have nothing to be debuts. And you can change processors as often 
afraid of. as you like. 

Introducing The Tandon Option. Perhaps But technology doesn’t stop with the processor 
the last computer you will ever buy. Because speed, so we made the hard drive modular 
The Option not only keeps up with current as well. And with 40, 110, 200, and 400 MB 
and future technologies, it creates a whole new IDE hard drives and beyond, you'll have no short- 
technology of its own. age of options to choose from. 

The Option is a truly modular system. We And it doesn’t stop there. 
designed the processor in a cartridge, so in less The mainboard will hold up to 32MB of RAM. 


Tandon reserves the night to amend specrficatons and pnces without notice Tandon Option. Tandon 485, Tandon 386, SL386sx, Si 486, L1/286, LT/3B6sx, 386sx/N, 2B6/N, Tandon Tower 386, Tandon Tower 486, PowerPoster, MultiC ACHE and MIAT are trademarks of Tandon Corporation. intel is a registered 
trademark of inte! Corporation The intel inside Logo is a trademark of inte! Corporation. Ali other products or services are identified by the trademarks or service marks of their respective companies. Lease terms vary by system. © 1991 Tandon \ b 





This is the one after that. 


And because the disk controllers, I/O interface, 
and VGA ports are built into the mainboard, there 
are 7 expansion slots available. 

Of the 4 drive bays, 3 are accessible from the 
front of the computer. And the system has 2 serial 
ports and one parallel port. All in a compact 
slimline case. 

In other words, The Tandon Option is a system 
that offers you all the technology of today, and the 
option of all the technology of tomorrow. 

There now, that ought to hold you for a while. 


‘TO ORDER DIRECT OR 
FOR YOUR NEAREST DEALER, CALL: 


000-300-8850 


FAX 805-529-8408 


OPTION 


Tandon 











BY ALAN J. RYAN 


CW STAFF 


nformation systems profession- 
als say their organizations are 
working them hard, but they 
aren’t being used to best advan- 
tage. 

Computerworld recently polled 
851 senior and middle IS managers 
and professionals for its fifth annual 
Job Satisfaction Survey. This year, 
the survey was expanded to include a 
number of questions dealing with job 
performance and how it relates to job 
satisfaction. Exploration of that con- 
nection produced some very interest- 
ing responses. 

Consider, for example, 
that although six out of 
10 respondents said 
stress levels in their orga- 
nizations are increasing, 
only a small fraction said 
they felt their depart- 
ments were performing 
up to full potential, and 
two-thirds of the sample 
said they didn’t believe 
they were working up to 
their personal potential. 

In other words, although they may 
be working under more pressure, 
many IS professionals are convinced 
they aren’t doing the kind of work 
they could and should be doing. 

These are not the complaints of 
frustrated top executives dealing 
with laggard staffs. Although manag- 
ers expressed some discontent with 
departmental performance, they 
were actually milder in their criticism 
than nonmanagerial professionals. In 
rating their department’s perfor- 
mance on a scale of 1 to 5, with 5 indi- 
cating optimal performance, 64% of 
the top IS executives surveyed rated 
their department’s performance level 
at 4. Only 47% of middle managers 
and just 40% of IS professionals gave 
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More to offer 


IS professionals say their companies aren’t making full use of thetr talents, 
and 1f they leave, it will most likely be for opportunity, not money 


their departments a rating of 4. 

Similarly, the feeling of personal 
underutilization was strongest among 
nonmanagers, with 70% saying they 
were not working to their fullest po- 
tential. 

Rajeev Bajaj, a senior programmer 
analyst at Maritz, Inc. in St. Louis, 
expresses some of the frustration be- 
hind the survey numbers. 

“Given the knowledge I was ex- 
posed to in school, working in IS has 
been somewhat of a cémedown,”’ Bajaj 
says. There is often a “resistance to 
change toward more productive ways, 
toward more productive tools to do 
the job better and faster or in a more 
structured way. 

“That means that 
while we have the poten- 
tial to change things ... 
we are often not able to or 
encouraged to,” Bajaj 
adds. 

Slashed budgets, out- 
dated tools and depart- 
mental cutbacks can all 
add to the frustration. At 
Stryker Corp. in Kalama- 
zoo, Mich., corporate 
MIS director David Huis- 

jen says that sometimes, IS workers 
feel they are not working to their ful- 
lest potential because they either 
don’t have the tools they need or be- 
cause there is a communication defi- 
ciency between the worker level and 
the long-range planners for the com- 


panies. 

Although three out of four people 
surveyed agreed that there is a strong 
tie between job satisfaction and job 
performance, the factors that were 
cited as most important for each were 
quite different. 

For instance, IS middle managers 
said they see the quality of work tools 
(48%) and relationship with manag- 
ers (47%) as having a strong positive 
impact on performance within an IS 


Only 4% of IS workers think their departments are working to full 


potential; three times that number see performance as below par 


IS department performance level rating 
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Gripes aside. . . 


They've got their complaints about their companies and the pressure 
of working in the IS field, but nearly two-thirds of IS workers are 


very satisfied with their chosen career 
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department but cited salary (57%), 
relationship with manager (55%) and 
opportunity for advancement (53%) 
as factors that impact job satisfaction. 

Meanwhile, IS professionals said 
availability of training (53%) and 
quality of work tools (60%) were the 
strongest factors affecting job perfor- 
mance, while job satisfaction was 
most apt to be impacted by salary 
(61%), opportunity for advancement 
(57%), relationship with manager 
(57%), flexible work hours 
(52%) and feedback from super- 
visor (48%). 

Interestingly, survey respon- 
dents at all title levels agreed that 
monetary recognition such as bo- 
nuses and salary increases, al- 
though important to worker sat- 
isfaction, have only a somewhat 
positive impact on job perfor- 


mance. Q 
Karl Chambers, a program- ~- 


1a 
{ © Better pay 


mer at Chase Manhattan Bank in 
Garden City, N.Y., is a strong be- 
liever in recognition as a reward. 

“If someone did a very good 
job on a project, maybe they 
could take him out to dinner to 
recognize a job well done,” he 
says. “And the recognition 
doesn’t necessarily have to be fi- 
nancial,” he adds. “Even printing 
something in the company news- 
letter” would work. 

Sometimes, the best motiva- 
tor is simply to express apprecia- 
tion for your staff through ges- 
tures that show flexibility and 
awareness of their hard work, says H. 
Jay Stephens, manager of computer 
technology support at the Davis 
County Schools technology support 
organization in Farmington, Utah. 

“One of the best things I find is to 
be a little bit lax in the summertime,” 
Stephens says. Occasionally, he says, 
he and his 12-member staff will head 
out for a morning of recreation when 
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Responsibilities and mobility 
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work is slow. “Just nine holes of golf 
and then back to work.” 

Recreation breaks may be particu- 
larly appreciated this year, since more 
IS workers say they are feeling the ef- 
fects of stress. 

Middle managers seem to be hard- 
est hit. Sixty-one percent of them re- 
ported an increase in stress within 
their IS departments since last year, 
compared with 49% of senior execu- 
tives and 56% of IS professionals. 


Why they fly 

While senior IS executives say 

the most common reasonIS », 
workers leave their companies is 
better pay elsewhere, middle ) 
managers and IS professionals say 
opportunities for advancement 

is the top reason 


Top reasons for leaving 
(in order of importance) 


© Better opportunities 
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¢ Less pressure and stress 
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“The more you give people in this 
business, the more they want,” Ste- 
phens says. ““That’s what causes your 
stress. They want it more and fast- 
er.” The problem with stress, he 
adds, is that there are no simple ways 
to alleviate it in the IS field. “If I knew 
how, I would be putting it to good 
use,” he says. 

Even though the number of top 


bE) Professional 


@ Typically holds title 
programmer/analyst or 
Bue (OVo neta 

® Has 2 direct Sean 


® Works in 173-member IS 
Chota 


® Has worked for Pet ec | 
employer for six ATort a) 


®@ Has worked in IS TST erate 
Cor aver ee 


f y they are not actively 
Stir ar tena oe eg f fe 
Tos Tait opportunity 

dea os mo UME Tet cet Le | 
investigate it further, 


CW Chart: Janell Genovese 


SEPTEMBER 9, 1991 








executives reporting increased 
stress is somewhat lower than that of 
either middle managers or IS profes- 
sionals, they are definitely feeling 
some additional pressure. 

One top-level IS manager, a vice 
president of IS at a marine-related 
company, says she is under enormous 
pressure because her department 
geared up systems to accommodate 
sales growth that never happened. 
“We can’t just rip out hardware we 
put in place,” she laments. ‘““We may 
be overconfigured now, but we had to 
gear up for what was supposed to 
happen. We kind of got beat up on 
that one.” 

Other often-mentioned stress in- 
ducers include reductions in staff size 
(47%), increased work load (82%), 
budgetary constraints (53%) and in- 
creasing demands on IS from busi- 
ness units (51%). 

Although considerably farther 
down on the scale in terms of direct 
mentions, it is worth noting that the 
perceived need for IS to focus on 
business issues was cited as a stress 
factor by 14% of senior IS executives 
and 16% of middle managers. 

While the reason why this is per- 
ceived as stressful is not clear from 
the survey, one respondent did indi- 
cate in a subsequent conversation 
that her problem in this regard had to 
do with exclusion from business plan- 
ning. “‘Where I actually think my de- 
partment could have some significant 
input about making new ventures via- 
ble through technology, we don’t 
know about it early on and don’t have 
input,’’ she says. 

“They pat your hand and they will 
say, ‘We'll tell you when you need to 
know.’ That’s very frustrating,” she 
adds. 

Perhaps in part because of the 
added pressures and possibly be- 
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cause of those kinds of 
frustrations, more than 
half of the survey respon- 
dents said they were not 
averse to investigating 
other job opportunities 
that might present them- 
selves. And nearly one 
out of three IS profes- 
sional-level workers said 
the job satisfaction in 
their company’s IS department is de- 
clining. 

Dick Bodine, an IS director-level 
worker in Logan, Utah, says that in 


Where levels meet 


Although IS executives and 
professionals don’t always agree on 
what satisfies a staff, they do agree on 
what makes one perform 
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the electronic compo- 
nents industry, the im- 
pact of the recession has 
been strong, causing his 
IS department to cut 
back jobs. That’s frus- 
trating, he says, because 
while there are IS tools 
that could help the com- 
pany along, there simply 
aren’t enough bodies left 
to make that happen. 

In addition, his training budget has 
been affected, Bodine adds. “I’m lim- 
ited by budgetary constraints and 


backlog requirements.” 

Although many IS professionals 
said they might consider leaving their 
present jobs for the right offer, few 
said they are likely to seriously enter- 
tain the idea of changing professions. 
Ninety-two percent said they are sat- 
isfied with their decision to pursue a 
career in IS. 

Working in IS is certainly chal- 
lenging, but it is a challenge that most 
IS workers welcome, according to 
Stryker’s Huisjen. ““We are all mas- 
ochistic in this business. Stress 
comes with the territory.” 


Satisfaction does impact performance 
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"The more satisfied an employee is with his job, the better his performance." 
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Salary increases remain the single most effective motivator for IS employees 
at all levels. Senior executives, however, do favor personal congratulations 
over salary increases or bonuses as a way to reward hard work and exemplary 
job performance. 

Top 3 rewards 
Middle management 


Salary increases 
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IS professionals 
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The motivation factor 


Although there is some overlap, different levels of IS 
don't see eye-to-eye on what's important for motivation 
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COMMENTARY 
M. Arthur Gillis 


Technology is 
not the answer 


I’m not against progress 
or improvements in tech- 
nology, but some parts 
of the information sys- 
tems business have ma- 
tured and work well 
enough to leave them 


alone. It isn’t necessary, for example, to 
go out and buy IBM’s newest mainframe 
just because they announced it. 

Although technical excellence is a 
must in our business, I believe we need 
excellence in judgment and common 
sense. Before we get a chance to wear out 
technology it seems that we are eager to 
replace it. Smart users of computer tech- 
nology will know how to balance legiti- 
mate need with supply in order to get the 
job done and not go overboard. 

And here comes the shocker: Some 
functions just don’t need to be automated. 
I’m reminded of that when I go into a 
small retail store that once was quick to 
ring up my sale but has since automated. 
As a result, I get a chance to read the tab- 
loids while the system records all kinds 
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of information about the fact that I pur- 
chased some stationery. When the main 
mission is delayed to favor the system or 
the owner of the system, then I believe 
we in IS have failed. 

Technology companies are so desper- 
ate to keep up an uninterrupted pattern of 
growth that they seem to be forcing 
technology on functions that don’t really 
need it. I was never convinced that every 
home needed a computer, and today I’m 
even more convinced that the only rea- 
son to have one at home is because it is an 
occasional annex of the workplace. 

I also don’t think there’s a heck of a 
lot wrong with that innocent little piece of 
paper called the check. While technolo- 
gists have been trying to get rid of it for 
the last two decades, its volume has in- 
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creased consistently every year. The only 
new thing I need from my bank is a mil- 
lion-dollar line of credit. I’ve got enough 
technology. 

Although I am an avid user of fax 
when it is justified, I do not appreciate it as 
a direct sales medium or as a universal 
replacement of the postal service commu- 
nications. I believe that a lot of messages 
get to their destinations in seconds only to 
become stale in someone’s in-basket be- 
cause the receiver is out of town. 

I’m no prophet, but I see some major 
developments occurring in the world. A 
key phrase that I see in future develop- 
ments is “‘combine to conquer.” Banks 
are merging. IBM and Apple are part- 
nering. European countries are organiz- 
ing into a community. AT&T and NCR 
are welding together two dependent-on- 
each-other technologies, communica- 
tions and computers. Strong airlines are 
taking over weak ones. 

The results of consolidation will be 
positive, but not for everyone. Without a 
doubt we’ll see the elimination of mil- 
lions of workers who perform processing 
and middle management functions, but 
at the same time the resulting larger or- 
ganizations will create job opportunities 
for giant executives who can build and 
manage global systems. 

The problem is, I’m not so sure these 
executives are available, and without 
them, we run the risk of catastrophic 
damage if the systems fail. Convincing big 
people that there is risk in “‘too big”’ is 
not a challenge I wish to accept because 
arrogance is harder to penetrate than 
the shrink-wrap of a Delta Airlines snack. 

Last year I worked on an assignment 
that involved Citicorp. Its favorite ex- 
pression and symbol of cockiness as oth- 
er banks were bellying up was, “too big to 
fail.”’ But the real test is not total failure. 
In some cases, just poor performance is 
bad enough to wipe out people and orga- 
nizations. I think Citicorp’s and IBM’s 
chairmen, just to name a couple, are be- 
ginning to understand that very well now. 

In my building there are lawyers, en- 
gineers and consultants who frequently 
knock on my door in desperation. ‘‘Can 
you help me with my system?”’ they fume. 
They have a job to do, and the system is 
blocking them for a variety of reasons. 

Then I pick up my trade journals and 
almost everything I read involves new 
technologies and leading-edge products. 
It’s like telling a user who can’t produce 
an aged trial balance that his computer 
uses the most advanced chip technology. 
Will that make him feel any better? As 
much as vendors like to brag about solu- 
tions, the industry is still product-orient- 
ed. What’s worse, many corporate IS 
managers are just as product-oriented. 

Simply stated, I believe we’ve done a 
great job of producing superb technology. 
What we haven’t done well is to place it 
at the right levels and make it work at all 
levels of user activity. Some of it is too 
complex for ordinary workers, and some 
of it is too threatening to executives. 

And some of it changes so fast that IS or- 
ganizations seem to be engaged more in 
upgrading technology than processing 
user applications. 

Enough technology already. Let’s get 
some work done. 


Gillis is president of Computer-Based Solutions, 
Inc., a New Orleans-based IS management consul- 
tancy. This column is excerpted from his book Sor- 
ry, Our Computers Ave Down to be published later 
this year by Vantage Press, Inc. 
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Outsourcing without guilt 


Successful outsourcing involves three simple steps: 
segmenting, analyzing and partnering 


BY PAUL CLERMONT 


othing is sacred about information 
technology anymore. Tough times 
and cutthroat competition are caus- 
ing many companies to examine 
spending across the board — in- 
cluding in information systems ar- 
eas. Organizations are willing to 
make radical changes to stay com- 
petitive, so it’s no surprise that 
many are scrutinizing the outsourc- 
ing of information technology management 
activities. 

The impetus to analyze outsourcing op- 
tions often comes from top management. Se- 
nior business managers want to know why 
information technology activities are being 
performed in-house when outside organiza- 
tions might be able to handle them more eco- 
nomically. 

To senior executives, outsourcing sounds 
like a blessing. They view internal informa- 
tion technology organizations — justifiably 
or not — as spending too much on things 
that take too long to get done and, even then, 
don’t seem to work very well. 

These executives have no doubt heard of 
outsourcing’s generic benefits: economy, 
service quality, predictable cost and quality, 
flexibility, making fixed costs variable and 
freeing up human and financial capital (see 
story page 68). However, they may be less 
aware that these benefits do not necessarily 
accrue in equal measure for every organiza- 
tion. Some companies will successfully cap- 
ture major benefits from outsourcing, while 
others will not. Still others will talk them- 
selves out of even trying and will leave the 
potential benefits on the table. 


Atrio of strengths 

For companies to derive value from out- 
sourcing, they need to do three things well: 

e Segment the range of information technol- 
ogy activities into pieces that can potentially 
be outsourced. 

e Use sound business-based analysis to iden- 
tify those segments it makes the most sense 
to outsource. 

e Treat the outsourcing relationship as a 


Clermont is a principal at Northeast Consulting Re- 
sources, Inc. in Boston. He consults on IS strategic plan- 
ning and its link to business. 


partnership, using the procurement process 
as a test of the vendor/user working relation- 
ship. 

By segmenting a company’s information 
technology activities, it is easier to decide 
which pieces are ripe for outsourcing. 

Information technology activities can be 
segmented along technology-based lines 
such as transaction processing, desktop 
computing, network management and so on. 
In these cases, the outsourcing 
decision is primarily focused on 
processing — that is, whether 
the company wants to own and 
operate mainframes, voice net- 
works and other technologies. 

Information technology can 
also be further segmented ac- 
cording to the area of the busi- 
ness being served. For example, 
an airline may use superficially 
similar on-line transaction pro- 
cessing systems for its reserva- 
tions and its accounts payable, 
but the appropriateness of out- 
sourcing each of those activities 
is vastly different. 

Outsourcing does not have to 
be an all-or-nothing proposition 
to be worthwhile. Companies 
that have rejected outsourcing 
may have made the mistake of 
looking at their information 
technology as a monolith. These 
companies might have seen the 
value of farming out some activi- 
ties, but when they lumped those 
outsourceable pieces together 
with others that were deemed impractical to 
outsource, they concluded it made no sense 
to handle the project out of house. 

Segmenting is important because out- 
sourcing has never been applied to the whole 
enchilada. Even outsourcing pioneers such 
as Eastman Kodak Co. have retained consid- 
erable information activity in-house. And 
General Motors Corp. is again conducting 
some information technology activity in- 
house rather than through its systems inte- 
grator subsidiary, Electronic Data Systems 
Corp. 

By separating technology activities, com- 
panies can make sure they match an out- 
sourcer with the appropriate job. In that 
way, they'll get the skills and knowledge of a 
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specialist for each area they want to out- 
source. Segmentation gives companies a real 
base from which to make an outsourcing de- 
cision. 

Once you’ve segmented information 
technology activities into manageable 
pieces, you can decide, through a business 
analysis, which of those pieces (if any) should 
be outsourced. 

One area companies will not want to abdi- 


Heidi Stevens 


cate to an outside organization is the execu- 
tive management role in technology direc- 
tion setting. Such a strategic task is best kept 
in-house. 

Outsourcing segments makes sense un- 

der the following business conditions: 
e OUTSOURCING MAKES SENSE 
WHEN there is little opportunity for the 
company to distinguish itself competitively 
through the quality of its information tech- 
nology processing operations. The competi- 
tive value may instead lie in applications and 
database operations. 

Kodak focused its initial outsourcing ef- 
fort on operations: mainframe processing, 
telecommunications and personal computer 

Continued on page 68 
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Continued from page 67 
support. Application develop- 
ment and support both stayed in- 
house. 

e OUTSOURCING MAKES 
SENSE WHEN there is limited 
opportunity for the company to 
distinguish itself competitively 
through the quality of its applica- 
tions. ‘Commodity’ applica- 
tions such as credit card process- 
ing and payroll are classic 
examples. Automatic Data Pro- 
cessing, Inc. has built a success- 
ful business in processing payroll 
using its proprietary application. 

These examples are likely 
candidates for having their appli- 
cation development and support 
as well as their hardware plat- 
form outsourced. This frees up 
resources for IS activities with a 
larger potential payoff — for ex- 
ample, customer service or man- 
ufacturing planning systems. 

Too facile a business analysis 
in this case could be dangerous, 
however. Speed-based competi- 
tion has given new importance to 
such areas as logistics and distri- 
bution, even though these activi- 
ties were considered strategical- 
ly neutral only a few years ago. 

e OUTSOURCING MAKES 
SENSE WHEN the predict- 
ability of uninterrupted informa- 
tion technology service is not of 
great importance. When predict- 


ability is paramount, the ex- 
traordinary sense of urgency is 
not fully communicable to a fi- 
nancially independent outsider. 
Airline reservations and catalog 
shopping systems come to mind, 
as do some of the high-value 
transactions that financial insti- 
tutions often process on fault- 
tolerant computers. 

e OUTSOURCING MAKES 
SENSE WHEN it does not 
strip the company of critical 
technical know-how that is key 
to future IS innovation. 

One example is computer-in- 
tegrated manufacturing. To- 
day’s scheduling applications and 
shop-control applications are al- 
most commodities, so it is not 
critical for most companies to 
maintain a pool of skilled people 
to build such applications. 

However, systems that inte- 
grate these applications with ro- 
bots and flexible machining cen- 
ters are not only far from being 
commodities, but they are also 
potential competitive weapons. 
Any company fortunate enough 
to have such skills in-house 
should think hard before letting 
them go in the interest of short- 
term economy. 

e OUTSOURCING MAKES 
SENSE WHEN existing infor- 
mation technology capabilities 
are limited and ineffective. Why 
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What outsourcing buys you 


Here’s why many companies choose the outsourcing option: 

e Economy: Scale and specialization can enable vendors to de- 
liver the same value for less money than the cost of maintaining 
an internal organization. For example, IBM and Electronic 
Data Systems Corp. claim that their experience and economies 
of scale can reduce a client’s information technology costs by 


e Service quality: Companies often have more effective and 
more easily exercised leverage over vendors than over their 


e Predictability: A fixed-price contract with service-level 
guarantees eliminates a lot of uncertainty. 

e Flexibility: Business growth can be accommodated without 
having to make quantum changes in the IS infrastructure. 

e Making fixed costs variable: Some agreements, such as 
running payroll, are based on price per unit of work done. 

e Freeing up human capital: Scarce and costly talent can be 
refocused on higher value activity than managing and operat- 


e Freeing up financial capital: Some agreements include 
the sale for cash of technology capital assets to the vendor. 
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Rewards & penalties 





The outsource choice 
This reward/penalty matrix shows 
that those activities with low reward 


he term outsourcing does not relate only to going to 
an outside vendor. It can also encompass the inter- 


play between decentralized and centralized IS de- 


partments. 


IS departments in business units often out- 
source information technology activities, such as purchasing 
software packages, to corporate IS. One way of looking at 
whether and what to outsource is to use a reward/penalty 


matrix. 


This matrix has been used to map a wide variety of appli- 
cations, databases and hardware platforms relative to one 
another as a way of allocating responsibility rationally among 


corporate business units. 


Activities with low reward for excellence are, in general, 
better candidates for outsourcing than those with a high re- 
ward, but if the penalty for problems is at the maximum, out- 


sourcing may be too risky. 


commit the time, money and 
management attention to inter- 
nal IS changes when the other 
evaluation factors mentioned 
above indicate you should out- 
source? On the other hand, if in- 
formation technology is well- 
managed and productive, there 
may not be much immediate fi- 
nancial value for a vendor to add. 
This list needs refinement 
and tailoring for each individual 
organization. Regardless, the 
overall theme here is business 
linkage. Without a sound busi- 
ness impetus, there may be little 
reason to devote scarce re- 
sources to providing certain in- 
formation technology activities 
internally. It makes little sense 
to outsource when your own 
high-quality performance can 
make a competitive difference. 


Create the partnership 
With the business analysis done 
and outsourceable information 
technology activities identified, 
companies need to put related 
outsourceable segments togeth- 
er in packages to which vendors 
can respond. These packages 
should be reasonably self-con- 
tained. 

Buyers then need to evaluate 
vendors’ bids according to a 
number of dimensions. Techni- 
cal competence to deliver should 
be the basis on which to start ne- 
gotiations; the real challenge is 
to evaluate the softer partner- 
ship aspects of the deal. 

One such “soft” criteria is 
that the vendor must have a feel 
for the customer’s business and 
exhibit appropriate consulting 
and people skills when dealing 
with the customer’s staff. 

Another issue is the buyer’s 
understanding of a vendor’s pric- 
ing and how that compares with 
internal costs. An outsourcing 
vendor will quote his full cost 
plus profit. This will exceed the 
internal cost of providing infor- 
mation technology only in the- 
ory; in practice, it usually will not 
because the vendor applies the 
disciplines of line management 
to the customer’s staff activity. 

If the quotation is a whole lot 
more than the internal cost, it 
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may very well be too high. But it 
may be high because of an incom- 
plete analysis of internal costs. 
Few companies fully identify 
their spending on internal infor- 
mation technology beyond what 
they need to create budgets for 
the dedicated IS departments. 

Before consummating a deal, 
companies need to analyze 
whether the vendor brings a 
clear advantage to the table. 
This means understanding the 
cost/quality trade-offs. Can you 
live with five-second response 
time during peak hours? Is next- 
day repair of PCs in remote of- 
fices OK? These are valuable 
questions to answer whether or 
not you’re considering outsourc- 
ing; outsourcing deals just make 
the cost of higher service levels 
far more explicit and visible. 

A vendor’s promised service 
levels must be measurable, and 
there needs to be a clear basis for 
determining when the intent, 
rather than just the letter, of the 
agreement has been met. The 
basic ideas of statistical quality 
control are helpful here because 
they focus on overall perfor- 
mance levels as well as on de- 
fects. 

For example, in dealing with 
on-line response time, occasion- 
al responses of more than five 
seconds are of much less concern 
if the average is holding at three 
seconds. IS should be concerned 
only if the average begins to 


steadily creep upward. 

Finally, the cultures must be 
compatible enough to let both 
parties feel good about living to- 
gether for the next few years. To 
create the necessary comfort 
level requires a joint effort of the 
vendor and client staff involved 
in the outsourcing deal. Good 
vendors will anticipate questions 
and provide good answers. 

Few organizations have the 
luxury of ignoring the outsourc- 
ing option in today’s cost- and 
service-conscious business envi- 
ronment. Companies will still 
come to a wide variety of conclu- 
sions about how much of the op- 
tion they should pick up. 

The important point is to ar- 
rive at answers through a busi- 
ness-driven process. Doing so is 
beneficial for everyone, includ- 
ing outsourcing vendors that will 
significantly aid their cause by 
helping potential clients perform 
a sound analysis. 

From the vendor’s viewpoint, 
a customer who buys less than 
the possible maximum and un- 
derstands just why he bought it 
will be a good multiyear partner. 
From the customer’s viewpoint, 
a vendor that understands and 
contributes to the decision pro- 
cess will be a good partner. 

Without a partnership being 
based on sound business think- 
ing, outsourcing will fail — 
sometimes spectacularly but 
more often, quietly. ¢ 
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CD-ROM on the rise 


> The compact disc/read- 
only memory (CD-ROM) mar- 
ket is booming, according to 
The Optical Publishing Associa- 
tion: It bounded upward more 
than 100% in each of the three 
past years and will vault from 
last year’s $1.6 billion overall 
worth to $6 billion next year. 
Such rosy figures could be part of 
the reason why Scotts Valley, 
Calif.-based CD-ROM pioneer 
Meridian Data, Inc. last 
week received a $2.5 million 
third round of venture capital 
from a group of five institutional 
investors. The funds will fi- 
nance a new generation of CD- 
ROM products aimed at making 
the technology accessible and af- 
fordable to the average user. 


Coming subtractions 


> A long-term plan to improve 
profit margins by restructuring 
worldwide manufacturing oper- 
ations will cost National Semi- 
conductor Corp. some 

$149.3 million in its current first 
quarter — a charge that is like- 
ly to knock the firm below ana- 
lysts’ expectations, the firm 
warned. The reshaping will in- 
clude the consolidation of less 
productive plant capacity and 
the enhancement of the more 
productive operations. 


Going public 


> U.S. Robotics, Inc. plans 
to kick off the fall season as a 
public company. In an initial 
public offering registration filed 
with the Securities and Ex- 
change Commission late last 
month, the Skokie, Ill.-based 
communications products maker 
proposed to offer 2.2 million 
shares, with selling stockholders 
offering 1.4 million. Prices an- 
ticipated for the initial public of- 
fering range between $11 and 
$13 per share. 


Crime story 


> Bad news for criminals and 
good news for post-office walls: 
Sunnyvale, Calif.-based elec- 
tronic fingerprint scanning sys- 
tems vendor Identix, Inc. 
signed a letter of intent to ac- 
quire Imageering Optical 
Disk Systems, a Memphis sup- 
plier of electronic mug shot sys- 
tems. The firms plan to integrate 
their technologies into a crimi- 
nal identification processing sys- 
tem that will let law enforce- 
ment agencies nationwide 
electronically capture and 

share fingerprints, photos and 
criminal histories. 
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I-Net soars by capturing fledgling niches 


BY ELISABETH HORWITT 
CW STAFF 


BETHESDA, Md. — It’s like a 
story out of Horatio Alger. 

In 1985, Kavelle Bajaj, with a 
bachelor’s degree in home eco- 
nomics, a few computer science 
courses under her belt and a per- 
sonal computer in her basement, 
started a systems integration 
company. With luck and pluck 
she got her first government 
contract — a $130,000 office 
automation systems integration 
project for the Federal Railroad 
Administration — primarily be- 
cause almost everyone else said 
it could not be done. 

The agency wanted to “re- 
place their word processors with 
PCs, retrain the entire staff and 
[use] off-the-shelf software,’’ Ba- 
jaj said. ‘It was a new field then; 
people felt they couldn’t buy of- 
fice equipment under a service 
contract. We said, ‘Let us be 
your integrator. We’ll take the 
headache, the finger-pointing, 
and if it doesn’t work, it will be 
our responsibility.” 

The job turned into an 
$800,000, four-year contract 
for I-Net, Inc., Bajaj said. It also 
provided the all-important first 
reference that brought in a 
growing spate of government 
work. 

I-Net’s rapid growth since 
then has stemmed from several 
factors. First, Bajaj seems to 
have a knack for identifying 
emerging systems integration 
niches not yet dominated by ma- 
jor players such as Electronic 
Data Systems Corp. and Com- 
puter Sciences Corp. 


In fact, I-Net got into systems 
integration when it was the 
“new buzzword,” Bajaj said. 
“Now everyone is in there, but 
the field is still evolving and we 
always keep ahead.” The compa- 
ny focused on telecommunica- 
tions systems integration early 
on, became one of the early local- 
area network integrators and, 
more recently, diversified into 
optical-disc conversion, comput- 
er-aided software engineering 


op their own businesses with 
minimal interference from man- 
agement. 

For example, when I-Net’s 
Electronic Information Systems 
Unit got into optical-disc inte- 
gration, it was able to snag Wil- 
liam Hooton, who oversaw such 
conversion at the National Ar- 
chives and Records Administra- 
tion and now chairs I-Net’s Digi- 


Key customers: Department of Health and Human Services, 
Department of Transportation and Environmental Protection 


and facilities management. 

Bajaj’s second secret of suc- 
cess has been the ability to at- 
tract highly qualified and experi- 
enced people to head her new 
businesses. 

“T-Net is getting a lot of tech- 
nical talent under their umbrel- 
la,” said J. P. Richard, a principal 
consultant at Input, Inc. One of 
the firm’s chief attractions to 
high-powered people, according 
to Richard, is Bajaj’s apparent 
willingness to give them the 
time, money and space to devel- 


Lifting of some controls 
eases computer export 


BY GARY H. ANTHES 
CW STAFF 


WASHINGTON, D.C. — As of 
last week, U.S. computer mak- 
ers should see less red tape in ex- 
port operations as new export 
controls, agreed on last May by 
the U.S. Department of Com- 
merce and 16 other nations’ gov- 
ernments, kick in. 

The Commerce Department 
said a new and smaller list of con- 
trolled items will free nearly all 
personal computers, worksta- 
tions and minicomputers for li- 
cense-free export. 

The new regulations also de- 
control all dynamic random-ac- 
cess memories and allow Soviet 


purchases of U.S. 

telecommunications 

equipment equiva- 

lent to the state of 

the art in the U.S. in 

the early 1980s. 

However, advanced 

fiber-optic commu- 

nications products 

may not go to the Soviet Union. 
The greatly shrunken list of 

controlled items is in keeping 

with the Bush administration’s 

desire to “build higher fences 

around fewer items.” The con- 

trol list now contains only those 

items ‘essential to maintaining 

the West’s existing lead over So- 

viet military systems,” and it will 

reduce computer export license 
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tal Imaging Application Group. 
“You get a lot of latitude for cre- 
ativity here,’ Hooton said. After 
years of protocol, such latitude 
holds major appeal, he said. 
Perhaps Bajaj’s biggest hiring 
catch was her husband, Ken S. 
Bajaj, who became I-Net’s exec- 
utive vice president about three 
years ago. An EDS executive 
who managed the implementa- 
tion of T-400, a major truck fac- 
tory automation program for 
General Motors Corp., Ken Bajaj 
left EDS to become part of Perot 


applications by 70%, the Com- 
merce Department said. 

“The new core list . . . elimi- 
nates controls that have been 
made obsolete by a reduction in 
the Soviet military threat and 

the rapid diffusion of 
worldwide technol- 
ogies,” said Joan M. 
McEntee, acting un- 
dersecretary for ex- 
port administration. 
The computer in- 
dustry had long 
fought many of the 
export controls, ar- 
guing that they constrained 
overseas sales of U.S. goods that 
are freely available from other 
countries anyway. While they 
welcomed the latest relaxation 
of controls, computer companies 
and trade associations said de- 
control has not gone far enough. 

Not all recent actions by the 
government have made life easi- 
er for exporters. While the Com- 


Systems Corp. Six months later, 
he joined I-Net. 

“Hiring Ken away from Perot 
was a coup that gave people we 
were trying to hire confidence 
that we are here to stay,” Bajaj 
said. ‘We are complementary: 
He has the operations and mar- 
keting skills.” 

While emphasizing that he 
joined I-Net to “help out,” tak- 
ing a “major pay cut”’ in the pro- 
cess, Ken Bajaj fully credits his 
wife as “‘one hell of a smart en- 
trepreneur. We are building a 
new EDS,” he added, “‘with the 
same feisty atmosphere that 
made the old EDS such a special 
place to work.” 

Several I-Net customers not- 
ed the firm’s willingness to work 
closely with them and its strong 
emphasis on quality assurance. 
This reputation has built I-Net’s 
business both by retaining early 
clients and by winning new ones 
through referrals. 

“T think all of our customers 
are still with us,”’ Bajaj said. 

One such satisfied customer 
is the U.S. Department of De- 
fense. I-Net ‘‘really got involved 
with the Pentagon by straighten- 
ing out miles and miles of wire,” 
said Col. David Breese, director 
of air staff systems, 7th commu- 
nications group. ““They did good 
work, and they were able to hire 
the right people,” particularly 
project leaders with prior mili- 
tary experience who were “‘con- 
scientious and understood our 
needs,” he added. 

I-Net’s attention to seeming- 
ly small details impressed 
Breese, he said. ‘Just knowing 

Continued on page 75 


merce Department has moved to 
raise the technological ceiling 
that governs which products can 
be freely sent abroad, it is simul- 
taneously toughening rules ban- 
ning sales of products to over- 
seas customers and countries 
likely to use them for terrorism 
or production of chemical, bio- 
logical or nuclear weapons. 

The test of what is an export- 
able item is shifting to focus on 
end use rather than technology 
level, said Gary Wilmarth, direc- 
tor of trade services at Day, Bar- 
ry & Howard, a Hartford, Conn.- 
based law firm. “It’s gotten to 
the point where computer com- 
panies have to look at an item’s 
end use, not its level of sophisti- 
cation or where it’s going to be 
sold,” he said. ‘“There’s now a 
large degree of seif-determina- 
tion by U.S. industry on whether 
you can export something. The 
hidden element is knowing who 
that end user is.” 
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FINALLY 
POSSIBLE. 


We acknowledge the fact that 
your IBM® systems represent 
a considerable investment to 
you. Not merely in terms of 
capital, but also with respect 
to the time and resources 
you've spent developing and 
fine tuning the applications 
that run on them. 

It’s the kind of invest- 
ment that you need to make 
pay off. But there’s a hitch. 
IBM’s various platforms have 
trouble working with each 
other, let alone 
your computers 
and applications 
from Digital, 
Apple®, Sun®, and 
Hewlett-Packard®, 
among others. 

You’re thus 
restricted in your 
ability to use your 
hard-won _proc- 
essing power to 


the fullest, and in your capac- 
ity to choose the best solu- 


tions for your present and 
future needs. 

Fortunately, there’s an 
answer. It’s called Network 
Application Support (NAS), 
the industry’s most compre- 
hensive implementation of 
standards, and an approach 
to open computing that 
allows true application inter- 
operability across just about 


all your systems, including 
those from IBM. 

Our SQL Services are 
a good example. As part 
of NAS, they give users of 
IBM PCs, Macintoshes® and 
UNIX® workstations the 
power to access information 
from a dB2™ or IMS™ data- 
base on an IBM mainframe 
and then combine it with 
information from other data- 
bases, such as ORACLE™ or 
Digital’s Rdb™ database. 

Our commitment to 
openness is further portrayed 
by our worldwide service and 
support organization. An organ- 
ization comprising 40,000 
technical experts and possess- 
ing the ability to fully service 
over 8,000 hardware and soft- 
ware products from more than 
800 different vendors. 

Yet despite the awesome 
size and capabilities of our serv- 
ice and support organization, 
tapping into its potential for 
your benefit is a simple task. 
One phone call to one person 
is all that’s required. 

Through its products and 
services, NAS can open just 
about anything. Including the 
world’s most important com- 
puter system. Yours. 


Talk to a Digital represen- 


tative to find AASatal 
out more. 
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Everex hopes to boost sales with dealer council 





BY MICHAEL FITZGERALD 


CW STAFF 





FREMONT, Calif. — Everex Systems, 
Inc.’s recently formed reseller council 
held its first meetings late last month. 
Dealers who attended gave thumbs-up 
to the company’s effort, which some saw 
as a needed step away from the personal 
computer and peripherals vendor’s exclu- 
sive focus on engineering. “[Everex] is 
changing from an engineering-oriented 
company to a sales and marketing-type 
company,” said Brian Stamm, president 
of Buffalo Grove, Ill.-based Sherlock Sys- 
tems, Inc., the Midwest’s largest Everex 


dealer. Stamm said he thinks this shift will 
make Everex more competitive, as it had 
a tendency in the past to engineer prod- 
ucts that the market might not necessar- 
ily want to buy. 

Analysts said the reseller council could 
help Everex tailor its product line more 
closely to customer demands by giving an 
ear to those who interact with end users. 

“There are communication benefits to 
the vendor [from having a dealer council], 
if they can hear what they’re saying,” said 
Richard Zwetchkenbaum, an analyst at 
International Data Corp., a market re- 
search firm in Framingham, Mass. 

Everex has split its dealer council into 














Eastern and Western groups: 12 dealers 
attended the Western meetings, 16 the 
Eastern. Top Everex management con- 
ducted the meetings, which were spread 
over two days. 

“T think [creating the council] was a 
major indication of Everex’s interest in 
finding out where key dealers think 
they’re headed and getting our comments 
to help them reevaluate [those direc- 
tions],” said Samuel Adicoff, president of 
PC Edge, Inc., a reseller in San Jose, Calif. 
Adicoff said dealers were asked for “quite 
a bit” of input on product positioning and 
were given presentations by top Everex 
Officials on subjects ranging from credit 
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Trojan horses, 
hackers, 

file corruption, 
worms, 

natural disasters — 


The Seminar will be presented in these 12 cities: 





10/8 Phoenix 
10/21 Atlanta 


10/22 


10/25 Detroit 


just when you think you’ve done every- 


thing to protect your computer resources, the 


attack begins. 


But don’t despair. You can defend your 
computer network from unauthorized access and 
disruption with the new techniques you'll learn 
from The Computer Security Seminar Series. 


In this intensive half-day course, 
you'll learn from industry experts 
and case studies how to protect 


against viruses and hackers and plan 


for disaster recovery. And you 


leave with presentation materials, 


10/29 Chicago 
10/30 Minneapolis 11/8 New York 
0/22 Los Angeles 11/4 Houston 


11/7 Boston 


11/15 San Francisco 


11/6 Philadelphia 11/18 Washington DC 


The Computer Security Seminar Series 


is sponsored by ACM/SIGSAC, ADAPSO, 


American Express, Computerworld and 
Ernst & Young to prepare for Computer Security 
Day on December 2. 

The Seminar is only $195.00 per partici- 


pant including a luncheon ($175.00 


THE 
COMPUTER 


for ACM and ADAPSO members). 
That’s a small price to pay to avoid 
some very expensive problems. But 


registration is limited. So call today 


SECURITY 


Computers Under Attack, edited by 


Peter Denning, Computer Viruses 


(ADAPSO) and Computers at Risk 


(National Research Council). 


SEMINAR 
SERIES 


for registration information. 


800-524-4023 


(In Maryland, 301-662-8087) 
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programs to manufacturing. 

Most of the focus of the meetings was 
on marketing and selling products. ‘“We 
wanted to get feedback on everything 
from product items to how we could best 
serve them,” said Mark Marlow, vice 
president of marketing. 

Dealer councils are fairly common, 
said Seymour Merrin, industry consultant 
and publisher of Channelmarker Publica- 
tions in Palo Alto, Calif. However, he said 
dealer councils are typically used poorly 
by vendors and occasionally can hurt a 
company. 

“Tf it’s done right, it could be interest- 
ing,” said Merrin, who is not familiar with 
Everex’s dealer effort. “If it’s done im- 
properly, it could cost them a lot of money 
because they’ll make wrong decisions.” 


EXECUTIVE CORNER 


Jeremy Davis 
dubbed chief at 
D&B division 


Employee benefits administration soft- 
ware developer Erisco, a division of The 
Dun & Bradstreet Corp., has named 
Jeremy M. Davis its new president. Da- 
vis, 37, joins Erisco from Logistics Data 
Systems, a division of Dun & Bradstreet 
subsidiary Nielsen Marketing Research, 
where he headed up international opera- 
tions. 


Boole & Babbage, Inc.’s chief finan- 
cial officer, David S. Dury, recently left 
the Sunnyvale, Calif.-based firm to be- 
come senior vice president and CFO at 
San Jose, Calif.-based disk drive manu- 
facturer Maxtor Corp. with more than 
$1 billion in revenue. Paul Newton, a 
longtime director on Boole & Babbage’s 
board and the former chief executive of- 
ficer of Ingres Corp. (now part of Ask 
Computer Systems, Inc.), will be acting 
executive vice president and CFO at 
Boole & Babbage until a permanent re- 
placement for Dury can be found. 


Marietta, Ga.-based computer-aided de- 
sign and manufacturing systems vendor 
Lectra Systems, Inc. has a new presi- 
dent: David Siegelman, who has served 
since 1986 as the firm’s vice president 
and general manager of U.S. operations. 
Prior to joining Lectra in 1982, Siegel- 
man held marketing positions at Compu- 
serve, Inc. and NCR Corp. 


Jeffrey E. Shaw, a computer industry 
veteran manager who most recently 
served as vice president of global sup- 
port operations at network management 
products vendor Octocom Systems, 
Inc., recently joined video teleconferenc- 
ing player Picturetel Corp. Shaw re- 
places Ezra H. Sheffres, who is retiring 
from Picturetel. 


Bell & Howell Co. recently named 
Dieter E. A. Tannenberg president 
and CEO of its Lincolnwood, IIl.-based 
subsidiary, Bell & Howell Document 
Management Products Co. Veteran 
corporate executive Tannenberg re- 
places acting president Jerry Herb, who 
is currently vice president of administra- 
tion at the company. 
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Promise of Siemens-Nixdorf union still unmet 


ANALYSIS 


BY EMMA WOOLLACOTT 
IDG NEWS SERVICE 


LONDON — When Germany-based Sie- 
mens-Nixdorf Informationssysteme AG 
was created last October by the merger of 
Germany’s Nixdorf Computer AG and the 
data and information systems group of 
Siemens AG, great things were promised. 

The promises are not coming true as 
early or as easily as was originally hoped. 
The company’s year-end results are due 
in a few weeks and are widely expected to 
show a loss. Some analysts suggested it 
could be as high as $220 million. 

Was the deal imprudent, or are indus- 
try observers simply impatient? While 
noting that the combined company still 
has major hurdles to overcome, analysts 
urged the long-term view. 


Nixdorf, analysts agreed, was in worse 
shape than Siemens realized when it 
bought the company. John Woods, an in- 
dependent management consultant, said, 
“Nixdorf was in a really bad way: Its prod- 
uct line was in a mess, and it didn’t have a 
sensible transition line from its own pro- 
prietary lines.” 

Moreover, the merger exacerbated 
the problem by creating a firm with over- 
lapping product lines. After the merger, 
Siemens-Nixdorf was left saddled with 
four basic ranges — a proprietary and an 
“open” system from each. ‘They never 
had a decent migration policy; they’ve 
only just about got one now,” Woods said. 

And Siemens-Nixdorf is not finding it 
easy to drop its proprietary lines. Not 
only does the company stand to lose an ex- 
isting large customer base that is current- 
ly locked in, but it is also making strong 
sales to Eastern Germany. 


Rodime turning t to courts for cash? 


BY RON CONDON 
IDG NEWS SERVICE 


Rodime PLC’s decision to pull out of disk 
manufacturing late last month [CW, Sept. 
2] might not mean the end of the Scottish 
disk drive pioneer but simply the waning 
of its days as a disk drive maker. The firm 
appears to be turning to the courts as a 
source of revenue — an alternative that is 
popping up in the computer industry with 
increasing frequency (see story page 74). 

Formed in 1980 in Scotland by former 
Burroughs Corp. executives, Rodime pro- 
duced the world’s first 32-in. hard disk 
drives. But it failed to exploit its lead, and 
others gulped the lion’s share of the 
emerging market. 

Only recently did Rodime establish its 
rights to certain aspects of the 3'-in. 
disk. The U.S. Patent Office upheld the 
company’s claim in 1988, and since then, 
IBM has paid Rodime $13 million in an 
out-of-court settlement. Conner Peri- 
pherals, Inc. has also made payments. 


INTERNATIONAL 


BRIEFS 


No transplant for Tulip 


> Dutch personal computer maker Tu- 
lip Computers N.V. has ditched plans 
to switch to manufacturing in Ireland, a 
move made attractive by the prospect of 
reduced tax rates. The Dutch govern- 
ment reportedly stepped in and made it 
worthwhile for the firm to remain in Hol- 
land. On the heels of the government's ac- 
tion, Tulip has announced plans for a $12 
million plant in Den Bosch, expected to 
yield an annual crop of 30,000 PCs. 


Another government seeds tech 


> In an effort to reduce dependency on 
software imports from the U.S. and foster 
development of local industry, the Kore- 
an Institute of Science and Technol- 
ogy has targeted 10 areas for intensive 
development. Electronic publishing, for 
example, is slated to receive some 
$417,000 in government funding and an 
additional $1.4 million from the private 
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Having decided to fold its plants in Sin- 
gapore and Scotland and apply for Chap- 
ter 11 bankruptcy protection for its U.S. 
subsidiary, the company has signaled its 
withdrawal from manufacturing altogeth- 
er. 

It now sees itself as an intellectual 
property company and plans to go after 
the 30-odd disk manufacturers around the 
world that have not yet recognized Ro- 
dime’s rights to the 32-in. design. 

The company said its decision came as 
a result of three factors: 

e Joint-venture negotiations in South Ko- 
rea and Taiwan failed. 

e A weak market led toa drop in orders. 

e Technical problems and a lack of work- 
ing capital delayed the introduction of its 
new 1-in.-high 120M-byte disk and a new 
400/540M-byte product. 

Rodime will reduce its work force of 
620 people by nearly half. The company 
posted a loss of $7.6 million on sales of 
$46 million in the first six months of the 
year ending this month. 


sector to speed the development of a lo- 
calized desktop publishing package that 
will include Korean fonts, picture pro- 
cessing and a wide variety of graphics. 


Ciao 

> Italy will abolish its state monopoly 
on mobile telephone networks and will 
open bids to one or more private sector 
operators, possibly by mid-1992, accord- 
ing to a recent report in the French busi- 
ness press. Two groups — including Ital- 
ian firms Fiat S.p.A. and Ing. C. 
Olivetti & Co. — are currently vying 
for the lucrative rights. 


Full-course menu 


> Debis Systemhaus GmbH, a sub- 
sidiary of the services unit of German in- 
dustrial group Daimler-Benz AG, last 
week acquired the majority of market re- 
search firm Diebold Group’s European 
units. Financial details were not revealed; 
however, analysts pegged the Diebold 
holdings at approximately $29 million. 
Debis expects the research units to 
round out its soup-to-nuts services menu, 
said Chairman Karl-Heinz Achinger. 


However, Woods said he believes it 
would have been unreasonable to expect 
Siemens-Nixdorf to rationalize its product 
lines too quickly. 

“Where there have been two compa- 
nies of a reasonably large size, it has al- 
ways taken a long time because no one is 
willing to give up his product lines. Bull, 
for example, can’t really grasp the nettle 
on its own product line and hasn’t for 20 
years,” he said. 

In addition, if Siemens-Nixdorf is being 
held back by the need to rationalize, so is 
most of its European — and ex-European 
— competition. Japan’s Mitsubishi Elec- 
tronic Corp. has bought UK-based Apri- 
cot Computer PLC’s manufacturing side; 
Japan’s Fujitsu Ltd. has bought Britain’s 
International Computers Ltd.; and Digital 
Equipment Corp. has bought both Germa- 
ny-based Mannesmann-Kienzle and 
Netherlands-based Philips N.V.’s non- 


personal computer business. Other mul- 
tiuser suppliers such as France’s Groupe 
Bull and Italy’s Ing. C. Olivetti & Co. have 
recently felt the need to reorganize as 
well. 

Despite its problems, Siemens-Nix- 
dorf still has Europe’s No. 1 multiuser 
computing company. The Yankee 
Group’s European director, William 
Ehmcke, said he believes the company is 
in a good position for the future but needs 
to move fast to enter other markets and 
rationalize its product line. “My long- 
term feeling for Siemens-Nixdorf is that 
they are the biggest company in Europe, 
but they’ve inherited that rather than 
earned it,”’ he said. 

Earning it, he and other analysts 
agreed, will have to include the compa- 
ny’s showing that it can move its huge 
German marketing success beyond Ger- 
man borders. 

Woollacott writes for PC Business 
World, an IDG Communications British 
publication. 


DOS, OS, or CICS Frustration? 


BIM 
out o 
syste 


ets 


it 


your 


BIM presents a line of proven programs that maximize 
your system’s capabilities, saving you time, labor and 

@ &xpense. These program on help get the most out 
of your system and people 


BIM-VIO — DOS/VSE Virtual Disk Drive. Moves the Standard Label Area directly into memory 
and allows for other heavily used non-permanent files to be moved into memory as well. 


BIM-VSUM — Provides powerful design, monitoring and tuning 
capabilities for MVS VSAM catalogs and data sets. BIM-VSUM 
can be executed in either TSO/ISPF mode or batch. 


= 


BIMWNDOW — Multiple terminal sessions concurrently at CRT under DOS or OS VTAM. 
BIM-EDIT/DOS — The most powerful, flexible full screen editor available for DOS/VSE. 


BIM-EDIT/MVS — All of the features of our popular DOS editor and does not require the overhead 
of TSO. Can be accessed directly from VTAM or from CICS or other terminal subsystems. 


BIMSPOOL — Prints output in POWER/VSE spooling queue on local or remote 3270 
terminal printers. (Received ICP Million Dollar Award 1982). 


BIMSPLSR — Optional laser printer support for BIMSPOOL. 


BIMSPOON — On-Line to Batch Print Spooling. Prints data passed from CICS application 
programs into the POWER spooling queue. 


BIMSPLIT — May be used separately or with BIMSPOOL to print parts of an existing job to 


terminal printers at separate sites. 


BiM-PDQ — POWER Dynamic Queuing performance enhancement. Eliminates 85% of the 


VO to heavily used POWER queue. 


BIM-PADS — Automatically alters or deletes DOS POWER spooled job entries at preset intervals. 


BIM-ODIS — Comprehensive problem analysis and display of operational CICS system. 
ODISTRAK is an optional historical reporting feature to be used with BIM-ODIS to 
generate reports relating to system usage. DOS and OS. 


BIM-BUFF — Significantly increases the performance of VSAM under DOS by dynamically 


managing VSAM buffers. 


BIM-PACK — Automatically compresses selected VSAM files transparent to applications and 


end users under DOS. 


BIMTEXT — Word processing, document composition system. Create formatted documents 


from free-form input. DOS and OS. 


BIMSWAP — Switch local 3270 BTAM terminals between multiple CICS partitions without 


special hardware or additional ports. 


BIMCMPRS — CICS 3270 data compression system. Reduces response time for remote 


terminals significantly. DOS and OS. 


BIM-FMAP — CICS BMS on-line map generation and maintenance. DOS and OS. 
BIMECHO — Copies one CRT’s output to another or printer for problem determination and 


demonstration. DOS and OS 


BIMP3270 — Comprehensive CRT screen image print facility. Copy to terminal printers or 
spool queue for system printer. DOS and OS. 


BIMSERV — On-line display of library directories and entries, VSAM Catalog entries, 


disk VTOC’s, etc. 


BIMCNSOL — Multipie/Remote System Console function for CICS. Display-only or full 


input/display versions available. 


BIMMONTR — DOS/VSE System Status, Performance Measurement, and 


POWER Queue display. 


BIMSUBMT — On-line Job Edit and Submission facility 


BIM programs are cost-efficient, some less than $800, average $2500. You can save even more 
with our group package offerings. Products are available on permanent, annual, or monthly 
licenses, and shipped on a 30-day free trial basis. Product documentation is available on request. 


BIM also performs systems programming consulting, with consultants based in Minneapolis and 
Washington, D.C. Computer time services are also available on our 4361-5 system, on-site or remote. 


@® B | MOYLE ASSOCIATES, INC. 
5788 Lincoin Drive Fax (612) 933-7764 
Minneapolis, MN 55436 Member independent Computer Consultants Assn 
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Bring a suit.” Within three business days of a try clients, “I own a prestigious | when the vice president made a 
COMMENTARY In fact, he noted, stockhold- disappointing earnings report automobile of German manufac- _ speech before the American 
Nell M. ° ers may be partly responsible for from a computer company, ture,” the lawyer said. “But I‘d Bar Association and said that 
ell Ma 1g olts getting executives hooked on stockholders will file suit have a stable of them if I sued we've become a nation far too 
litigation. In a world in which all against the firmon grounds that _half the people my clients try to obsessed with legal action. When 
° rules are off — we not only the company misled them. get me to sue.” the fellow whose foot is often in 
Courtship don’t know which leader and “The whole notion that invest- When lawyers are telling cli- his mouth is the only one with his 
which philosophy are ascendant mentisrisk,andriskmeans you _ ents to back off, things have feet on the ground, it’s proba- 
. ] in the USSR from hour to hour might lose, has flown out the reached a pretty pass. And bly time to rethink the situation. 
ritua S right now, we don’t even know window,” the lawyer said. what do you call it when Dan 9=9=3=§ —————— 
if ther ts a USSR, — there’s still Like many lawyers lucky Quayle is the voice of reason? Margolis is Computerworld’s senior 
The epidemic one thing you can count on: enough to have computer indus- Try August 1991. That’s editor, industry. 
of lawsuits now 
gripping the 
computer indus- 
try is a clear 
A sign of an indus- 
i try in boister- 
ous good health. 

I’m talking, of course, about 
the legal industry. For the com- 
puter industry, it’s a long ride in 
the wrong direction. 

It doesn’t take a rocket sci- 


entist to figure out why lawyers Fr 

want to litigate: They make big * 

chunks of money, get to ply their : : : : 
skills and are serving their cli- 7 2 7 


ents. 
But why do rocket scientists 
want to go to court? They spend 


big chunks of money — the tab — @e 

for lawyers’ fees alone came to a 4 
$22 million last year, according * = M ‘ 

to a recent report in a major — Pe cache ess 


weekly newsmagazine — put 
their work on hold and are aban- 
doning their customers. 

That last is a simple matter 4 _— : 
of Adam Smith-type logic: Time, 2 - Te d 
money and energy are all in fi- es = oO SUCCEE In 
nite supply. Any amount of any of : is 
those scarce commodities that l d d 
is being spent (and spent and wor wil © 
spent) on lawsuits is not going Pau 
toward research, development, so : k 
strategizing, marketing and all = mies mar ets, 
the other activities that bring =a a 
products, services and support h l 
to users. it e ps to 

For lawyers, the computer ° t 
industry’s wholesale embrace of k h 
The Lawsuit is a godsend — S wor wi 
and just in time. What with no- oe =f 
fault divorces, formbook con- oem someone 
tracts, simplified tax laws, disap- 
pearing banks and the collapse h k 
of the junk bond market, some of aa a who nhOows 
the lawyers who weren’t pre- = ea z 
scient enough to specialize in oo h 
bankruptcy were starting to -_ Ct e territory. 
get seriously concerned about = 
where the next sweet spot was 
going to be. 

Thankfully, the techies 
showed ’em. 

Right in the vanguard of a 
national mania, computer firms 
are roaring into court in search 
of relief from every imaginable 
commercial pain, particularly 
that burning sensation from 
shrinking margins. 

And make no mistake about 
who’s leading this stampede. 

“T’m appalled at some of the 
Suits my clients want me to 
bring,” a seasoned computer 
lawyer confided recently. “‘Com- 
petition getting too tough? 

Bring a suit. Somebody out there 
has a product that looks like 
yours or a name that sounds like 
yours or an ad campaign that 
reminds you of yours? Bring a 
suit. Stockholders complaining? 








4 


7 
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IDI takes Zylab, eyes desktop arena 


DUBLIN, Ohio — Information 
Dimensions, Inc. (IDI) acquired 
Zylab Corp. late last month, 
making its boldest play yet into 
the desktop side of the text-re- 
trieval market. Details of the 
multimillion-dollar deal were not 
disclosed. 

“We’ve been looking for quite 
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some time to expand our product 
line, for products with a synergy 
with ours,” said Mike Cunning- 
ham, vice president of marketing 
and research development at 
IDI. 

For example, both firms have 
introduced products using Mi- 
crosoft Corp.’s Windows 3.0 en- 


vironment. Windows will be the 
common end-user interface for a 
product combining Zylab’s Zy- 
index and IDI’s Basis Plus, a 
text-retrieval tool for large 
mainframe, midrange and large 
Unix platforms, due out later this 
year, Cunningham said. 


IDI said the new software 


product will offer scalable text- 
retrieval solutions, from note- 
book computers to  enter- 
prisewide document databases. 

Some 2,200 users have 
signed up for the $5,000 first- 
time license fee for Basis Plus 
since it was introduced in late 
1989. Index is said to have sold 
35,000 copies of its $395 soft- 
ware package for personal com- 
puters and PC networks. 


Wrere is the next growth market for 


information technology? 
Everywhere. 


The changes that are occurring every day, 
in every corner of the world, point to a pivotal 
decade that will change forever the way —and 
where — you do business. In fact, research shows 
international sales are expected to account for 
almost 80% of total worldwide sales by the 


year 2000* 


Where will you find the resources to compete 


worldwide? 
Right here. 


You see, no one knows the world of informa- 
tion technology better than we do. After all, 
we compiled the industry's first database on 


computer installations way back in 1964. And 


in 1972, were the first to launch an international 


publishing operation. Since then, our domestic 


titles have grown up to become leaders in their 


fields, as have our international books. 


And we now publish nearly 150 titles in 


50 countries, making us the largest information 


technology publisher in the world. 


But we know you need more than ad pages. 


So we offer more. 


Through our World Expo, we can send you 
to 58 different trade shows all over the world. Or, 


get you the information you need about emerging 


overseas markets through IDC research centers 


in 35 different countries. 


You can even customize a total marketing 


communications program that includes ad space 


worldwide, direct marketing using select industry 


databases, international media buying help, a 


newswire connection to 800 editors around the 


world, and much more, through our Market 


Access Program. 


Providing this kind of access is what we do 


best. So why not call us and find out how we can 


get you where you want to be? Contact your 


local IDG rep for information about how you 


can qualify for the Program. 


Because when you get to as much of the world 


as we do, there isn't anywhere you cant grow. 


INTERNATIONAL DATA GROUP 


The World of Information Technology 


ernational Data Corporation € 
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FROM PAGE 69 


Pentagon buildings — [for in- 
stance], they were aware of as- 
bestos issues and who to contact 
to get clearance for entry into 
classified work areas.” 

One factor that should con- 
tribute to I-Net’s long-term sur- 
vival is that the company is ag- 
gressively seeking contracts 
beyond markets to which its cur- 
rent Small Business Administra- 
tion 8(a) status applies. ““We 
want to get commercial business 
while we still have the 8(a) 
crutch to hold onto,” Bajaj said. 
That status, which gives prefer- 
ential treatment to small, minor- 
ity-owned firms bidding for gov- 
ernment work, is due to lapse in 
a few years. 

A strong “technical bent” 
has served I-Net well as a gov- 
ernment contractor, Richard 
said. “They are highly engineer- 
ing oriented; they stress that, as 
opposed to marketing flash.” 

Added Richard, “So many 
8(a) firms get 8(a) designation, 
then worry about technical staff 
— I-Net did both at once.” 

However, I-Net will have to 
“beef up its marketing strategy” 
to succeed in the open, commer- 
cial, non-8(a) marketplace, Rich- 
ard emphasized. ““That’s a tough 
transition to make.” 


Rough 
rivalry 


While I-Net has landed no 
major jobs in the commer- 
cial arena, the firm has 
performed small tasks for 
Amoco Corp. and Exxon 
Corp. It is also seeking to 
break into new arenas by 
partnering with major 
players such as IBM, MCI 
Communications  Corp., 
Sprint Communications 
Co. and Westinghouse 
Electric Corp. 

Not all I-Net stories 
have happy endings. Dur- 
ing the past six months, 
the firm bid on a $2 million 
laptop contract put out by 
the U.S. Census Bureau 
and lost the bid. Recently, 
I-Net lost the chance to 
provide networked work- 
stations for NASA in 
Houston as a subcontrac- 
tor to Loral Corp. 

Moving into the com- 
mercial systems integra- 
tion business and compet- 
ing with “the big boys” is a 
long-term but definite goal 
for I-Net, founder Kavelle 
Bajaj said. The firm is also 
looking to diversify over- 
seas and recently landed a 
small job in Austria. 

ELISABETH HORWITT 
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Contractors in high demand as 
companies test the hiring waters 


BY JANET MASON 


SPECIAL TOCW 


nformation systems pro- 
fessionals seduced by the 
high wages, flexible hours, 
variety of work assign- 
ments and travel that con- 
tracting offers have even more to 
resist these days: Economic con- 
ditions are actually creating more 
opportunities for independents. 

The mission of a contractor is 
to provide specialized IS skills to 
companies that have temporary 
openings — whether the assign- 
ment be in sunny Florida, windy 
Chicago or overseas. 

“All types of companies use 
contractors from finance to man- 
ufacturing,” says Ron Montgom- 
ery, sales and marketing director 
at The Computer Merchant Ltd., 
a software engineering firm that 
places contractors. 

Recently, Montgomery has 
witnessed an increase in the use 
of contractors, especially by 
computer vendors developing 
products for new platforms such 
as C and Unix. “‘Companies don’t 
have a lot of employees sitting 
around ariymore, so they use con- 
tractors to hit the ground run- 
ning without a lot of overhead,” 
he says. 

Now that economic conditions 
are slowly picking up, the de- 
mand for contractors is even 


higher, says Pat Goglia, a Stam- 
ford, Conn.-based contractor. 
Companies are testing the wa- 
ters by hiring contractors first 
before they decide they can hire 
full-time employees, she says. 

Overall, companies seek out 
contractors with rare skills such 
as Mumps (a fairly old medical 
language), Unix and Ultrix, ac- 
cording to Montgomery. Other 
companies look for IS profession- 
als who possess knowledge in 
high-demand areas such as com- 
munications protocols, graphical 
user interfaces and Application 
System/400 skills. 

While contractors can be 
found in all areas of the country, 
“the hot pockets for activity are 
Northern California, the South- 
east and Texas,” says Steve 
Kenda, president of Kenda Sys- 
tems, Inc., a Salem, N.H.-based 
contractor placement agency. 


Contracting attractions 
The No. 1 attraction for IS pro- 
fessionals who choose to become 
contractors is that they earn high 
hourly rates. “I sometimes earn 
more than the vice president I’m 
reporting to,” says Goglia, who is 
currently working on database 
design and analysis for a New En- 
gland helicopter manufacturer. 
In highly specialized fields, 
contractors can earn 40% to 
50% more than a full-time IS pro- 


SOFTWARE 
CONSULTANT 


Software Consulting Company 


a dynamic, rapidly growing 
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fessional in the same technical 
arena, Kenda says. He attributes 
the high pay to the fact that con- 
tractors provide companies with 
specialized skills without the 
benefit of medical insurance, 
paid vacations and job security. 
Job flexibility also ranks high 
for contractors — especially 
those who wish to 
raise a family. For 
example, Donna 
Nichols, a Washing- 
ton, D.C.-based con- 
tractor, traded IS 
management respon- 
sibilities for techni- 
cal contracting work 
when doctors ad- 
vised her that she would be un- 
able to have children if she didn’t 
leave the high-pressure environ- 
ment at her former job. Less than 
two years later, she is working 
successfully as a contractor and 
is expecting her second child. 
Some contractors simply like 
to travel and experience living in 
different regions of the country. 
“T like the lifestyle,” says Jack 
E. Thomas, a former Washington, 
D.C.-based consultant who’s now 
working on a contract for GTE 
Corp. in Bradenton, Fla. “I’m 15 
minutes away from the ocean, 
and it never snows. But if I re- 
ceived a good offer for another 
contract elsewhere, I’d probably 


Another ‘“‘nomad” by choice is 
contractor Ken Perry. After fin- 
ishing a contract position in New 
York, he sailed his 60-ft house- 
boat down the coast to find a tem- 
porary position in Florida. He 
now works for Nielsen Media Re- 
search in Dunedin, Fla. 

Other pluses for contractors 
include gaining a wide scope of 
experience from taking on a vari- 
ety of projects as these profes- 
sionals move from company to 
company. 

“People who contract for two 
years have the equivalent experi- 

ence of someone 
working twice as 
long in a full-time job 
because they move 
around and take on 
different projects,” 
Montgomery says. 
Finally, Perry 
credits his contract- 
ing background with 
improving his _ interpersonal 
skills. ‘When I first started out, I 
related more to machinery than 
to people,” he says. “But now, 
since I interact with a lot of dif- 
ferent people, my social skills are 
better.” 


Downtime drawbacks 

While there are plenty of posi- 
tives to working as a contractor, 
those who do it are quick to point 
out that the field is not all house- 
boats and fat paychecks. All of 
them agree that the No. 1 draw- 
back is downtime between con- 
tracts. “In the early days, I had 
so much fear about finding anoth- 
er contract that I rarely took time 


DATASTORM TECHNOLOGIES, INC. 


DATASTORM TECHNOLOGIES is the maker of the 
world's best-selling communications software, PRO- 
COMM PLUS. We currently have an excellent oppor- 
tunity available for a Marketing Manager at our cor- 
porate headquarters in Columbia, Missouri. 


full-service 
technical education services) firm, is looking for 
talented Data Processing professionals with experi- 


When it comes to the lack of 
job security, medical insurance 
and vacation time, however, con- 
tractors are at odds with each 
other. Some, like Perry, insist 
that there really is no job securi- 
ty, even for full-time employees, 
because of layoffs. Goglia, howev- 
er, who is a single mother, says 
that given the right full-time job, 
health insurance and job security 
would be “‘nice to have.” 

Contractors also agree that 
another disadvantage is the lack 
of management advancement. 
Perry views this as a catch-22. 
“We're less able to move into 
management because we’re not 
full time,” he explains. “But the 
company brings us in because 
we’re outside the culture and are 
not afraid to introduce new 
ideas.” 

Another minus to contracting 
is that employees who travel from 
city to city are under a great deal 
of pressure to do high-quality 
work while relocating. “I will 
rarely relocate someone who has 
not relocated already,’ Kenda 
says. “There’s too many un- 
knowns for the first time. Lots of 
people like to talk about moving 
around, but only about 25% [of IS 
contractors] are willing to act on 
*.” 

Regardless if contractors 
move around the country or stay 
in one place, their reputations are 
on the line every day. ‘“The abili- 
ty for a contractor to get work 
rests on his last contract,” Kenda 
says. 


Mason is a free-lance writer based in 


In Search of Excellence 


TelTech ce ons an internationally recognized 


consulting - software development - 


ence in any of the following: 


+ MVS SYSTEMS PROGS 


with unique and highly challenging as- 
eal ee 
programmers at vels of experi- 
nce. Our expanding list of clients (many of which are 
in The Fortune ) offer the opportunity for critical involve- 
ment in some of the most demanding and exciting envi- 
ronments within the greater Boston area and throughout 


the United States. 
NATIONAL BOSTON 
© Stratus/PL1 or C 


© Sybase/C/Financial 

© MUMPS/Programmers/Analysts © Unix Systems Administrators 

© Tandem/Cobol © Project Leader-Hospital Billing Exp. 

© CSP/DB2 Programmers/Analysts © Miller Merchandising System 

© AS400/RPGII/Prog/Analysts © Sybase/Long term/Multiple Openings 
© Knowledgeware IEW/ADW © RS600/AIX/Graphics 

© Oracle/Sqi/All Levels © RM-Cobol/Realia or Microfocus Cobol 
© X-Motif/Unix/C++/Development 


w/SAS & MICS 
+ DB2 SYSTEMS PROGS 
+ SABRETALK APPLICATIONS PROGS 
+ ACP/TPF APPLICATIONS PROGS 
+ SMALLTALK EXPERTS 
+ NETWORKING SPECIALISTS 
w/X.25, SNA, COBOL-CICS- 


MARKETING 
MANAGER 


Reporting to the Vice President of Marketing, the 
successful candidate will manage all aspects of the . ts (APPLICATIONS BwSTE M) 

marketing department including: the distribution - JAD 

channel, dealer and re-selier relations, national ac- 

counts, site licensing, direct sales efforts and mar- + UNIX SYSTEMS PROGS 

ket research. Additionally, the qualified applicant + SAS PROGS (6.06) 

will coordinate with R&D, international and Advertis- if you have these, or any other D.P. skills, please call 
ing department heads for product rollouts and en- TelTech today. Minimum 1 year experience. We will 
hancements. relocate/sponsor. Send resume/salary requirements 
to our Corporate Headquarters, for positions 
throughout the United States. 


Tel7ech 


Corporation 


39 Broadway, 32nd Floor, 

New York, NY 10006 

Attn: Margaret Whiting, Recruiter 
(212) 514-5440 1-800-648-2372 
24 hour Fax #: (212) 514-5504 
Equal Opportunity Employer M/F 


Position requires a college degree (MBA a plus) and 
a minimum of 3 years of related experience, includ- 
ing solid experience in software marketing manage- 
ment, as well as a proven track record overseeing 
distributor and major re-seller accounts. Communi- 
cations and/or utility software knowledge a real 
plus. Excellent interpersonal, presentation and cli- 
ent skills are essential. 


© ACMS/Rdb/Cobol or C 
© TELON/DB2/CICS 


Contact: Steve Contact: Dave 


1-800-248-9119 (617) 237-9119 
‘ Fax: 617-237-0723 
The Registry Y 
42 Washington Street, Wellesley, MA 02181 


An Affirmative Action/Equal Opportunity Employer Membernaccs The Registry 


We offer an excellent compensation and benefits 
package, including Medical/Life insurance, profit 
sharing plan, and paid vacation. For immediate con- 
sideration, please send resume and salary history in 
absolute confidence to: Vice President of Market- 
ing, DATASTORM, P.O. Box 1471, Columbia, MO 
65205. An Equal Opportunity Employer. 
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COMPUTER CAREERS 


Defeating the interview jitters 


Fast Track is a twice-monthly 
column dedicated to answering 
questions on career directions. 


BY STEVE FOGLE 
SPECIAL TO CW 


What are some good ap- 
proaches to answering 
the following questions dur- 
ing an interview: What are 
your weaknesses? What do 
you regret most during your 
time at company XYZ? And 
where do you see yourself in 
five to 10 years? 
Initials and town withheld 
A good rule of thumb is to be 
forthcoming. The answers to 
these questions will reflect how 
you fit into the organization. 

When asked the question 
about weaknesses, be sure to 
talk about where you have room 
for improvement and where you 
may need training and develop- 
ment. A company is hiring you for 
your strengths and what you can 
bring to the firm. 

In regard to the second ques- 
tion, talk about real issues and 
what you are looking for that you 
don’t have in your current situa- 
tion. This can help you develop a 
chemistry between you and your 
prospective employer. 

The question regarding where 
you see yourself in the next sev- 
eral years should once again be 
answered honestly. If you don’t 
know, say so. If you would like to 
be doing something completely 
different than the job for which 
you are applying, talk about that 
as well. A job change is a big move 
and your career is a big part of 
your life, so you want to have the 
best place for your talents. 


I have a master’s degree 
in biology and have 
worked for several years as a 
research biologist. During 
the past four years, howev- 
er, I’ve worked as a systems 
programmer/capacity plan- 
ner. How can I find a job that 
would combine my scientific 
training and information 
systems skills? Two fields I 
am considering are comput- 
er imaging and artificial in- 
telligence. 
Initials and town withheld 


TRACK 


CAREER ADVICE 
FOR THE ’90s 


The computer imaging and 

artificial intelligence sys- 
tems fields would be appropriate, 
but also consider computer-aided 
design, engineering and manu- 
facturing companies as well. 

I think there’s a demand for 
people with your biology back- 
ground, so you can probably le- 
verage yourself well in a medical 
or scientific environment. 

Consider a position with a uni- 
versity, research institute or 
pharmaceutical biotechnology 
firm. 


I’m a computer science 
major and would like to 
know what opportunities lie 
before me in the business 


world. Also, I’d like some in- 
formation on scholarships 
and grants. 
NP. 
Skokie, Ill. 
A Opportunities are rising in 
telecommunications, _ net- 
working and international posi- 
tions. You can gain experience 
and exposure early in your career 
through summer internships in 
an IS environment and by 
networking with local IS trade 
groups. Contact your college fi- 
nancial aid office regarding 
grants and scholarships. 


Where can I find the 
“Directory of Top Com- 
puter Executives”, which 
lists large computer users, 
the hardware they use, 
along with the address, 
phone number and contact 
names? 
S.M. 
Ottawa 
You can write to Applied 
Computer Research, Inc., 
P.O. Box 82266, Phoenix, Ariz. 
85071, or call (602) 995-5929. 


Fogle is regional director at the San 
Francisco office of the Alexander Group, 
a Houston-based executive search firm. 


We welcome your questions. 
Send them to Cathy Duffy, 
Careers Fast Track, Compu- 
terworld, 375 Cochituate 
Road, Framingham, Mass. 
01701, or fax them to (508) 
875-8931. Letters may be 
edited for brevity and clarity. 
Your initials and town will 
be printed unless you request 
otherwise. 





JOB SNAPSHOT 


Pick professionals 


> BEST EDUCATION: Information systems employers who 
use Pick Systems’ Pick multiuser operating system say when 
they hire professionals, they aren’t looking for a specific de- 
gree. What they are looking for is a knowledge of databases, 
operating systems, communications and general programming 
concepts. To some employers, having a bachelor’s degree is 
not even necessary: They say some of their best people are 
self-trained professionals without college degrees. 


> CAREER PLUSES: There’s so much Pick software around 
that Pick professionals are seldom without jobs, and interest in 
Pick seems to be growing because of its union with Unix and 
DOS. Pick projects tend to get shot down less than projects in 
other environments because of the operating system’s ex- 
pandability and flexibility, which make it easier and faster to 
complete projects without bringing the system down. Pick of- 
ten offers a wider exposure to IS (systems development, appli- 
cations development and end-user contact) because it tends to 
be used in smaller IS shops. 


> CAREER MINUSES: This small-shop popularity can also 
be a minus. Because Pick is mostly found in small, minicomput- 
er-based companies, it may limit financial rewards. Also, many 
Pick applications were developed in the 1970s, using hardware 
that is now obsolete. In addition, Pick developers can no longer 
count on being Pick-exclusive: They will have to learn Unix, C 
and DOS. 


> BEST JOB OPPORTUNITIES: Areas that have sizable 
Pick populations include Southern California, Florida, New 
York, Australia and England. While Pick use cuts across most 
industries, it has traditionally been strong in health care, distri- 
bution, accounting, marketing, retail and real estate. 


> REAL-WORLD ADVICE: The best way to get involved 
with Pick is to take the following steps: 

e Learn the language by reading books on Pick. 

e Join a Pick user group. 

e Attend seminars. Many commercial firms hold seminars in 
Pick; most course fees range between $500 and $1,000. Three 
popular Pick education firms are: 1) Comprehensive Computer 
Services in East Islip, N.Y.; 2) JES & Associates in Irvine, 
Calif.; and 3) Discovery Consultants in Reston, Va. 


Researched and written by Kathleen Gow, a free-lance writer 
based in Medford, Mass. 


SAUDI ARABIA POSITIONS 
¢ ADABAS/NATURAL DBAs 
¢ IBM/MVS PROJECT LEADER 
with 4 yrs. as Project Leader 
© DB2 DBAs 
¢ HP 3000 & MVS Systems Pgmrs. 
¢ IMS & HP 3000 Pgmr/Analysts 


$45,000 to $60,000 
DBA’s/DATA MODELERS 
PROGRAMMER/ANALYSTS 
DB2/IMS/CICS 


Recent acquisitions have resulted in the 
immediate need for experienced DB2-DBA's and 
Data Modelers and also aoe 
with DB2/IMS DB/DC or OB2/CICS experience 
in the Louisville, KY and Cincinnati, OH areas. 
Experience in large IBM environments utilizing 
Database and/or Data Communication products 
is preferred. We are developing large DB2 
applications and seek individuals with a sincere 
desire to utilize current skills and realize their 
growth potential 


For consideration, send resume or call: TCH, 
2020 ae r Tower, Louisville, KY 40202, 
(502) 589-3110, FAX (502) 589-3107 


NOLA 
AL ae 
NEW ORLEANS 
e ORACLE 


SYNON 


For 25 years, Keane, Inc., has been a leader in soft- 
ware development. Today we are a $95M company 
that practices a sound business ideology that has 
positioned Keane as one of the nation's most 
respected software development firms. We have 
been recognized as one of the best small compa- 
nies in America according to Forbes Magazine, 
Business Week and Financial World. 


US CONTRACT POSITIONS 
¢ SYBASE 
© AS400 or Systems 38 
© Novell/Token Ring 
© PC Specialists 


Our Minneapolis, MN office continues to grow and 
currently has immediate opportunities available for 
Programmer/Analysts and Senior Consultants who 
possess a minimum of 2 years’ experience utilizing 
AS/400 (Cobol or RPG) with SYNON. 


THE LESLIE CORPORATION 
10700 North Frwy., #370 
Houston, TX 77037 
FAX: (713) 591-0921 


Additional opportunities are available for 
Programmer/Analysts with: 

IMS DB/DC IDMS/ADSO 

DB2 CICS 

TELON AS/400-COBOL 

ORACLE ADABASE NATURAL 
Keane, Inc., offers competitive salaries, 
outstanding benefits, 401(k), training, and more 


NORTH CAROLINA 


Permanent & Contract 
© RPG Ill, SYNON 
Systematics, HOGAN 

@ VAX/ORACLE/ FORTRAN 
© EDI, DB2/CSP, Natural 2 
© MS-Windows, Sybase 


DataMasters eC 


Contract Placement Professionals 


“We're Looking For You” 


Currently staffing more than 100 offices 


If you are ready for a career with a professional 
in cities nationwide 


organization, call or write: Doug Moore at (800) 


Gresainin Ne? 27415 
919-373-1461 
Fax 919-373-1501 
Member NCA 
Call for Salary Survey 
Business Solutions 
People & Technology 


SEPTEMBER 9, 1991 


If you have 1 or more years experience in one 
of the above, Call Us Toll-Free at 1-800- 
347-1670, or send your resume to: 


2900 Energy Centre 
1100 Poydras St 
New Orleans, LA 70163-2900 
TEL (504) 585-7319 
FAX (504) 585-7301 


If you have a proven track record in the 
placement of MIS or CADD Professionals, 
send us your resume in confidence today! 


ynirorce 


301 Yamato Road Suite 4160, Boca Raton, FL 33431 


COMPUTERWORLD 


999-4581, Keane, Inc., 2901 Metro Ave., Suite 
#525, Bloomington, MN 55425. An 
Equal Opportunity Employer. 
Other opportunities available in: 
CT, MA, MD, ME, NH, NJ, NY, IL, 
PA, RI, OH, FL, GA. 





COMPUTER CAREERS MID-WEST 


PROGRAMMER ANALYSTS 
Come join the excitement 


That’s what you'll find when you join the In- 
formation Services Department of North 
America's largest lawn care company. We're 
expanding our operations and are spearhead- 
ing major advances in ChemLawn’s computer 
systems and technology: new hardware, appli- 
cations, network and software - and you can 
be a part of it! 


Currently we have several Programmer Ana- 
lyst positions available at our corporate head- 
quarters located in Columbus, Ohio. Experi- 
enced Programmers are needed in both our 
branch systems (AS/400) and mainframe sys- 
tems (IBM 4381) areas. 


As an Applications Programmer, you will be 
responsible for program development and 
maintenance, testing and de-bugging, as well 
as writing program and user documentation. 


Qualified candidates must have: 


e Degree in business or computer 
science 
3+ years’ programming experi- 
ence on EITHER 
- IBM AS/400 or System 38 
- IBM 4381 using CICS, SQL/DS, 

CMS in a DOS/VSE environment 

Working knowledge of COBOL 
Excellent written and oral 
communication skills. 


In return, we offer an excellent working envi- 
ronment, comprehensive benefit package and 
salary commensurate with experience and 
qualifications. Please submit your resume in- 
cluding salary history to: Employee Relations 
Manager, Dept. PA, ChemLawn Services Cor- 
poration, 8275 North High Street, Columbus, 
OH 43235. An equal opportunity employer 


ft. 
‘i ECOLAB: 


We care, and it shows. 


OUR CHALLENGE, YOUR 
OPPORTUNITY... 


Pittsburgh Business Consultants, Inc., a 


multi-million dollar data processing ser- 


vice firm, has recently been awarded two 


major systems development projects in 
Pittsburgh, PA. We are seeking profes- 
sionals with expertise in any of the fol- 
lowing areas: 


- APS 
Check Processing (CPCS) 
CICS 
ADABAS/NATURAL 
DB2 
IMS/DB DC 
CASE TOOL 


Systems Methodolgy 
Design 


PBC offers everything you expect from 


an industry leader including great oppor- 


tunity for career growth, a generous 
benefits package, and a competitive 


salary. For more information about these 


opportunities, please call, fax or write: 


Pittsburgh Business 
Consultants, Ine. 
PRET 7 lum Wile -mecl hci REY 
retetgel EYL 
PHONE (412) 391-0714: (800) 722-9820 
FAX (412) 391-0478 


¢ MAPICS 
e DMAS 

¢ CMAS 

¢ AS/400 


Opportunities in 
Atlanta 

Be a part of an 
Employee Owned 
Company! 


1-800-466-CMSI 

Computer 
Management 
Sciences, Inc 


2839 Paces Ferry Rd. 
Suite 120 


Zagsz2e 
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ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING WORKS ... 


Computerworld gives you large numbers of profession- 


als who work in your industry. 


When you’re recruiting computer professionals, it’s of- 
ten important to find ones with experience working on 
systems specific to your industry. From manufacturing 
to banking, healthcare to insurance, Computerworld 
reaches the right people in every major industry. 


Computer Vendor and Consulting 

Computer Manufacturer 
large-scale computers 
medium-scale computers 
small-scale computers 
personal computers 
technical workstations 

Software Vendor 
for large-scale systems 
for medium-scale systems 
for small-scale systems 
for personal computers 
for technical workstations 


Non-CPU Computer 
Products Manufacturer 


VAR/Deailer/Retailer 


DP Service Bureau/ 
Contract DP Services 


Consulting/Planning 
Manufacturer (not computers) 
Insurance 
Healthcare 
Banking/Financial Services 
Government Federal/State/Local 
Business Service (except DP) 
Communications Systems 
Public Utilities 
Transportation 
Wholesale/Retail Trade 
Education 


SOURCE: Skill Survey of Computerworld’s Audience, May 1989. 


Computerworld’s 


Audience 


152,534 
81,998 
38,160 
47,528 
35,316 
49,128 
25,526 

134,207 
59,196 
77,372 
63,545 
78,973 
27,005 


38,024 
28,652 


55,093 
89,851 
174,028 
54,721 
66,086 
101,111 
112,768 
41,407 
29,709 
55,627 
26,598 
113,584 
127,431 


To place your ad regionally or nationally, call John Cor- 
rigan, Vice President/Classified Advertising, at 800/ 


343-6474 (in MA, 508/879-0700). 


dil 


COMPUTERWORLD 


Where qualified candidates look. Every week. 
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PROGRAMMERS 


CONSULTANTS 


High Tech Environments 
High Performance Business Systems 
High Reward Lifestyles 


Be a part of an Employee Owned Company! 


OUTSTANDING BENEFITS 
EXCELLENT PROFIT SHARING 


Computer Management Sciences, Inc. 
1-800-552-CMSI 


ATLANTA FLORIDA 

2839 Paces 8663 Baypine Rd. 
Ferry Rd. Jacksonville, FL 
Hartford,CT Suite 120 32256 

06106 Atlanta, GA (800) 552-CMSI 
(203) 722-1729 30339 

(800) 466-CMSI 


HARTFORD 
111 Charter 
Oak Ave. 


PROGRAMMER/ANALYSTS 


We are currently recruiting for Permanent/Con- 
tract opportunities available immediately through- 
out the Pittsburgh area. Excellent benefits! NO con- 
tract to sign! Paid OT! 


OS/COBOL @ IMS/DLI @ CICS/VSAM IMS/DB/DC @ 
IMS/DBA @ DB2 @ CICS/APS @ EASYTRIEVE @ SAS @ 
IS © SHAW CL @ Hogan @ MSA ® Mc & Dodge ®@ 
Banking © PASCAL @ BASIC @ C @ DBASE 
Northeastern Executive Group, Inc 
Box 23412, Pittsburgh, PA 15222 
(412) 772-3599 


PROGRAMMER/ 
ANALYST POSITIONS 


SYSTEMS 
PROGRAMMERS 


1h 


mn 


* IMS DB/DC, DL1 
* NATURAL 


i 
256; 
Ris 


With at least 3 years experience in 
* CICS 


sag 
3 


if 


Pall 
if 
3 
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*2+ ORACLE/C/UNIX 
Case Tools/Proj. Lead 
Experience Preferred 

*2+ ADABAS/NATURAL 2 

°2+ CLIPPER 5.0 

“DATA ADMIN. MGR. 


Consultant & Permanent positions. 
available. Send resumes 


Box 9 - 7800 Stemmons Frwy 
Suite 310 

Dallas, TX 75247 

Call Donna 1-800-886-4SOS 
Fax 214-630-3536 


(iNT 
ONME 


Equal Opportunity Employer 
IS is a J-DL Company 


SOS SOS SOS SOS SOS 


* ADABASE 
OBOL 


ci 
* DB2/SQL * TANDEM 
* VM/MVS RPGII/Ill 
*VAX/VMS * IDMS/ADS/O 
“FOCUS *CLANGUAGE 


Please Send Resume to: 
1416 South 
Third Street, 
Louisville, KY 
40208 


* 502-634-1387 


*PL1 


re taal th) 
UNITED 
OR RRL) 


We provide Fortune 500 companies 
with consulting and programming 
services. We have immediate 
positions available for P/A in 
Kentucky, Ohio, Indiana, and 
Tennessee. We are the DB2 


Mainframe 


Recruit qualified com- 
puter and communica- 
tions professionals 
with the IDG Communi- 
cations Computer Ca- 
reers Network of five 
leading computer 
newspapers. 

Call 

Lisa McGrath 


at: 
ners 
508/879-0700 
for more details. 
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Rubbermaid Inc., Fortune 500's second most admired 
company and growing at a 15% annual rate, has 3 
immediate outstanding growth opportunities with our 
Commercial Products Division Headquarters in Win- 
chester, Virginia. 


CIM ANALYSTS 


Will analyze and evaluate existing or proposed manu- 
facturing systems and define solutions to satisfy busi- 
ness needs. Major responsibilities will include: lead- 
ing the systems effort for several major components of 
Rubbermaid Commercial Products CIM (Computer 
Integrated Manufacturing) as part of a cross-func- 
tional team; define the requirements for the division 
CIM project by reviewing existing policies and prac- 
tices and simplifying those activities to the essential 
elements; evaluate and select from alternative solu- 
tions the best fit for the division's short and long term 
requirements; define, design, and implement the cho- 
sen systems in coordination with cross-functional user 
groups as part of an integrated business systems plan. 
Requirements include: Bachelor's Degree in Com- 
puter Science or Business; 10 years experience in 
applications development with a background in CO- 
BOL and CICS; 7 years experience with large scale 
computer systems with an emphasis on IBM; 5 years 
experience in manufacturing and distribution systems 
(MRP, DRP) integration project life cycle analysis, 
design, development and implementation; 3 years of 
Technical Project Management experience. 


If you want to play akey role in our ambitious growth, 
forward your resume with salary requirements to: 


SEAN P. GILLESPIE 
RUBBERMAID COMMERCIAL 
PRODUCTS, INC. 

3124 Valley Avenue 

Winchester, VA 22601 


Equal Opportunity Employer 


Rubbermaid 


RUBBERMAID 
COMMERCIAL 
PRODUCTS INC. 


Software Professionals 


EPCOM is a Software Consulting compan 
focused on Open Systems technologies. Grow 
has created several openings for professionals 
with 5-10 years experience in the following : 
Database Analysts and 
Application Programmers 
with experience using: 

* ORACLE ° DB2 
*INFORMIX ~+*SYBASE 


Software Engineers with 
experience in development of 
embedded microprocessor 
applications. BSEE required. 


Programmer/Analysts with 
experience in: 

VM *JCL +TSO 

° DB2 * COBOL 
Application Programmers 
with experience in : 

° UNI ¢ X-Windows 

°C * MOTIF 


Project Manager with 
experience developing 
—— systems using: 
*UNIX = + X-Windows 

* Relational Databases 


EPCOM_ offers comprehensive benefits, 
including premium salaries, medical, dental, 
vision, disability, holidays, vacation and more. 
For consideration forward your resume to: 


EPCOM Corporation : 


671 East Elmwood E com) 


Troy, Michigan 48083 
An Equal Opportunity Employer 


Relational 
Databases 


Real-Time 
Systems 


Systems 


X-Windows 


Project 
Manager 
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COMPUTER CAREERS MID-WEST 


Data Processing ... Engineering ... Telecommunications 


Dallas 


Infomart 
Sept. 16-17 


Houston 


Sheraton Grand 
Sept. 3-Oct. 1 


11:30 - 2:00 
4:00 - 7:00 


Career Trends & Tips Seminar - 10:30-11:30 Mondays 
Job Hunting Skills Necessary for Success in Today's Difficult Times 


Abbott Laboratories 
AGS Information Service 
American General Corp. 
American General Lite 


Amherst information Systems 


Amris 

Andersen Consulting 
Antrim 

CAP GEMINI AMERICA 
CIBER, Inc. 

CHC 


Comp-u-Staff 
Computer Assistance 
CSC Partners 
Cutler/Williams 
Cybertek 


Marion Merrell Dow Inc. 
McLane Data Systems 
NTS, Inc. 

Scott & White 

Software Solutions, inc. 
Sprint 

SSBA America 
Systernware Prot. Services 
FoxMeyer Drug Company Tandy Technology 
Kelly Technical The Systerns Group 
Lee Apparel Valic 


* All companies may not be in both fairs. 


Equal Opportunity Employment Fair 


if unable to attend, please send your resume to: Career Fair Coordinators, 
PO Box 1458, Dept. CW, Coppell, TX. 75019 


THE LEADING TECHNOLOGY FAIR FOR THE SOUTHWEST 





Programmer/Analysts 


Take your career to new heights when you join the team at Systems & 
Programming Consultants, serving an impressive list of clients across the 


southeastern United 


States. SPC provides a complete range of contra: 


and consulting services from offices in Atlanta, Charlotte, Nashville, 
Orlando and Tampa. We currently have professional opportunities for 
programmer/analysts with a minimum of two years’ experience in any of 


the following areas: 
BANKING 
M&1LOANS 
AFS Ill 
HOGAN 
4000 
ACLS 
ACAPS 
CA DEPOSITS 


SOFTWARE DATABASE 
CSP IDMS 

CICS DB2 

C. UNIX IMS DB 

IMS DC 

M&D 


Send or fax a resume today, including the _ les 
office location you prefer. Roach New Neh” 
212 South Tryon Street, Suite 1660, Charlotte, NC 28281 


OmEGA 
SYSTEMS 
160 N. Craig St. 


PROGRAMMER/ANALYSTS 
& SYSTEMS PROGRAMMERS 


FOR CAROLINAS 
AND SOUTHEAST 


Numerous opportunities 
exist for on-line and data 
base applications P/A’s as 
well as systems programmers 
and DBA’'s. Fee Paid. Please 
call or send resume to 


Keith Reichie, CPC 
Systems Search, Inc. 
203 Heritage Park 
Lake Wylie, SC 29710 
803/831-2129 


(Local to Charlotte, NC) 


Pittsburgh, PA 15213 


Fax 803/831-8630 


you can Go Home Again! 
Especially When Home is Pittsburgh. . . 


GGG 
When you're from Pittsburgh you know the reasons to come back 
home...we are one big city that hasn't lost its human scale... 


affordable cost of living ... the culture...the sports ... Spectacular 
natural setting ... the list goes on and oni And...if you are an 
energetic DP Professional, with at least 2 years experience, and 
know you're a cut above the rest, theres. yet another good reason 
tocome home to Pittsburgh ... OMEGA SYSTEMS, Ahighly 
visible leading-edge software consulting company, we hire only 
the highest quality professionals. Currently, we seek talented 
individuals with experience in one or more of the following: 

- AS/400 

-EDI 

- VAX COBOL 

- MANTIS 


UNIX 
-OS/2 
- SAS - TECH WRITERS 
We offer highly competitive compensation, attractive benefits, 
stimulating technical environments and ample opportunity for 
career development. Call, mail or fax your resume to: 
Phone: (412) 681-7575 = Fax : (412) 681-8128 


Florida, Ohio, Upstate New York, 
Washington D.C. 


C.P.U., Inc. a leading 
provider of value-added 
Management consulting 


@ IEF/IEM 
@ DB2 
@ HOGAN 


services to Fortune 500 
companies, has openings 
for computer profession- 
als with a minimum of 
three (3) years data - 
cessing experience. TOP 
salaries and fringe bene- 
fits including 401K Plan, 
relocation assistance, 
training, and tuition re- 
imbursement. 


@ AS/400 w/PRMS 

@ TELEPHONY 

@X WINDOWS 

@ UNIX C 

@ NOVELL 

& TANDEM 

@ 370 ASSEMBLER AFP 


Fax or forward resume 
and salary history to: 


CORPORATE 
RECRUITING 
CENTER 


5360 Genesee Street, Bowmansville, NY 14026 


FAX: 716-684-3669 





OFC: 716-684-3667 





Because of our long-term recruitment 
success, we continue to place 100% of 
our national media advertising 


in one publication. 
Computerworld. 


Stephen J. Kukoy is not only President of 
National Computer Associates, but also 


President of Abacus Consultants, Inc. in Den- 


ver. Having been in the recruitment business 
for nearly 15 years, he knows the critical 
role advertising plays in finding the best 
qualified professionals. He also knows 
where his recruitment advertising dollars are 
best spent. 


Founded in 1971, National Computer Asso- 
ciates (NCA) is an exclusive group of private 
firms dedicated to importing and exporting 
computer personnel on a national basis. 
With an active membership of 30 firms 
throughout the United States, Great Britain, 
Canada, and Australia, NCA is virtually a 
network of “branch offices’’ working to- 
gether to place the best qualified IS profes- 
sionals in the right jobs. Today, NCA’s ag- 
gressive growth and strategic market posi- 
tioning make recruitment advertising more 
important than ever. 


‘Since Computerworld is the most re- 
spected professional newspaper for com- 
puter professionals, we believe it’s our most 
direct means for reaching our entire target 
audience - programmers, systems, analysts, 
and IS directors ... operations, technical 
support, telecommunications, and PC pro- 
fessionals ... even vice presidents and presi- 
dents. And with its national reach, Comput- 
erworld is the perfect place to tell these IS 
professionals about how NCA, with its 
pooled resources and industry expertise, 
offers them a wider variety of jobs in more 
companies in just about every location. 


“Because of our long-term recruitment suc- 
cess, we continue to place 100% of our na- 
tional media advertising in one publication. 
Computerworld. Time after time, Comput- 
erworld produces top-calibre candidates - 


-Stephen J. Kukoy 
President 
National Computer Associates 


qualified professionals who are truly inter- 
ested in keeping their careers abreast of 
the industry's rapid changes and trends. 


“Looking ahead, we expect several factors 
to escalate our recruitment advertising 
needs - the growing demand by clients for 
greater selectivity, an increasingly special- 
ized industry, a continually mobile market- 
place, and NCA’s expansion into the lucra- 
tive European marketplace. As this all hap- 
pens, we intend to increase our advertising 
budget in Computerworld proportionately. 


‘*Computerworld recruitment advertising has 
been equally successful for Abacus Consult- 
ants. Although we've experienced many 
such situations, one specific instance comes 
to mind. After local advertising proved un- 
successful for finding a particularly hard-to- 
find individual in the Denver area, the client 
gave us the go-ahead to advertise national- 
ly. We ran one recruitment advertisement in 
Computerworld - and got an instant re- 
sponse from just the candidate we were 
looking for - right here in our local area. It 
just goes to show that Computerworld deliv- 
ers far better candidates than any other 
source. 


Computerworld. We're helping serious em- 
ployers and qualified information systems, 
communications, and PC professionals get 
together in the computer community. Every 
week. Just ask Stephen J. Kukoy. For all the 
facts on how Computerworld can put you in 
touch with qualified computer protessionals, 
call John Corrigan, Vice-President/Classified 
Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


Where the qualified candidates look. Every week. 
COMPUTER CAREERS HAST 


1 800 343-6474 


IN MA 508 879-0700 
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Box C, Clearwater, Fla. 
4090. J.0.# 0484127. 
SEPTEMBER 9, 1991 


FIND OUT WHY SO 
LL he sg ea | 
HIGHER QUALITY OF LIFE 

OL Shs aL 


Florida offers affordable 
housing lower than aver- 
age taxes and reasonable 
commute times. Some of 
the most dynamic 
employers in the U.S. have 
chosen Florida due to the 
positive economy AND 
relaxed lifestyle. 

We are specialists in help- 
ing top performers secure 
permanent or consulting 
positions. Please contact 
us for consideration 
Application Development 
Systems Programming & 
DBA Software Engineering 
COMPUTERPEOPLE, Dept 514 
2005 W. Cypress Creek Rd, Ste 3 


12225 26th Street N 
St Petersburg FL. 33716 
813-573-2626 
“Serving Tampa Bay’ 

20 N Orange Avenue, Ste 1400 
Orlanda FL 32801 
407-236-9706 
“Serving the Orlando Area” 


COMPUTERPEOPLE 
ted) 
Pea ee 


ATLANTA 


SOUTHEAST 
(404) 447-8773 


Opportunities 
Contract or Permanent 


BRANNON 
& TULLY 
eras 
eee OU lay 


SUN/C/UNIX/MS-DOS 
TANDEM-TAL/CASE 
AS400/DEC/ACMS 
DB2/ORACLE/INGRES 


Brannon & Tully, inc. 
RE Bae eae mR CRE 
Lear CT Cle Ore 
404-447-8773 
404-729-9803 Fax# 


Member NACCB 


Computer 


© ASAOO RPGIII $S1K. P/A, S/A & P/L 
oa MFG, MAPICS, FINCL or 
MAKTG Exp 


© International S/A, P/A, Europe & 
Middle East. $D0E. 


© INGRES $55K P/A S/A& PL openings. 
© SAS S45K Scientific Appl./Database 
exp. 


© VAX/VMS, MNGR $38K. 
© Al Regs. PhD. To $95K. 


Contact Tom Traynor 


Traynigs 


40 Gibbs St. 

Rochester, NY 14604 
(716) 325-6610 

FAX (716) 325-1077 « 


AFFILIATES an 
NATIONWIDE @Qe== 


ONSULTANTS 


JMR is located in St. Louis with a 
branch in Omaha. We have cur- 
tent needs which require a mini- 
mum of 2 years practical experi- 
ence in the following: 
1BM: COBOL, COBOL Il; 
IMS DB/DC; DB2; Sybase; 
IDMS/CICS, IDMS/ADSO; 
Ins App-CICS (Macro/Cund), 
COBOUXPEDITER 
VAX: COBOL, Fortran, Focus, 
Informix, Oracle, Ingres, 
Rdb, Powerhouse 
UNIX/VAX Sys. Maas. 
Prime: Info, Info/Basic, Pick 
Tandem: All levels; Base 24 
Misc: UNIX, C, C++; CARS; 
Express (4GL); Commander 


JMRoss & Assoc., Inc. 


P.O. Box 1724, 
St. Louis, MO 63043-0621 
(314) 434-1976 
FAX (314) 434-0952 
NACCB Member 


ae 
SEI Information Services 


a division of Sykes Enterprises, Incorporated 


—Linking Service to Technology— 
SEi Information Services , a leader in application solutions, 
programming services, and technical publications, has challenging 
employment opportunities for programmers, programmer! 
analysts, system programmers, technical writers, and technical 
illustrators. |f you have two or more years of experience in any of 
the following areas, we want to hear from you. 
+ Platforms: VMI/CMS, MVS/TSO/ISPF, VSAM, AS/400, RS/6000, 
UNIX, PICK, AIX, OS/2 PM, VS, BURROUGHS, 
MS WINDOWS, X-WINDOWS 


C, COBOL, COBOL I, SCOBOL, RPG II!, REXX, 
CLIST, PL/1, RAMIS 


+ Languages: 


+ Database 
Software: IMS, IMS DB/DC, SQL, CICS, DB2 


* Communications: TCP/IP, SNA 


* Applications: MICROFOCUS WORKBENCH, APS CASE TOOL 
IDMS, ADSO, HOGAN, FOCUS, TANDEM, TAL, 
EASEL, DDE, GEOGRAPHICAL INFORMATION 
SYSTEM (GIS), FINANCIAL APPLICATIONS 


* Publishing Tools: DESKTOP PUBLISHING, BOOKMASTER, SGML. 
MIL-SPEC, CORELDRAW, DRAWMASTER 


At SEi you can expect an excellent salary and a competitive 
benefits package. To apply, contact the technical recruiter at any 
of our regional offices by calling or by sending your resume. 

SEi Information Services 

Eastem Region 


8000 Ri y Parkway 
Suite 288 


Cary, NC 27511 
91 pr 0215 
919} 460-9094 Fax 


SEi Information Services 
Southeastem Region 
11300 4th Street North 


te 245 
St. Petersburg, FL 33716 
813) 577-1475 (oa asin 
813) 578-1372 Fax (408) 433-1111 Fax Ei 








COMPUTER PROFESSIONALS 


OUR EXCELLENT REPUTATION IN THE 
DATA PROCESSING INCUSTRY AND 
SOLID CLIENT BASE WILL OFFER YOU 
THE OPPORTUNITY FOR PROFESSIONAL 
GROWTH. WE HAVE SPECIFIC NEEDS 
FOR CONTRACTORS AS WELL AS 
PERMANENT EMPLOYMENT. 

PERMANENT 


© P/A'S (ALL LEVELS) 
- DB2/TELON 
- HOGAN, BAL, COBOL, IMS DB 
- AS400, S/38, RPG Ill 
- ADW OR IEF 


¢ SYS ANALYST 
- RS6000, UNIX/AIX, DOS, P&C 
INSURANCE A + 
- IBM M/F, PC, VMS, COBOL, C, NETVIEW 


* SYS PROG 
- IBM M/F, ALL TYPES, BAL A+ 
- BAL, REXX OR CLIST 
CONTRACT 
© ADW OR IEF 
¢ CLIENT SERVER 


D.P. SPECIALISTS, INC. 
DEPT. CW 

2041 ROSECRANS AVE., STE #106 
EL SEGUNDO, CA 90245 


PHONE: 213/416-9846 
FAX: 213/416-9003 


Be A Part Of The 
information 
Engineering Elite. 


Eagles International's Advanced Technol- 
ogy Group is a recognized world leader in 
Information Engineering. 

Phenomenal growth has created oppor- 
tunities for highly qualified: 


information Engineers 
IEF Case Tool 
ISP, BAA 
BSD, Fechnical Design 
Construction, Implementation 
IEW Case Tool 


Write, phone, or fax Eagles International, 
where the rewards for performance are 
substantial. 


EAGLES 


EAGLES INTERNATIONAL 
15851 Dallas Parkway, Ste. 501 Dallas, TX 75248 
Phone:(214) 450-5900 Fax:(214) 450-5901 
Toll-free: (800) 800-6785 


COMPUTERWORLD 


COMPUTER CAREERS 


ENGINEERING/TECHNICAL 


SR. SOFTWARE 
ENGINEERS 


UNIX PROGRAMMERS 


E-Systems Garland Division, a leading supplier of high 
technology electronic systems, is seeking experienced 
UNIX Programmers. 

Positions involve software development, software 
test, tools development and software integration. Quali- 
fied applicants must have a four-year technical degree 
and a minimum of three years of recent programming 
experience in working with UNIX and “C” on large-scale 
computer systems. Knowledge of systems and network 
interface and relational databases desired. Preference 
given to those with object oriented design or expert sys- 
tems experience. 

E-Systems offers competitive salaries and an out- 
standing benefits program that includes medical and 
dental insurance, a 401(k) plan, and a company-paid 
Employee Stock Ownership Plan. Qualified candidates 
should send a resume detailing work experience and 
salary history to: Locke Alderson, Senior Staffing Repre- 
sentative, E-Systems, Inc., Garland Division, Department 
42 B, Post Office Box 6600023, Dallas, Texas 75266- 
0023. 


= E-SYSTEMS 


The science of systems. 


US. Citizenship Required. 
An Equal Opportunity Employer, M/F, V, H. 


ANALYSTS 


Top of the 
Industry 


brmance, you must 
T: . Vantage 
pp performer in 
e insurance and 


providing creativg 
financial service, 


achievement. 
record of agg 
customers. 
to the top. 


ge 


Computer Systems, Inc 





COMPUTER CAREERS 
RECRUIT THE BEST! 


CONSULTANT/PROGRAMMER 
ANALYST - With minimal super- 


Ce TTT Le 


Cacos RDB 


All-in-One 
N INGRES 
XWindows 
S IMS DB\DC 
SYNON 
VMS, C 


Careers! 


© PROG.-P/L. To $S1K. HOGAN/DB2/ 
Case/ Methodology /CICS. 

© P/A’s to $42K. DBZ. TELON and 
CICS. 5 yrs. new development 

© AS/400 RPG/Ill. SYNON. COBOL. 
Multiple positions. 2-8 yrs. exp 
with salaries to $SOK+ 


Place your ad in regional or 
national editions of Comput- 
erworld’s Computer Careers 
section. For more informa- 
tion, call Lisa McGrath at 


800-343-6474 (in MA, 508- 
879-0700). 


© P/A To $SOK. Consulting opptys. 
Min. 2 yrs. AS/400-S/38 APG II 


esp 


Electronic Systems Fersonnel 
#1800, 701 4th Ave. South 


Minneapolis, MN 55415 
(612) 338-6714 


3295-S. 
later than October 9, 1991. EOE. EMPLOYER PAID AD. 


NIEF CASE 
DB2 DBA coe 
DB2, PL/1 ee 2 FAX (612) 337-9199 
STARLAN MF; 40 hi ‘ate: aon 00; NATIONWID Qe: 


COMSYS 


* Call for Free 
‘91 Salary Survey * 
Atlanta, Colorado Springs, 
Research Triangle, 


Phoenix & Washington, DC 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING WORKS ... 


Computerworld gives you only qualified computer profes- 
sionals. 


ENGINEERING PROGRAMMER 
ANALYST NEEDED: To analyze, 
test and design structural 

Dept. CW ee ee a 

P.O. Box 7947 
Gaithersburg, MD 
20898-7947 

Fax :301/921-3670 


CAREERS SOUTHEAST 

ae AE 

CICS Prog Analysts To S45K 
(COBOL DB2 Datacom) 

IMS Prog Analysts To $37K 
(COBOL DB2 DB/DC 

IDMS Prog Analysts .. To $37K 

ADS/0 COBOL 


BE arse ng ct Unlike the readers of Sunday or daily newspapers, every 

nor systems Prog. Toss | | Meeting and technical person Computerworld reader is an experienced computer profes- 

ose Systems Pops... ToS sional. In fact, the majority of Computerworld’s audience 

Perf/Tune SOL COBOL CICS . ’ 

MVSIESA Sys Prog. To SASK has experience beyond three years. What’s more, some sub- 
scribers have been reading Computerworld ever since its 
first issue in 1967. Simply put, Computerworld delivers far 


Controls 

(PC and PLC based) 

With integrity and 2 personal touch we 
Textile Mfg. represent top local/regional compamies 

more than just job candidates - it delivers qualified job candi- 

dates. 


Implement 
tem. System to ee ‘desired 


To design and develop indus- Aithates Uatonante 
trial conmels. BS. ia CONTACT BRAD MOSES 


Computer Science or Ap- Znronsanion 
plied Mathematics; Two § 
YSTEMS 
Proressionacs 
P.O. Box 41212 


years experience with LOMI- 
CONT agg oe ona 

Raleigh. NC 27629 
(919) 954-9100 


FAX: (919) 954-1947 


developmen: 
software system. 
$28, oy a cr 
M. on 4:30 


Programmi: es, language 
req'd. $32,600/year. Reply 
to CW-65403, Comput- 
erworld, Box 9171, Framing- 
ham, MA 01701-9171 


come Years in Current Job Function 
Reported by Computerworld’s 


Audience of 629,204 


| Morethan3years = than 3 years 


| MorethanSyears than 5 years 


TELON Prog/Anai's 

ASSEMBLER Prog/Anal's 

DB2/SQL Prog/Anal’s 

CICS Prog/Anal’s 

IMS DB/DC Prog/Anai's 

PL/1 Prog/Anal’s. 

IDMS-ADS/O Prog/Anal’s 

FOCUS Prog/Anal's 

AS/400-S/38 Prog/Anal’s 

TANDEM Prog/Anal’s 

HP 3000-COBOL Prog/Anal's 30-37K 
VAX/COBOL Prog/Anal’s..... 32-36K 
ADABAS/NAT Prog/Anal’s.... 30-37K 
ORACLE/SOL Prog/Anal’s... 35-45K 
MSA or M&D Prog/Anal's.. 33-45K 
DB2 or IMS DBA’s 

EDP Auditors 


North Carolina's largest employment 
agency. in business since 1975. 300 afi 
ates. Opportunities in the Southeast and 
nationwide 


Computer Task Group has the vision to conquer 
tomorrow's technology. If you want real challenges 
in Relational Data Base, Information Engineering 
and telecommunications, CTG is the place to be. 
Be a part of our vision if you are are experienced in: 
IMS DB/DC 
LAN Development 
AS 400 
Orade ; 
information Engineering Ee ae than 12 years 
DB/2, CICS System i 
CNE 
Project Management 
Ifyou have the talent we wil reward you with excellent 
| Compensation and benefits. We have openings in all 
| Our midwest branches. Call: 


| #CHICAGO Linda Santerini 

} eCINCINNATI: Dave Schroeder 
| CLEVELAND: Faith Schlabach 
eCOLUMBUS Jonn Martinski (614) 268-8883 
eDETROIT: Kim Roe (313) 746-6090 
eINDIANAPOLIS: Walt Householder (317) 573-2323 
eLOUISVILLE: Bob Miller (502) 429-5888 
eMERRILLVILLE: Ralph Villanucci (219) 738-1908 
eMILWAUKEE Jane Vos (414) 223-3777 
ePITTSBURGH: Karen Browne (412) 323-8600 


or send or Fax your resume to: 
Computer Task Group 
Attn.: Kathy Kennedy 
Dept. 910905 
(513) 793-6611 i = 
FAX (513) 793-6793 
Equal Opportunity Employer 
82 COMPUTERWORLD 


| Morethan years | than 8 — 
3705-320 Latrobe Drive, Box 221739 
Charlotte, NC 28222 (704) 366-1800 


Attn: Rick Young, C.PC. 


SOURCE: Skill Survey of Computerworld’s Audience, May 1989. 
(312) 648-1084 
(513) 793-6611 


(216) 524-6441 To place your ad regionally or nationally, call John Corrigan, Vice 


President/Classified Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


ul 


Where qualified candidates look. Every week. 


H 


i 
i 


8044 Montgomery Rd 
Suite 200 
Cincinnati, OH 45236 
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COMPUTER CAREERS 


Computerworld/Corptech Career Index 


COMPUTER SOFTWARE COMPANIES — Total employment of the 1,800 firms surveyed increased from 69,239 one year ago to 


74,349 today, with over a quarter of those companies beefing up their work forces by an average of 28% 


58 sh 
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SYSTEMS 
CONSULTANTS 


Phone: 615-292-1594 
FAX: 615-292-8344 


SEPTEMBER 9, 1991 


ary Mid 60s plus bonus. For im- 
mediate consideration call or fax 
information. SEARCH 
Effective Search Inc. 
Chuck Miller CPC 

301 N. Main, Ste. 1390 
Wichita, KS 67201 


Fax 316-267-9187 
Phone 316-267-9180 


TANDEM 


PROGRAMMERS 
COBOL/PATHWAY/ 
TMF/SQL 
Hirng NO ! 

Up to $50.00/hr 
Excellent Locations! 
Call Mr. McCue 


DATA ARTS & SCIENCES INC 
National Division 
8 Strathmore Rd. 
Natick, MA 01760 
508-651-1314 


800-327-0437 
Fax: 508-651-2936 


Kirk/JASTECH 
6100 Fairview Rd., #1140 
. NC, 28210 


800-849-9896 

FAX 704-553-7435 
(as 
LTT 


PIA FT/Contract 
Rae 
advanced communication a + 
ADABAS NATL2 
Construct, Predict 3.1 A+ 


CICS Cobol 


securities processing or 
custody/personal trust 


SAGE SOLUTIONS 
212-714-2599 
FX: 212-714-2558 
875 Ave. of Americas, #2305 
New York, N.Y. 10001 


690+ POSITIONS 
NATIONWIDE 


PNM NS Soe 0G 1) 
AS cL OMS, ADSO 
Ses. 

OM aloo h AN e) 

C. UNIX, X-WINDO 

CASE (IEF, IEW) 

COBO! S alk ssa (8 

EDP AUDIT 
TANDEM 


P/A’s, S/A’s 


ae ee Ua 
212 N, 34th St., Dept C 
Rogers, AR 72756 
501-631-1300 
501-631-1551 (fax) 
Bar Re RI Oe ui | 
Nationwide ready to 


CONSULTANTS 
WANTED 


P. Murphy & Associates, Inc. 


4405 RIVERSIDE DR., SUITE 100 
BURBANK, CA 91505 
(818) 841-2002 en 552-0506 
FAX: (818) 841-2122 
Member NACCB 


CONTRACTORS 
ALL TECHNICAL SKILLS 
NATIONWIDE 
REQUIREMENTS 
Maximize your and 
your baing rate. We mall your 
at no cost to you. (AS/400 in 

particular demand) 

Send your resume to: 
JKL E: Inc. 
500 Hort Coleg, ae 108 

FAX: (704) 333-0233 
Or Call: (704) 786-7718 


Nea NAL BS 
WITH CLIENT COM 
PANIES & THRU 
AFFILIATES NATIONALLY 


$30,000-$65,000 
© CASE © DB2 © CICS © ORACLE 
© 0S/2—PRES. MGR. © TCP/IP 
© UNIX © VMS © MVS/ESA/XA 


Mail or fax resume or call 
Howard Levin 


RSVP SERVICES 
Dept C, Suite 614, 
One Cherry Hill Mall, 
Cherry Hill. NJ 08002 
(800) 222-0153 
FAX: (609) 667-2606 


Assistant Data 


Processing Manager 
$50,414 - $64,818 


Reports to the Director of Information Services. 
Responsibilities include Technical Support, Com- 
puter Room Operations, Scheduling and Input/ 
Output Control. 


B.S. ree in Computer Science or a related 
field. ‘anced degree is preferred. 5 years 
experience in a medium to large IBM environ- 
ment operating under VM/VSE with extensive on- 
line and batch operations. 4381 experience 
preferred. Experience must include management 
of Technical Support, Computer Operations, 
Scheduling and Input/Output Control. The candi- 
date must demonstrate strong managerial skills 
that include strategic planning, project manage- 
ment and personnel development. 


will be ac until Se: 
melker ah VENI, and mony bo cbtuieed 
from and submitted to: 


The City of Hartford EOE 


Personnel Department, 550 Main Street, Hartford, CT 06103 


| Processing 
in Paradise 


N For talented DP professionals, this is the 


career you've always dreamed of...in 
beautiful, sunny Tampa, Florida. And 
what's even better is the fact that you'll be 
working for one of the country’s leading 
data processing consulting firms — 
Computer Horizons Corp. 

We have exciting positions available for 
qualified Programmer Analysts with 
knowledge of any of the following: 

* IMS DB/DC * INFORMIX - 4GL 
* DB2/CSP * UNIX/C 

* COBOL II/CICS * TANDEM 

* CARRIER ACCESS BILLING SYSTEMS 
In addition to the pace and challenge that 
only an industry leader can provide, you'll 
enjoy a competitive salary and a generous 


Because You're The Best 
Wesson, Taylor, Wells 

one of the nation’s premiere 
software consulting firms — 
has challenging careers 
across the country for top 
programmer/analysts with 
application development 
expertise 


DEC VAX, SMARTSTAR 
Rdb or Oracle 


SOFTWARE 
CONSULTING 
SERVICES 


TANDEM 
COBOL, PATHWAY, TAL, 
SCOBOL,C, SQL.X.25 
STRATUS 
PL1,COBOL,C,ON/2 
Fulltime/Consulting Positions 


available in the US/ABROAD 
VAX MUMPS ORACLE IBM 


ae 
COMPUTERS INC. 


Call Irwin 
800-582-JOBS 
FAX (212)967-4205 
124 W. 30th St. Suite #302 
New York, N.Y.10001 


COMPUTERWORLD 


(203) 722-6340 


Nationwide 
Computer Career 
Specialists 


DP or Tech experience? We 
have immediate opportunities if 
you have the right experience! 
@ DBADM’S 
ALL DATABSES 
@ PROGR/ANALYSTS 
DB2 
IMS DB/DC 
AS/400 
COBOLICICS 
IDMS 
ORACLE/VAX 
@ COMMUNICATIONS 
SNAIT-1 
NCP/VTAM 
@ TECH SUPPORT 
MVS SYS PROGR 


VAX CLUSTER MGR 
CICS SYS PROGR 


Mail resume or call to discuss 


'.0. Box 369 
West Hurley, N.Y. 12491 
[914] 679-4050 


UL IEY A) 


PROGRAMMERS 
COBOL/DMS 1100 . .to $45K 
COBOL/DMS I! to $42K 
MAPPER .. to $40K 
LINC I to $45K 
EXEC or MCP to $50K 
TRAVELING P/A's . .to $45K 
JR. P/A's (2 yrs exp) . to $35K 
Permanent placement for 
UNISYS Programmers and 
Ana’ throughout the US. 
FREE service to candidates 


aa 


714/964-2822 


P.O. Bo: 
] 


benefits package that includes tuition 
reimbursement, a 401(k) plan, relocation 
assistance, health/ dental/life insurance 
and liberal vacation time. Stop dreaming. 
send your resume and salary requirements 
in confidence to Brooks Davis. In 
Florida, call (813) 626-6366 or Fax (813) 
621-1629. Outside of Florida, call 
1-800-533-9295. 


COMPUTER 
HORIZONS CORP. 
3710 Corporex Park Drive 


Suite 250 
s Tampa, Florida 33619 
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1991 Conference 


ACAPULC 


This is your chance to learn how A. 
to improve your business and 
meetwith other computer contracing 
business owners and discuss the 
burning issues of the 90’s! Learn and 
network in a luxury setting at 
recessionary prices. 
Wed., Oct. 23 to Sat., Oct. 26, 1991 
Acapulco Princess Hotel 


For more info, call: 
(800) 880-1240 





COMPUTER CAREERS 


Now you have a better way to recruit 
university and college students 
planning computer careers: 


Computerworld’s fourth annual 


Campus Recruitment Edition 


Issue Date: October 31, 1991 
Close: September 27, 1991 


nel 


em If you recruit top computer career students on 
America’s campuses, your message in this special 


issue will target more of them than any other 
newspaper or magazine! 


Now you can recruit computer talent on 
campus without leaving your office! 
That’s because 135,000 copies of this special 
issue will be distributed to America’s best 

and brightest students enrolled in Information 
Systems (IS), Computer Science, Computer 
Engineering, Electrical Engineering, and just 
about any other computer-involved curricula 


Finally you can cost-effectively reach 
the quality and quantity of students 
a the comfortable confines of carpus you need! 


parent Gae O Career wa \formation sxptems 


And you can do it with just one ad in 


Computerworld's Campus Recruitment Edition! For a 


rate card reflecting complete campus distribution, call John Corrigan, Vice 
hurr 


President/Classified Advertising, at 800/343-6474 (in MA, 508/879-0700). But 
y ... this issue closes September 27, 1991 


Planned Editorial Features 
(subject to revision) 
e Companies where computer career students want ¢ Merits of an Electrical Engineering degree for 
to work. And their top choices for: Information a computer career. 
Systems, Engineering, Sales & Marketing, ¢ Information Systems salaries from 
Technical Support, Research & Development. Computerworid’s annual survey with the Data 
¢ Prospects for minorities in computing Processing Management Association 
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Legal Eye is a monthly column 
exploring legal issues and their 
impact on information systems. 


BY JOEL B. GILMAN 
SPECIAL TO CW 

or information systems 

departments, disputes 

with vendors are about 

as common as a cold day 

in Alaska. It makes 
sense, then, for IS professionals 
to learn the fine art of conflict 
resolution. 

Conflict resolution can take 
many forms, from sitting down 
with the other side and talking 
over a cup of coffee to fighting it 
out in a multimillion-dollar court- 
room battle. 

Obviously, battles aren’t an 
ideal method from anyone’s per- 
spective, so it is worthwhile to 
learn as much as possible about 
less extensive alternatives. Basi- 
cally, there are three such alter- 
natives: negotiate, mediate and 
arbitrate. 


Open ears 

Too often, professionals view 
contract disputes as holy wars, 
wherein no quarter is given or 
asked. But consider this: Does an 
IS professional’s job duties really 
include wearing a suit of armor 
and wielding a sword? A far more 
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Resolving vendor disputes outside of court 


sensible approach is to simply lis- 
ten to what the other party has to 
say, without drawing any conclu- 
sions as to the rightness or 
wrongness of their position. Be- 
sides, the company will save vast 
sums of money every time an IS 
professional keeps a conflict out 
of the lawyer’s hands. 

An IS professional whose job 
responsibilities include negotiat- 
ing with vendors or customers 
may want to pick up Getting to 
Yes (Fisher and Ury, Penguin 
Books, 1983). It is a simple, 
straightforward book that ex- 
plains the difference between 
constructive negotiation and ver- 
bal combat. The book demon- 
strates that the idea is to focus on 
interests, not on positions, per- 
sonality differences or supposed 
wrongs already committed. The 
book starts out with the premise 
that it is in both parties’ best in- 
terest to resolve a dispute. 

If face-to-face negotiation 
breaks down into an endless ar- 
gument, an IS professional can 
also consider mediation. 

A number of communities of- 
fer both private and publicly 


funded ‘‘dispute resolution’’ ser- 


vices. These services feature 
trained mediators who help the 
disputants stay focused on the is- 
sues and who help them identify 
common interests on which to 


-IBM SPECIALISTS - 


AS/400 + SYS/3X 


BUY - SELL - TRADE - LEASE 
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IBM COMPATIBLES: 


build a solution to the conflict. 

Mediation often works simply 
because an uninterested third 
party is there to help both sides 
think straight — something 
that’s not always easy to do in 
the heat of an argument. The me- 
diator neither judges the situa- 
tion nor suggests who is right or 
wrong. His role is simply to keep 
the discussion on the issues, help 
the parties see each other’s in- 
terests and assist both sides in 
finding alterna- 
tives. 

The pluses to 
mediation are 
that it’s com- 
pletely voluntary, 
and it’s binding 
only if both par- 
ties agree on the 
outcome. Media- 
tion is also quite 
inexpensive. For 
this reason alone, it is almost al- 
ways worth a try before filing a 
lawsuit. 

But mediation is not a pana- 
cea. For it to work, both parties 
have to be willing to hear what 
the other side has to say. For ex- 
ample, for an IS professional to 
insist “T’ll see you in court if you 
don’t give in’”’ can be disastrous 
unless he has previously consult- 
ed an attorney to see where he 
stands. 


TAR a rt 
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Although frequently confused 
with mediation, arbitration is 
quite a different process. In arbi- 
tration, an independent arbitra- 
tor renders a decision, after lis- 
tening to presentations by both 
parties. Arbitration is very much 
like going to court, except that 
the arbitrator doesn’t wear a 
robe or sit at a high bench. 

There are many options in ar- 
bitration. Most states have an ar- 
bitration system as an adjunct to 

the courts. Not 
; surprisingly, 
i these forums are 
> quite formal and 
te follow legal rules 
Li ©§=— and procedures. 
x However, a 
number of private 
arbitration _ser- 
vices are also 
available. An IS 
professional can 
locate an arbitrator with particu- 
lar expertise in computer system 
contracts, for example, through 
the American Arbitration Associ- 
ation and a number of similar or- 
ganizations. 

The greatest advantage to ar- 
bitration over going to court is 
that the disputing parties can 
shop around for an arbitrator who 
really understands the business 
issues involved. If the disputants 
go to court, the case will likely be 


heard by a judge or jury who do 
not have a background in com- 
puter transactions. 

A number of arbitration and 
mediation services have 
emerged in recent years. These 
usually employ retired judges, 
with the same informality of arbi- 
tration or mediation sessions. 
However, these services can of- 
ten provide the worst of two 
worlds. 

As arbitrators, retired judges 
are no more likely to have the 
specific expertise in your field of 
business than are active judges. 
Further, retired or not, judges 
usually have no particular train- 
ing in mediation skills, which is 
crucial for an effective mediation 
session. 

If all three steps fail, the IS 
professional can still go to court. 
However, a lawsuit can be un- 
imaginably expensive. To press 
even a small suit, a company can 
expect to pay a minimum of 
$20,000 in attorney’s fees, wit- 
ness fees and court costs. 

Then there is the amount of 
time the company will have to put 
in taking depositions and locating 
documents, which helps the at- 
torneys prepare for trial. 

And don’t forget the personal 
agony involved. Most people 
who’ve been through a trial say 
they would rather have a root ca- 
nal. 


Gilman is an attorney in Seattle who 
practices in the field of computer law. 
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BUY -LEASE-SELL 
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610 BRYAN ST. ® PO. BOX 71 ¢ OLD HICKORY, TN 37138 
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-UPS SYSTEMS 
*POWER CONDITIONERS 
“STANDBY GEN SETS 
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AS/400 
370) 


CPU's, Features 


Upgrades & Parts for 


Immediate Delivery. Installed by our 
Engineers or Yours. All Hardware 
Tested & Certified for 

IBM Maintenance. 
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DATA PRODUCTS 


FAX 


(714) 970-7000 (800) 745-1233 (714) 970-7095 Fax 
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BUY SELL RENT 
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ANAHEIM ES 9000, RISC6000 
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Suite 296 Point of Sale 
Anaheim +CAD/CAM 
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MicroVax 
VAX 6000 
VAX 8000 
PROCESSORS 


PERIPHERALS 
UPGRADES 


800-553-0592 


IN MN 612-931-9000 


612-931-0930 
12800 WHITEWATER DR. 
MINNETONKA, MN 55343 


XEROX 


3700 
4045 
4050 
4090 
8790 
9790 


Tntegrity... the Spectra difference | 


A full line IBM, Digital and Xerox dealer 


10250 Valley View Road, Suite 149 


Eden Prairie, Minnesota 55344 


® Data General 
® Sun 

® Data Products 
®cDCc 

© PC Equipment 


= inc 


(617) 982-9664 


FAX 
(617) 871-4456 


Peer 


Me 


By the thousands. 

As a result of our thousands of purchases of 
new and used IBM systems of all sizes, shapes 
| and descnptions, we are offering you great 
savings on IBM AS/400's, 36's, tapes, drives, 
pninters and penpherals, as well as all upgrades. 

As a specialty, we offer multiplexors, 
modems, protocol converters and PS/2's 

If you have a need to buy or sell, call us first 
and DEAL DIRECT with the 
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In CA, dial (714) 735-2102, 205 East Sth Street, Corona, CA 91719 
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BUY @ SELL @ TRADE ® RENT @ LEASE 
Processors @ ® Systems 
All in Stock - Immediate Delivery 
All warranted to qualify for manufacturer's maintenance 
ConAm Corporation 
It's Performance That Counts! 
213/419-2200 
FAX 213/419-2275 


VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 
© Fast Tumaround © Dependable Products 
© Upgrade/Add-On Flexibility 
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BUY ¢ SELL ¢ LEASE 
4381 © 3725/3745 © 3380 * 3480 
¢ All peripherals ¢ Feature Work 


¢ IBM MAQ ¢ Upgrades 


Salem Computer Group 


(800) 727-5999 LOLS: Fax (919) 661-3400 


WE 
Buy - Sell - Lease 
New endl ttead IBM eet 
AS400 - System 36, 38, 43XX 


SHORT TERM RENTALS 


Call 800-238-6405 83) —_ 
ane 


IN TN 901-372-2622 

COMPUTER BROKERS, INC. 

2978 Shelby St., Memphis, TN 38134 
“Since 1974” 


COMPUTERWORLD 
Classified 
Marketplace 


gives you buyers 
with extensive 
purchase influence. 


Data General 


- Large inventory of new & 
used DG equipment available 


products 

for the entire range of infor- 
mation systems, as well as 
related products and servic- 
es. 


So if you’re selling computer 
a one services, ad- 
vel in newspaper 
that delivers buyers with 
volume _purchasi influ- 
ence. Advertise in = 
erworld’s Classified Market- 
place! 


Call: Level 6 Systems 
1-216-951-2221 


BE 


For more 
information, call 


(800) 343-6474 
(in MA, 508/879-0700). 


The BoCoEx index on used computers 
Closing prices report for the week ending August 30, 1991 


IBM PC Model 176 
XT Model 089 
AT Model 099 
AT Model 239 
AT Model 339 
PS/2 Model 30-286 
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PS/2 Model 60 
PS/2 Model 70P 
Compag Portable II 
Portable 286 
Portable 386 
SLT 286 
LTE 286 
Deskpro 286 
Deskpro 386/20 
Apple Macintosh Plus 


$1,150 
$3,200 

$700 
$1,100 
$1,900 
$1,600 
$1,700 

$800 
$2,150 

$750 
$1,100 
$3,550 
$3,750 
$5,200 


$1,500 
$3,600 
$1,050 
$1,300 
$2,100 
$1,700 
$1,800 
$1,000 
$3,000 

$975 
$1,250 
$3,600 
$4,300 
$5,400 


$1,000 
$3,100 

$700 
$1,000 
$1,500 
$1,550 
$1,600 

$700 
$2,000 

$700 
$1,050 
$3,500 
$3,750 
$5,100 


Telex: 3785891 
Fax: 615/875-5199 
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President 
Computer Reserves, Inc. 


Computer Reserves, Inc. 
of Pine Brook, NJ is the 
leading nationwide loca- 
tor of computing servic- 
es. According to Presi- 
dent Don Seiden, their 
mission is to help po- 
tential buyers locate 
data centers that best 
meet their exacting main- 
frame specifications. 


“Our customer base in- 
cludes just about every- 
thing from A to Z. | see 


Computerworld's Market- 


place Pages being read 
by an excellent cross 
section of professionals 
...who are in a position 
to use our services. For 
10+ years, no other 
Classified advertising ve- 
hicle...has been as fruit- 
ful as Computerworld's 
Marketplace Pages in 
delivering results. 


““.ult’s clear that the larg- 
est percent of our adver- 
tising-generated leads 
come from one source - 
That's why Computer Re- 
serves is now running in 


Computerworld's Market- 


place Pages - our tried- 
and-true advertising plat- 
form - every week.” 


Computerworld's Market- 


place Pages. It's where 
computer buyers meet 
computer sellers - every 
week. Sellers and buyers 
such as Computer Re- 
serves who advertise in 


Computerworld's Market- 


place Pages to get re- 
sults. For all the facts, 
call John Corrigan, Vice 
President/Classified Ad- 
vertising, at 800/343- 
6474 lin MA, 508/879- 
0700). 
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Software 


O Extensive field edits and 
table 


O Screen Painter and 
MenuManager included 


800-533-6879 


@ scs — ae eee FAX G05) 320-4051 


In Burope: SCS Europe, Lad. 0753-36550 = FAX 0753-36765 
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* PC/Mainframe Data Interchange 
* 1600/3200/6250 BPI 

* 486/386/AT/XT/PC/PS-2 

* DOS, UNIX, XENIX Support 


DIGI-DATA 


800/782-6395 FAX 301/498-0771 
Education/Training 


JAD Training in The METHOD” 


ATLIS PRI's CASE Integrated JAD Technique 
for Systems Design Facilitation 


Rockville, Maryland: September 18 - 25 
October 16-23 
November 6 - 13 
For Course Description or Registration 
Call: (301) 770-3000 
or Contact: ATLIS Performance Resources, Inc 


11 Executive Bivd. 
Rockville, MD 20852 


ATLIS 
he 


Performance 
Resources, Inc. 


Business Opportunities 


629,000 IS/DP 
Professionals 
see the 
CLASSIFIED 


MARKETPLACE 
each week. 


FOR SALE: 


IBM Midrange 
Custom Software Co. 


Multiple industry 
ialties. Active 
since 1980 in CO, 
Call for LA, and TX. 
advertising Howard Pitts, Pres. 
information: Lions Bay 


P.O. Box rar 
(800) 343-6474 


(In MA., 508-879-0700) 


Beaumont, TX 77726-7741 
(409) 866-4784 
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Ilia technokegies 


Innovative, Responsive, 
Quality 


a few words that describe 
the most complete 
computer processor 


offering 


IBM 3090, MVS/XA, 
MSA, DB2, VM/HPO, 
TSO, CICS/VSAM 
and a multitude of 
third party software 


the complete source for 
... Outsourcing ... 


1-800-443-8797 


14300 Sullyfield Circle 
Chantilly, Virginia 22021 


OUTSOURCING AND 
REMOTE COMPUTING 


@ IBM MVS/KA 
Environment 

@ DB2, IDMS/R, Model 
204 and 4GLs 

@ Professional Support 


@ AS/400 

@ Full Supporting 
Services 
- Media Conversion 

Laser & Impact 

Staff Print Facility 

@ Experienced - Application 
Migration Manage- Programming 
ment Team @ Technical Support 

@ Simplified Pricing @ 24 Hours a Day - 
and Invoicing 7 Days a Week 


May & Speh, inc. 


1501 Opus Place, Downers Grove, IL 60515-5713 


1(800) 729-1501 


For More information Contact: Tony Ranieri 


How to.get a better return on your 
AS/400 or System/38 investment 
We have the experience and knowledge 

to help increase your computer's 


productivity because we understand 
your business needs. 


Design @ Programming ® Consulting 
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Serving the Texas Area 


It’s the 


Classified 
Marketplace REMOTE 


COMPUTING 


Go.Shopping. in... 
Computerw 
CLEASSIFI ED 
MARKETPLACE 
Call for all 
. the details 


(800) 343-6474 


(In MA., (508) 879-0700) 


Reach Computer 
Professionals 
Where They 
Shop For: 


COMPUTERWORLD 


®We locate COMPUTER 
TIMESHARING, includ- 
ing OUTSOURCING on 
ALL mainframes. 


®Since 1968 we have 
found your LOWEST 
prices from over 800 
nationwide data 
centers. 


®NEVER a charge to the 
Bi r, because our fee 
is paid by the Seller. 


(201) 882-9700 


COST-EFFECTIVE 
COMPUTING SERVICES 
for TODAY and.... 
TOMORROW 

COMDISCO COMPUTING 
SERVICES CORP. 

Provides you with: 

REMOTE COMPUTING 


COMPUTER OUTSOURCING 
FACILITY MANAGEMENT 


Featuring: 
© IBM® CPUs and Peripherals 


© Systems Software: 
MVS/ESA, MVS/XA, TSO/E, 
ISPF/PDF, CICS, VM/XA, VM/SP, 
DOS/VSE, HPO, CMS 


Application Software: 
Database Management 
plication Development 
ae GLs Graphics 
Statistical Analysis 


Multiple Communications 
Methods 


e Technical/Operations/ 
Production Support 


e Automated Tape Handling 
© ULTRA-Secure Data Center 
e Advanced Laser Printing 

e Disaster Recovery Services 


Call: Robert Marino 


201-896-3011 


COMDUCO 


COMDISCO COMPUTING 
SERVICES CORP. 
430 Gotham Parkway, Carlstadt, NJ 07072 


REMOTE COMPUTING ® OUTSOURCING 
© VM/370 
© CMS 
© DOS/VSE 


OVER 150 SOFTWARE PRODUCTS 


®@ DEVELOPMENT ® DEBUGGING 


@ PRODUCTIVITY @ PERFORMANCE 


© TELENET 


© TYMNET 
©® SEARSNET ® IBM INFORMATION NETWORK 


EXTRAORDINARY CUSTOMER SERVICE 
MIGRATION MANAGEMENT 


SYSTEMS, INC 


815 Commerce Drive, Oak Brook, IL 60521 


MVS/ESA - DB2- LIBRARIAN 
CICS - TSO - SAS - ADABAS 


Outsourcing 
& Computing 
Services 


*24 Hours/7 Days 

*Superior Technical Support 
«Worldwide Access 
Uninterrupted Service 
*On-line/Batch/RJE 

*MICR, Laser & Impact Printing 
*Media Conversion 


908 -685-3400 


Committed to Excellence in Quality Service and 
Customer Satisfaction 





“We can easily tie a number of 
new company accounts directly to 
our Computerworld Direct 


Response Card 
advertising.” 


As President of Telepartner International 
(formerly Packet/PC) head-quartered in 
Farmington, Connecticut, David Kimball is re- 
sponsible for telling the entire computer in- 
dustry about Synchrony, the company’s 
new management software program for IBM 
3270 and compatible PCs. He’s also re- 
sponsible for finding the most cost-effective 
way to get their sales message to a large 
number of people. So he runs a regular ad- 
vertising schedule in Computerworld Direct 
Response Cards. 


“Synchrony is specifically designed to ad- 
dress the needs of an emerging market. In 
the past few years, the trend toward more 
complex cooperative processing on remote 
PCs has made PC software files increasingly 
difficult to control. Synchrony's easy-to-use 
integrated program allows different depart- 
ments within a large company to distribute, 
retrieve, install and update data and appii- 
cations on PCs - automatically and with reli- 
able built-in controls for true change man- 
agement. 


“Since Synchrony is intended for companies 
needing to disseminate information to vast 
numbers of people within dozens of differ- 
ent departments, our primary audience is 
the Fortune 1000. Telepartner International 
must target the senior managers who are 
responsible for business applications on 
hundreds of PCs. With Computerworld being 
The Wall Street Journal of the computer 
profession, Computerworld Direct Response 
Cards give us the greatest reach to regular 
readers in the entire computing arena. 


“That's particularly important to us, as, with 
any emerging market, Telepartner In- 
ternational is faced with the classic chal- 
lenge of clearly identifying the right people 
to reach in the sales process. With Comput- 
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-David Kimball 
President 
Telepartner International 


erworld's Direct Response Cards, we reach 
a readership that's representative of peo- 
ple in all categories related to computer 
business. 


‘And we're more than pleased with our re- 
sults. Compared to all the others, Comput- 
erworld’s Direct Response Cards are at 
least twice as effective. We consistently re- 
ceive as many as 300 leads with each card 
we run. And over a year’s time, we can eas- 
ily tie a number of new company accounts 
directly to our Computerworld Direct Re- 
sponse Card advertising. 


“The truth is... we're virtually struggling to 
keep up with our current response load. 
Month after month, quality leads and sales 
success show us that Computerworld Direct 
Response Cards are the most effective way 
to reach more of our potential audience - 
faster and easier.” 


Computerworld Direct Response Cards give 
you a cost-effective way to reach Comput- 
erworld’s powerful buying audience of over 
135,000 computer professionals. Every 
month. They're working for Telepartner In- 
ternational - and they can work for you. Call 
Norma Tamburrino, National Account Man- 
ager, Computerworld Direct Response 
Cards, at (201) 587-0900 to reserve your 
space today. 


DIRECT RESPONSE CARDS 
Where you get direct access to quality sales leads. 


- | 1800 343-6474 


IN MA 508 879-0700 
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INDUSTRY 
ALMANAC 


INVESTMENT OUTLOOK: 
WIRELESS LANS 


Users are likely to demand wireless local-area net- 
work technology to connect their portable person- 
al computers and laptops, according to vendors 
that attended a recent Bear, Stearns & Co. tech- 
nology conference. 

A recent Frost & Sullivan, Inc. report said 40% 
of networked terminals in U.S. businesses are 
moved, added or changed in a given year. Installa- 
tion and hardware maintenance were responsible 


STOCKS 


THIS WEEK’S HIGHLIGHTS 


e Knowledgeware, Inc., which recently said it will ac- 
quire Intellicorp, Inc., nosedived 6 points — or 20% — 
last week to 23% after the resignation of its president 
and chief operating officer. Intellicorp fell % of a point, 
closing Thursday at 2%. 

e Personal computer hardware and software stocks were 
active last week. Adobe Systems, Inc. plummeted 5 
points to 46; the firm recently announced that Apple 
Computer, Inc.’s System 7.0 operating system will sup- 
port Adobe’s font technology. Apple fell 2 points to 51, 
and Microsoft Corp. dropped 5% points to 804. 

e Intel Corp., which is being sued for antitrust violations 
by rival Advanced Micro Devices, Inc., fell 3% points to 
47%. AMD slipped 2 a point to 11%. 

e Digital Equipment Corp., whose chief financial officer 
turned in a surprise resignation last week, skidded 212 
points to 61%. Meanwhile, IBM increased 2% to 98%, 
and Unisys Corp. slid % of a point to 542. 


for the largest chunks of 1990’s $12 billion LAN 
maintenance market, the New York-based market 
research firm said. Motorola, Inc. and NCR Corp., 
which presented their wireless LAN products to 
Bear, Stearns, said their wireless products can 
help users address these LAN issues. 

The following is a look at what the companies 
are offering: 


Computerworld Friday Stock Ticker 


CLOSING PRICES FRIDAY, SEPTEMBER 6, 1991 


TOP PERCENT GAINERS TOP PERCENT LOSERS 52-Week 
7 icorp Inc. -20, 


34.78 62.25 
. 4. suniecben. -20: 
Motorola's Altair ‘O77 c. 18.64 


LSI Logic Corp. 8. 
The Schaumburg, Ill.-based company first intro- a oe & 
duced Altair, a grand plan for wireless network 
technology, in October 1990. Four months later, 
Motorola unveiled Altair Wireless Ethernet, a Peneaphtcystene 
product that provides wireless connectivity for up era 
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to 32 users on an Ethernet LAN. 

Altair, which uses spread-spectrum radio tech- 
nology, was designed to be end-user installable, 
said Mil Ovan, senior marketing manager. Motor- 
ola has approximately 100 million wireless custom- Communications and Network Services 
ers worldwide, including subscribers to its cellular 10.50 
phone technology, Ovin said. 75 


The user component of Altair, which connects ais 
to PCs and peripherals, costs $995. The control 56.25 
module, which routes radio signals to appropriate 
network nodes, is priced at $3,995. Altair can help 
cut down the cost of LAN installation because us- 


ers can set it up, Motorola said. 


Wall Street wisdom 
Comparison of investment ratings for 
major wireless LAN players 

Alex. Bear, Donaldson, ‘prudential Shearson 
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NCR’s Wavelan 

Wavelan consists of an antenna and a card that plug 
into PCs, workstations, servers and bridges. Like 
Motorola’s product, Wavelan uses radio frequency 
to transmit data. The cost is $1,390 per node. Se- 
nior product manager Daryl Maddox emphasized 
that AT&T’s technology ‘“‘vision’” matches NCR’s 
goal “‘to be in the standards-based network com- 
puting business.” 

The Dayton, Ohio-based firm outlined three 
phases for wireless implementation. In the first, 
wireless technology is used where cable is difficult 
to install because of either cost or physical location. 
The market is currently moving from this phase to 
the next phase. In stage two, wireless is used as an 
alternative to copper cabling to extend existing 
LANs or add new ones. 

Phase three will unravel when wireless technol- 
ogy provides faster data-transfer rates, better reli- 
ability and cheaper prices compared with cable. 
Users will then replace existing copper infrastruc- 
tures with wireless ones. 
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NEWS 


DEC calls more hosts to CIT 


BY JOANIE M. WEXLER 
CW STAFF 


MAYNARD, Mass. — Digital 
Equipment Corp. will announce 
tomorrow a _ next-generation 
version of its Computer-Inte- 
grated Telephony (CIT) prod- 
uct. Dubbed Callcenterplus, the 
CIT-compatible follow-on will in- 
tegrate additional host platforms 
and voice applications into a “‘su- 
per call center,” a DEC spokes- 
man said last week. 

CIT allows companies to com- 
bine information residing on a 
computer database with voice 
telephone calls to beef up user 
productivity. 

DEC’s Callcenterplus will in- 
tegrate ‘‘more hosts and a whole 
group of third-party voice appli- 


Client/server 


FROM PAGE 1 


remotely, said Frank Michnoff, 
an analyst at Meta Group, Inc. in 
Westport, Conn. 

“When we get asked to have a 
person 500 miles 
away hook into a sys- 
tem, it’s a problem. 
There is no client/ 
server dial-in,’ said 
J. Michael Barefield, 
manager of data ad- 
ministration and 
end-user computing 
at McDermott, Inc. 

Given how much 
vendors have been 
talking about client/ 
server architec- 
tures, the tools 
should be there, ana- 
lysts and users agreed. But they 
are not, so migration is glacial. 

“T think people are making a 
big mistake if they think [they 
can] move mission-critical appli- 
cations over to this kind of envi- 
ronment now,” said a director 
responsible for applications de- 
velopment at a large Midwest- 
ern insurance association. 

Carol J. Anderson, vice presi- 
dent of information technology 
at TTX Co., an IBM 3090 shop 
in Chicago, said, ‘These tools 


The outlook 


TTX’s Anderson: 
evaluating client/ 
server tools 


cations, such as facsimile,’”’ the 
spokesman said. DEC’s CIT al- 
ready supports DEC VAX/VMS 
computers. The spokesman add- 
ed that the new Callcenterplus 
will also support reduced in- 
struction set computing-based 
Ultrix and VMS systems. 


Fax focus 

One CIT user said he would “‘like 
to integrate fax with our Micro- 
vax so I could electronically dis- 
tribute media releases to our 
season ticket holders.” Roger 
Long, systems manager at the 
Denver Nuggets basketball 
team, said he invested half a mil- 
lion dollars in DEC’s CIT last 
April to provide sales and mar- 
keting representatives with a 
daily on-screen file of sales pros- 


pects. The user touches a key, 
and the application automatically 
dials the stored phone number. 
Depending on how compre- 
hensive the integration is and 
whether other vendors’ host 
platforms are included, DEC 
could leapfrog IBM in this area. 
“My understanding is that 
DEC is going a step beyond what 
IBM has done with Directtalk,”’ 
said Tom Nolle, president of 
Cimi Corp., a consultancy in 
Voorhees, N.J. Directtalk is one 
of IBM’s CIT products. 
Announced in July, Directtalk 
runs on a Personal System/2 or 
RISC System/6000. It inte- 
grates telephony applications 
from IBM’s Rolm Systems tele- 
phone switches with databases 


on any IBM platform. 


are late in coming to market.” 
She added that the lack of tools 
such as autobackup and auto- 
recovery in current client/serv- 
er configurations concerns her. 

Barefield said he is waiting for 
integrated data dictionaries and 
development tools. Users pin- 
pointed the database 
area as particularly 
lacking. 

Hilly Fuchs, as- 
sistant vice presi- 
dent of information 
systems at Conti- 
nental Grain Co. in 
New York, said the 
company is “putting 
some client/server 
up to see how it 
works.” He said the 
experiment will 
gauge the client/ 
server platform in 
terms of performance, reliability 
and disaster recovery. Continen- 
tal has 400 personal computers 
connected to an IBM mainframe 
via 3270 gateways. 

Even where tools do exist, us- 
ers often find they must struggle 
with complexity and integration 
issues, as well as learn a whole 
new language, Michnoff said. 

Fuchs said Continental is 
looking at Microsoft Corp.’s 
SQL Server as a back end but 
lacks the tools needed to inter- 


Client/server tool technology is expected to go through three generations 
during the next five years, according to one consulting group 
Client/server tools time line 


Mainframe 
applications get new 


Market grows from 
$60 million to $100 
ion. 


End users get their 
first taste of desktop 
extension and love it. 


Source: Forrester Research, Inc. 
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Vendors promote Ind 
their tool sets as “one | ven 
faces and new lives. size fits all.” by 


End users dig in their 
it 


aie explodes, 
then stalls — ends 
e 50 milli 


ndent tools 
lors are gobbled up 
Borland, Microsoft 
and Lotus. 


Market growth 
a, then 
reignites. 


Full-scale client/server 
becomes commonplace 
in the es 1 Nom 


Hrnid tees 


CW Chart: Janell Genovese 


face with the back-end box. 

Len Miller, a vice president at 
Metropolitan Life Insurance Co. 
in New York, has already taken 
the client/server plunge and has 
proclaimed it “‘doable.”’ 

Met Life has rewritten appli- 
cations from an extensive Bull 
HN Information Systems, Inc. 
minicomputer environment onto 
DOS-based PC LANS and serv- 
ers torun at 1,000 sales office lo- 
cations throughout the U.S. Ini- 
tially, he admitted, it is a gamble 
“because there is so much op- 
portunity for architectural 
change.” 

Steve Spanier, a consultant at 
Netrends in Sunnyvale, Calif., 
agreed that some users are im- 
plementing downsizing projects, 
but he added, “It’s messy — it’s 
not perfect.” 

What is needed, he said, is col- 
laboration among mainframe and 
microcomputer vendors — for 
example, IBM and Novell, Inc. 

“You can do almost anything. 
It’s a matter of how much you 
want to create yourself,” Mich- 
noff said. 


This is it 


“Client/server” is one of 


tant at Creative Research 
Strategies International. 
He says there are two ap- 


tion is moved to the desk- 
top, the LAN provides 
lower-cost links to the host 
(which becomes an ‘‘over- 
blown hard drive”), and 
central control goes to the 
client/server. The second 
is PC-driven, which in- 
volves a stand-alone client/ 
server network. 
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Microsoft lifts curtain on Excel 4.0 

Microsoft Corp. officials recently offered a peek at some of the 
upcoming features of the Windows-based Excel 4.0. Among 
the add-ons in the Excel 4.0. prototype is a customizable tool 
bar, a function similar to the smart icons feature in Lotus De- 
velopment Corp. ’s 1-2-3 for Windows. Also included is a devel- 


Cisco grabs Oracle executive 

Router maker Cisco Systems, Inc. has appointed Oracle Sys- 
tems Corp. alumnus Douglas C. Allred as vice president of cus- 
tomer advocacy. Cisco said Allred is responsible for its custom- 
er engineering, customer service, marketing and information 
systems functions. He replaces Cisco co-founder Sandy Ler- 
ner, who left the firm in November 1990. 


3Com ships 3 millionth adapter 

3Com Corp. celebrated shipment of its 3 millionth Ethernet 
card by announcing plans to design and build adapter-board 
chips that combine software within the silicon. The chips will 
be used in 16- and 32-bit Ethernet cards for Industry Standard 
Architecture, Extended Industry Standard Architecture and 
Micro Channel Architecture buses for coaxial and twisted-pair 
wiring. The initial chips should ship in the first half of 1992. 


BT, DEC link network management 

British Telecommunications PLC and Digital Equipment Corp. 
launched a joint development program to link their respective 
network management systems, Concert Integrated Manage- 
ment System and Decmcc. Peer-to-peer interaction will be fa- 
cilitated through Open Systems Interconnect Network Man- 
agement Forum protocols. This in turn will provide integrated 
management of the range of networking devices and services 
supported by each. Interoperability between the two systems 
could be demonstrated at Telecom ’91 in Geneva next month. 


Justice Dept. and Unisys settle 

The U.S. Department of Justice and Unisys Corp. agreed to 
settle criminal and civil charges of the Ill Wind investigation 
and three other cases in New York, New Mexico and Texas. 
The settlement total will not exceed $190 million, Unisys said. 
The cash impact in 1991 could be less than $10 million. Unisys 
Chairman and Chief Executive Officer James A. Unruh predict- 
ed that the financial impact on operations will be “minimal.” 


IBM licenses XGA 

IBM will license its Extended Graphics Array (XGA) chip set to 
Inmos, an SGS-Thomson’s Microelectronics Group subsidiary. 
This is said to be the first in a series of moves to proliferate the 
XGA standard. Inmos expects to begin shipping XGA chip sets 
in the first half of 1992. IBM gets particular Inmos device driv- 
er codes and soon plans to ship an XGA chip evaluation unit of 
the XGA chip for the Industry Standard Architecture bus. 


i preference. 

Seeneal ageless” al anal wen ccamndine maaan 

qualified dependents will be eligible to receive medical, dental, 
tion, bereavement leave and expatriate assignments. 





Intel to extend its reach 
into network management 


BY JIM NASH 
CW STAFF 


SANTA CLARA, Calif. — Intel 
Corp. is expected this week to 
dive into the network manage- 
ment arena. According to docu- 
ments obtained by Computer- 
world, the chip monolith plans to 
announce three new manage- 
ment tools and an upgrade for a 
fourth product. 

Slated for fall delivery are 
Netsight Sentry, Netsight Ana- 
lyst and Netsight Professional. 
Intel is expected to update Lan- 
sight, a network management 
utility for Novell, Inc. systems 
that was picked up in May along 
with the assets of Lansystems, 
Inc. 

Intel originally planned to re- 
lease its new management line 
on Sept. 4 but postponed the un- 
veiling. A news conference with 
Inte] President and Chief Execu- 
tive Officer Andy Grove is now 
scheduled for Wednesday to in- 
troduce the products. 

Intel officials declined to com- 
ment on the introductions. 

Sentry is a firmware network 
monitor designed to gather sta- 
tistics for Token Ring and Ether- 
net networks. The product is 
software combined with a per- 
sonal computer add-in board. It 


Buyout 


FROM PAGE 1 


CA’s approximately $283 
million bid for Pansophic would 
make the mainframe systems 
software house CA’s largest buy 
since the $333 million purchase 
of Cullinet Software, Inc. two 
years ago. 

Meanwhile, Pansophic cus- 
tomers interviewed last week, 
though noticeably uneasy, 
adopted a wait-and-see attitude 
pending further details of yet an- 
other string of complex acquisi- 
tions by CA. 

Dominique Laborde, CA’s re- 
search and development vice 
president, said the pending ac- 
quisitions ‘play into CASE an- 
nouncements coming [from CA] 
next month.” 


IBM a factor 

In addition, according to La- 
borde, “On-Line was dealing 
with IBM” on IBM’s Informa- 
tion Warehouse, a strategy to 
provide users with easier access 
to corporate data. 

CA, he said, “will be working 
with [On-Line’s data access] 
technology,” possibly by reviv- 
ing On-Line’s project to develop 
the second generation of Ramis, 
a fourth-generation language 
that operates with multiple data- 
bases. 

“This could happen,” said Ed 
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is priced at $1,995 for Ethernet 
and $2,995 for Token Ring. 

Analyst ($995) is a software- 
only protocol analyzer on a flop- 
py disk that runs on any PC 
above an Intel 80286. It analyzes 
Transmission Control Protocol/ 
Internet Protocol (TCP/IP), In- 
ternet Packet Exchange (IPX) 
and Apple Computer, Inc. Apple- 
talk packets on Ethernet sys- 
tems only. 

Professional combines real- 
time monitoring and protocol 
analysis of Ethernet and Token 
Ring nets. It analyzes TCP/IP, 
Appletalk, IPX, Banyan Sys- 
tems, Inc. Virtual Networking 
Software, Xerox Network Sys- 
tems, Digital Equipment Corp.’s 
Decnet and Open Systems Inter- 
connect protocols. 

The Token Ring version is 
priced at $8,995. Ethernet ver- 
sions will cost $7,995. 

Lansight, renamed Lansight 
Support, is a revised utility that 
gathers real-time configuration 
information from Novell work- 
stations and file servers from re- 
mote consoles. The update, ac- 
cording to the release, cuts by 
80% the network traffic created 
when Lansight is used. It will 
cost $395, the release said. Up- 
dates for users of Lansight Ver- 
sion 2.0 will cost $195. 


Acly, a software analyst at Inter- 
national Data Corp. in Framing- 
ham, Mass. 

He also said Pansophic’s Pan- 
valet library control tool gives 
CA a huge presence in the li- 
brary control market — a pos- 
ture “that could be very signifi- 
cant if [IBM’s}] AD/Cycle ever 
catches on.”’ Pansophic’s Telon 
adds a Cobol generator to CA’s 
portfolio. 

However, Acly said, “I see no 
master plan here. I think CA is 
just looking at Pansophic, On- 
Line and their [respective] prod- 
ucts as darned good invest- 
ments. They’re going to milk the 
revenue streams.” 

That is untrue, Kumar said. 
“People who say we’re [acquir- 
ing firms] only to milk the base 
don’t understand us or the busi- 
ness,” he said. 

Stuart Woodring, a software 
analyst at Cambridge, Mass.- 
based Forrester Research, Inc., 


“T’ve looked for CA ’90s,” 
Woodring said, referring to CA’s 
strategy for tying together its 
product lines and extending its 
offerings across a broader range 
of platforms. “But if it’s there, I 
don’t see it. It’s ‘ponies in the 
waves’ — sounds wonderful but 
doesn’t mean anything,” he add- 
ed. 


“Andrew Galat, president of 
Pansophic’s Telon User Group, 
was among the unsettled observ- 
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Will DR DOS entice users? 


BY CHRISTOPHER LINDQUIST 
CW STAFF 


MONTEREY, Calif. — Beta- 
test users of Digital Research, 
Inc.’s just-released DR DOS 6.0 
said the product is superior in 
many respects to Microsoft 
Corp.’s MS-DOS 5.0, but some 
doubt whether those benefits of- 
fer sufficient incentive for users 
to switch. 

Some users and analysts indi- 
cated that the functionality gap 
between DR DOS and MS-DOS 
closed considerably with the re- 
lease of MS-DOS 5.0. Micro- 
soft’s renewed commitment to 
evolving the operating system 
further may be enough to keep 
users from making the jump to 
the smaller vendor’s product. 

Digital Research’s beta-test 
users said Version 6.0 of DR 
DOS continues to offer a variety 
of memory, disk and security fea- 
tures that are either more re- 
fined than Microsoft’s product 
or not found in it. 

Using its Memorymax soft- 
ware, DR DOS allows users to 
load the DOS kernel, disk buffers 
and BIOS into high memory. De- 
vice drivers and memory-resi- 
dent programs can be loaded into 
upper memory. But while MS- 
DOS 5.0 can give users 613K 
bytes of free conventional mem- 
ory, DR DOS 6.0 can provide up 


ers. “There is immense confu- 
sion and concern over continued 
support for Telon’s mainframe 
product line and how the transi- 
tion will be made to a worksta- 
tion product.” Pansophic has 
been in the process of porting 
Telon to workstation platforms. 

Lou Paragallo, manager of op- 
erations systems at Addison- 
Wesley Publishing Co. in India- 
napolis and a user of Pansophic’s 
Warehouse Boss management 
software since April, voiced 
hopes that CA will commit to 
continued development of this 
“very young but tremendously 
promising’’ product. 

Paragallo said he was con- 
cerned by CA’s tendency in the 
past to shelve some product lines 
of acquired companies (see story 
at right). 


Neglected user 

At Provident Life & Accident In- 
surance Co. in Chattanooga, 
Tenn., computer operations di- 
rector Gary Ainscough reported 
mixed reactions to the Panso- 
phic announcement. 

A longtime Telon and Panva- 
let user, Provident watched its 
database supplier — Cullinet, 
maker of IDMS/R — disappear 
into CA two years ago. “Then, 
we were concerned that [CA] 
wouldn’t support us — and they 
have given us support,” Ains- 
cough said. 

This time around, Ainscough 
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to 627K bytes, up from 620K 
bytes in DR DOS 5.0. 

Also, unlike MS-DOS 5.0, DR 
DOS can free as much as 628K 
bytes on certain 80286-based 
machines and 612K bytes on 
some 8088-based machines. 

It was the memory-freeing 
capabilities of DR DOS that 
caused many of its current users 
to switch from MS-DOS before 
the release of MS-DOS 5.0. ‘“We 
were constantly running out of 
memory with MS-DOS,” said 
Ronald Kosar, enterprise net- 
work manager at Martin Mariet- 
ta Aero and Navy Systems. 

Kosar added that the head- 
aches of supporting several hun- 
dred users on a wide variety of 
MS-DOS versions reinforced his 
decision to switch. 


Memory needs 

Memory was one of the reasons 
Bjorn Billing, manager of techni- 
cal support at Pan Am World Air- 
ways in Rockleigh, N.J., pur- 
chased DR DOS as well. “RAM 
cram is the name of the game 
these days,” he said. 

With the advent of MS-DOS 
5.0 and its ability to use more 
memory, the reasons for buying 
DR DOS may no longer be so 
clear-cut, which may cause prob- 
lems for Digital Research. ‘“Mi- 
crosoft really has eclipsed some 
of the sales features of DR 


said, Provident is less fearful but 
also less hopeful. 

“We've found that if CA picks 
a product line and says they’ll 
support it, they will — but you 
won’t necessarily see any for- 
ward motion,’ Ainscough said. 

Also missing, he noted, is 
depth of support: Too often, 
“‘We’re not hearing a lot of expe- 


DOS,”’ said John Dunkle, presi- 
dent of Workgroup Technol- 
ogies, Inc. in Hampton, N.H. 

Beta-test user Claes Harde, a 
senior planner at a foreign car 
importer in Las Vegas, said a few 
kilobytes of extra memory may 
not be enough to sway a user 
anymore. He added that this ver- 
sion of DR DOS is more of an 
“evolution” than a “revolution” 
for the operating system.”’ 

Some of the extra functions 
supplied with DR DOS include 
the following: 

e Viewmax, a DOS shell that al- 
lows users to utilize DOS with- 
out working from the command 
line. 

e Taskmax, a task switcher that 
uses extended or expanded 
memory to improve perfor- 
mance over disk-based task 
switchers. It can be preconfi- 
gured to load as many as 20 ap- 
plications at start-up. 

e DOSbook, an on-line, hyper- 
text DOS manual. 

e Diskmax, a disk management 
utility that provides for data 
compression, reportedly  in- 
creasing disk storage by up to 
100%. 

DR DOS 6.0 is currently 
available for a list price of $99. 
DR DOS users who purchased 
the package after Aug. 8 can up- 
grade for $9.95; otherwise, the 
upgrade costs $24.95. 


rience on the other end of the 
line. We know they’ve got a 
wealth of resources, and we can 
envision their using some of 
them to make improvements in 
Panvalet that maybe Pansophic 
hadn’t stepped up to.” 

Senior correspondent Jo- 
hanna Ambrosio contributed to 
this story. 


A bump in the road 


t Melville, N.Y.-based National Westminster Bank, 
Tandem Computers, Inc. systems support manager 
Terry Stein is finding a CA acquisition grim news de- 
spite CA’s good intentions. 

Earlier this year, Stein said, CA bought Cincinnati- 
based Panoramic, Inc., maker of On Guard, a Tandem-based se- 
curity software package. On the eve of going live with On 
Guard, the bank found bugs throughout the product. 


Cash-strapped 


Panoramic could offer scant aid, Stein said. 


Well-heeled CA looked like 2 savior. 

But weeks of negotiations with CA officials have ended in 
frustration. “We've gotten attention, but we haven’t seen any 
real action,” Stein said. Early reports from CA indicated that it 
could be months before the bank gets help, she added. 

Stein said she does not fault CA. “This is their breakthrough 
on the Tandem platform,” she noted, “‘so it was a good long- 
term buy for them. But it’s a product whose time hasn’t come 
yet. In a couple of years, it probably will.” 

That is cold comfort to National Westminster, which expect- 
ed a nifty answer to its auditors’ demands for security and now 
finds itself an accidental CA beta-test site. 

“This isn’t what we spent [untold sums and] nine months of 


resources to be,” Stein said. 


NELL MARGOLIS 
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Remedy eases inter-LAN woes 


BY ELISABETH HORWITT 
CW STAFF 


BOSTON — A bevy of leading 
local-area network and intercon- 
nection vendors and users gath- 
ered here last week to hail what 
they claimed was a watershed 
event: the introduction of a LAN 
help desk and trouble-ticketing 
system by a start-up called Rem- 
edy Corp. 

Trouble tickets are entered 
into a network management sys- 
tem when a problem is identified 
to keep track of who is doing 
what to resolve the problem. 

While the application is un- 
likely to revolutionize network 
management, it could usher in 
the next generation of products 
capable of managing users’ ex- 
ploding installations of intercon- 
nected multivendor LANs, ac- 
cording to James Herman, a 
principal at Northeast Consult- 
ing Resources, Inc. 

The past couple of years have 


FDA lemon 
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advisory committee headed by 
former FDA chief Charles Ed- 
wards came to the same conclu- 
sions in May. 

Because a massive funding 
boost is unlikely, the indepen- 
dent Edwards committee said, 
the FDA needs to set priorities, 
streamline operations and im- 
prove management. 

However, the panel com- 


seen a spate of Simple Network 
Management __- Protocol-based 
products that can receive and 
process alarms from multiven- 
dor networking devices, Herman 
said. Still missing, however, are 
platform-independent  applica- 
tions that integrate trouble-tick- 
eting, configuration, problem 
management and other key func- 
tions across a broad mix of net- 
work devices. 

“We need multivendor plat- 
forms to help us manage our 
growing multivendor networks, 
and right now, each system has 
its own unique applications,” 
said Brenda Lilard, senior help 
desk analyst at LSI Logic Corp. 
LSI is “watching Remedy with 
great anticipation.” 

Dubbed Action Request Sys- 
tem (ARS), the product is said to 
provide trouble-ticketing and 
work-order systems to manage 
LAN help-desk operations. It 
currently runs on Hewlett-Pack- 
ard Co.’s Openview and Sun Mi- 


plained that the FDA’s informa- 
tion systems could not produce 
data on agencywide perfor- 
mance, work load activity trends 
or resource allocation. The 
agency is divided into parochial 
centers, each one specializing in 
an area such as drug evaluation, 
food safety or medical devices. 
The Edwards committee rec- 
ommended that the FDA give 
high priority to creating a ‘“‘uni- 
fied information system’ that 
links all field operations, centers 
and the commissioner’s office in 


crosystems, Inc.’s Sunnet Man- 
ager on a Sun Sparcstation. 
Other applications and broader 
systems support are in the 
works, Remedy said. Sun’s re- 
mote procedure call technology 
is said to allow users to interac- 
tively access the work-order da- 
tabase or find out how similar 
jobs were handled in the past. 

DHL Worldwide Express 
plans to purchase ARS in the 
near future as long as Remedy 
fulfills its promise to provide an 
Open Software Foundation im- 
plementation of the product, said 
John Payne, a communications 
architect at DHL. “DHL has 
many autonomous user groups 
that choose their own technol- 
ogy,” he said. Remedy will help 
DHL in its goal of reducing the 
cost of serving such users’ multi- 
vendor networking needs, he 
added. 

ARS can act as a stand-alone 
trouble-ticketing system or initi- 
ate tickets on the basis of incom- 


order to provide timely informa- 
tion about surveillance, inspec- 
tions, laboratory analysis and 
compliance activities. 


Not out of date 

Current and former IS profes- 
sionals at the FDA told Compu- 
terworld that the agency’s infor- 
mation systems are not really 
outdated, but they acknowl- 
edged that the systems are frag- 
mented because each center has 
developed its systems indepen- 
dently. 


Years of budget cuts take their toll 


ow did the FDA come to be regarded 
as a classic case of “hollow govern- 
ment?” It all began when the agen- 
cy’s budget was cut 10 years ago at 
the start of the Reagan administra- 
tion. The budget stayed relatively flat through- 
out the 1980s even as Congress was piling on 
new responsibilities and the acquired immune 
deficiency syndrome crisis developed, according 


committee. 

, from 1980 to 1988, Congress 
enacted 20 ‘it imposing new responsibilities 
on the FDA, while the FDA’s work force declined 
by more than 10%. The FDA estimated it will 
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ing alerts and alarms from anoth- 
er vendor’s management plat- 
form, Remedy said. 

While Remedy announced no 
formal business relationships, 
the following vendors showed up 
at the conference to express 
their support of its strategy: 
LAN vendors 3Com Corp., Chip- 
com Corp. and Synoptics Com- 
munications, Inc.; router ven- 
dors Vitalink Communications 
Corp. and Wellfleet Communica- 
tions, Inc.; and Sun’s network 
management platform subsid- 
iary, Sunconnect Systems. 

Several vendor representa- 
tives indicated that porting ARS 
to their network management 
platforms would be easy because 
they share the same basic plat- 
forms: Unix-based §Sparc- 
stations running either Sunnet 
Manager or Openview. 

Indeed, the internetwork 
management industry’s recent 
coalescence around these plat- 
forms, coupled with vendors’ 
willingness to provide open ap- 
plication programming _inter- 
faces, has paved the way for 
Remedy and other independent 


There is virtually no data 
sharing, agencywide IS architec- 
ture or executive information 
system, the Edwards committee 
reported. 

According to Thomas E. Red- 
din, director of information re- 
sources management at the 
FDA, the problem is that the 
FDA dismantled its centralized 
IS organization about 20 years 
ago, allowing each center to 
grow its own applications on 
minicomputers. 

FDA Commissioner David A. 
Kessler, appointed last fall to re- 
vitalize the Rockville, Md.-based 
agency, has begun to implement 
a turnaround strategy that in- 
cludes a reorganization and a 
heavy dose of upgraded and inte- 
grated IS. 

The reorganization will fea- 
ture the appointment of a deputy 
commissioner for management 
and systems in charge of IS and 
strategic planning who will re- 
port to Kessler. The position is 
expected to go to Mary Jo Ve- 
verka, formerly with the man- 
agement consulting firm Booz 
Allen & Hamilton, Inc. in New 
York. 

It was Veverka who studied 
the FDA’s IS for the Edwards 
committee and recommended a 
more integrated system. She is 
now a senior adviser to Kessler 
and is expected to become the 
deputy commissioner this fall, 
said Jeffrey Yorke, editor of the 
“Washington Drug Letter,” a 
newsletter in Arlington, Va. 

For the first time, the FDA is 
beginning to identify areas in 
which data and applications soft- 
ware could be shared across the 
boundaries of the centers, Red- 
din said. 

FDA managers previously as- 
sumed that each center’s IS 
needs were unique, but Veverka 


sweeping changes in five years 


1986 
IBM’s Netview raises 
awareness of integrated 
management issue 

1988 


Other network management 

platforms — to emerge, 

such as Hewlett-Packard’s 

Openview and AT&T's 

Accumaster Integrator 
1989 


Rise of SNMP as a 
management protocol for 
and router markets 
1990 
Market saturated with SNMP 
workstations; users wary 
1991 


First multiplatform LAN 
management applications 
appear from Remedy 


Source: Northeast Consulting Resources, Inc. 
software vendors to provide 
multivendor applications, ac- 
cording to sources. 

The first ARS shipments are 
due by the end of this year. 


has pointed out that many FDA 
offices perform similar functions 
that could be handled by 
agencywide systems, such as the 
registration of products and 
firms, electronic mail for corre- 
spondence with industry and the 
electronic submission and re- 
view of new product applica- 
tions. 

One high priority for the new 
FDA team is to accelerate and 
standardize the electronic sub- 
mission of new drug applications 
in order to speed up the review 
and approval process for new 
drugs. Kessler has set an ambi- 
tious goal of automating all drug 
applications by 1995. 


Stop those trucks! 

The FDA hopes to put an end to 
the current situation in which 
drug companies unload a truckful 
of paper documents at the agen- 
cy’s shipping dock. 

The FDA and the drug indus- 
try have been experimenting 
with ‘“computer-assisted new 
drug applications,” whereby the 
company lends the FDA a com- 
puter loaded with the data, but 
there is mo standard procedure 
or format for computerized sub- 
missions. 

Kessler said he also wants to 
continue upgrading and integrat- 
ing the hodgepodge of systems 
used by field offices and improve 
the automated tools available to 
regulate imports, an area in 
which the agency has been criti- 
cized for lax enforcement. 

During the next 12 months, 
Reddin said, the FDA will be in- 
stalling an on-line system that 
will give the FDA’s food inspec- 
tors — working at the nation’s 
harbors and air terminals to keep 
out unhealthy imported food — 
the information they need to be 
more productive. 
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A recent study shows that, for the mo 


are less willing to move to Microsoft Corp.’s Windows. 


In some cases, increased use is expected, but only 17% of the respondents feel that 
half their systems will be running Windows in the next 12 months. 


Windows adoption now 


Percent of company’s PCs 
running Windows 


5%-10% 


11%-20% 10 


21%-40% xy 6 


41%-50% 1 


Number of respondents: 45 


Implementation plans are on hold for many 
reasons, with most feeling they will never need it. 


Top 5 reasons for not using Windows 


Windows adoption next 12 months 


Percent of company’s PCs expected to run 
Windows in the next 12 months 


5%-10% 15 
11%-20% 6 
21%-40% a 8 
41%-50% 9 
Over 50% SE 7 


Number of respondents: 45 


For one-third of the 
respondents, running 
Windows means 
upgrading their PCs. 


Number of unprompted mentions 


Will never need it 


Prefer 0S/2 for long term 4 


Don’t need it yet "2s 


Bugs/Incompatibility 


Cost too high SR 1 


More memory 
Mouse 
Upgrade boards 
Displays 


Source: Sierra Alliance, Scottsdale, Ariz 


: , Are you upgrading 
oe PCs to run 
Windows? 


Number of respondents: 45 


CW Chart: Marie Haines 
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here needs to be a > 

cultural shift in the IS 
organization to take advan- 
tage of computer-aided 
software engineering. 
IS managers must orient 
their development staffs to 
a more “‘scientific’”’ bent, 
emphasizing analysis to un- 
cover the rules of the busi- 
ness. Designers can then 
use these rules to build ap- 
propriate systems. See 
next week’s In Depth. 





I n the age of the high- 
speed modem: Technol- 
ogy Analysis rounds out 

its coverage of communica- 
tions software with a look 
at two packages for Micro- 
soft Corp.’s Windows envi- 
ronment. Softklone Distrib- 
uting Corp.’s Mirror III 
earns middlin’ reviews, 
while Datastorm Technol- 
ogies, Inc.’s Procomm Plus 
actually makes data trans- 
fers seem “‘fun.” 
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INSIDE LINES 


A table near the door 

> Up to 80% of Security Pacific’s Southern California-based 
employees may be without jobs after the Security Pacific/Bank 
of America merger is finalized, one source close to Security 
Pacific predicted. Meanwhile, the office of Security Pacific IS 
boss John Singleton — along with those of some other top 
executives — has been moved from the 54th floor of Security 
Pacific headquarters down to the same level as the executive 
dining room. Singleton, reportedly the odd man out with Bank 
of America’s Marty Stein, who is set to head the combined IS 
operations, is said to be “weighing his options.” 


DEC’s fall colors 


> Sources say DEC will roll out an October surprise — 
namely, an early release of the VAX 6000 Model 600 line, 
which is said to deliver twice the price/performance of the 
current midrange models. The Model 600s will be stocked 
with N-VAX chips, fourth-generation C-VAX chips that can 
run the equivalent of 17 MIPS to 30 MIPS. Also expected soon 
is the debut-of the RDB relational database management sys- 
tem for DEC’s Unix-based Ultrix line of Decstations and Dec- 
systems. 


Doing the right thing 

> Lotus refused to confirm or deny speculation that a recent 
shuffle in its international management ranks resulted from the 
discovery of Lotus sales to South Africa. Since 1985, Lotus 
has had a policy of not selling products or services to South 
Africa as long as apartheid exists there. However, a well- 
placed UK-based source confirmed a report of a blowup be- 
tween Robert Schechter and James Meehan, both at Lotus 
International Business Group, after Schechter reportedly 
found evidence of sales to South Africa along with efforts to 
cover up that fact. Meanwhile, Meehan, based in the UK, has 
resigned to “pursue other interests.” 


Nose job 

> Network General is planning to announce basic revisions 
to its network analyzer, Sniffer. A source close to the company 
said the core software has been rewritten to include very sexy 
expert systems technology. Sniffer will be able to remember 
things about the network as well as forget them. That is, it 
will be intelligent enough to differentiate between significant 
information and unimportant, more continual background 
data. The announcement is scheduled for sometime later this 
month. 


Fathers always last to know 


> Nobody was more surprised than Conner Peripherals 
when Micro Connections, a little-known PC manufacturer 
based in Plainview, N.Y., announced a 6!2-pound notebook 
using a 100M-byte, 21-in. drive supplied by Conner and 
scheduled to ship sometime late in the fourth quarter. A Con- 
ner spokesman said his company has yet to announce that it’s 
building 100M-byte drives in the 2!-in. form factor, let alone 
shipping them. 

Primed and waiting 

> Rumors of suitors for Prime Computer continue to swirl 

in Natick, Mass. But Sales Vice President Dave Fernauld has 
scotched all of them, including the latest, which had Hewlett- 
Packard looking at Prime’s books. Fernauld did say that early 
in 1992, Prime will launch a new series of multiprocessing- 
oriented hardware and software products for 50 series custom- 
ers. The new items should be available early next year. 


Seems a guy in California got caught speeding by a new 
automated system that takes a picture of the speeder’s license 
plate. The department of motor vehicles then spit out and 
dispatched a $40 ticket to the scofflaw, along with a picture of 
his plate. Mr. Wiseguy sends back a picture of a $40 check. 
The department in return sends him a picture of a pair of 
handcuffs. He paid. Don’t let good news languish in the slow 
lane. Give a call to Assistant News Editor Jim Connolly at 
(800) 343-6474, or send a fax to (508) 875-8931, or Compu- 
serv him at 76537,2413. 
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Why have two gateways when you can 


accomplish everything y 


As the mainframe connectivity expert, DCA® 
has now pioneered new ground with the 
introduction of our enhanced 3270 gateway, 
IRMALAN™ for Extended Platforms (EP). 
With our proven expertise in both PC 
(IRMALAN) and Macintost? (MacIRMALAN™) 
gateway support, in addition to Windows™ 


With IRMALAN/EP 3270 gateway, 
you can support DOS, Mac and Windows 
clients with a single gateway. 


3270 connectivity (RMA™ WorkStation for 
Windows), we've developed IRMALAN/EFP as 
the single superior gateway solution. 


With this single gateway, you can now 


support DOS, Mac and Windows clients. 


And it’s also designed for IBM° NETBIOS, 
Novell®’s IPX/SPX protocol” and AppleTalk? 

And by supporting multiple platforms 
on your LAN, IRMALAN/EFP eliminates the 
need to purchase more than one gateway. 
That’s a cost savings that puts it far above 
anything offered by the competition. 

But that’s not all. IRMALAN/EP comes 
with RamXpander,™ our memory manager 
that allows fully featured emulation in less 
than 40K of resident memory. 

Plus, our unique server licensing also 
makes it one of the most cost-effective gate- 
ways available. That’s because we base the 
price on how many users on the LAN need 
to access the mainframe at once. So you 
only pay for the access you need, choosing 
from 8, 32, 64, or 128 concurrent users. 

We've even made it easy to purchase 
IRMALAN/EP by including DFT, SDLC and 


ou want with just one? 


OR EXTENDED PLATFORMS © 


802.2 token-ring gateway software under 
NETBIOS, NetWare® and AppleTalk all in 
one package. So now, migrating to different 
gateway technologies won't cost a thing. 

To get you up and running, the DOS 
client is also included. To extend your plat- 
forms, just add software for Macintosh and 
Windows users depending on your needs. 

So now that there’s only one gateway 
decision, just call DCA at 1-800-348-DCA-1, 
ext. 70E, to receive free information with 
further details on connecting your mixed 
LAN environments to the mainframe. 

Or better yet, just call your reseller to 
order IRMALAN/EP today. Because with our 
new single gateway solution, now there’s no 


IRMALAN/EP ° 
even think twice. Gateway Server 4 


DCA A 


need for you to 


*Windows client software is not yet available for the Novell IPX/SPX protocol. ©1991 Digital Communications Associates, Inc. All rights reserved. DCA is a registered trademark and IRMALAN, MacIRMALAN, IRMA, and RamXpander are trademarks 
of Digital Communications Associates, Inc. All other brand and product names are trademarks or registered trademarks of their respective owner. 





U NI X DATA BAS E 


Which UNIX’ RDBMS did 


Hewlett-Packard’, IBM’, Unisys’, 
Data General’, AT&T’, Sun’, and Sequent’ 
choose to demonstrate the power of 


IDC Study on UNIX OLTP 
UNIX On-Line Transaction 
Processing at Multi-User UNIX Sites 
(January 1991) states that some 
47.4% of sites running commercial 
applications on multi-user UNIX 
systems are running OLTP. The 
study reports that Informix is in use 
at more sites than any other DBMS 
for UNIX OLTP applications. 


About the TPC 
The Transaction Processing 
Performance Council (TPC) was 
founded in 1988 to define 
transaction processing benchmarks 
and to provide performance data to 
the industry. Today, 40 hardware 
and software vendors, including 
AT&T, Bull, Sybase, Data 
General, DEC, ASK/Ingres, 
Fujitsu, IBM, Informix, Hewlett- 
Packard, NCR, Olivetti, Oracle, 
Pyramid, Sequent, Siemens, Sun, 


and Unisys are members. 


their latest UNIX Systems? 


Informix. 


Within the past five months, every one of these companies selected and used 
the INFORMIX-OnLine database server to demonstrate to their customers the 
power of their latest UNIX systems. No other UNIX database product has 


been this extensively benchmarked—because nothing shows performance 
like OnLine. 


New TPC Benchmarks Used 
In each case, the Transaction Processing Performance Council’s rigorous TPC A 
and TPC B benchmarks—the new standard for comparing system and database 


performance—were used to highlight OLTP performance and database 


throughput. 


The Number 1 Choice for UNIX OLTP 
Informix is the number one UNIX OLTP choice. A January 1991 International 
Data Corporation (IDC) study shows that when it comes to UNIX OLTP 
applications, Informix products are installed at more than twice as many multi-user 
UNIX sites as our closest competitor. It’s independent confirmation that thou- 


sands of companies worldwide rely on Informix-based OLTP solutions every day. 


A Decade of Innovation 
Informix has been a UNIX RDBMS technology leader for over 10 years. 
Continuous innovation has resulted in advanced application development 
languages, distributed client/server computing, gateways to other computing 


environments, and multimedia flexibility you can take advantage of today. 


Find Out More 
We'd like to send you benchmark specifics—and information about how 


Informix products can meet your data management needs. 


Call us toll free: L-800-688-IFMX, ext.2. 


 tiNn@ eiNily 


Data management for 
open systems. 


INFORMIX-OnLine Database Server 
OnLine was built for speed...and that’s 
what it delivers. Developed entirely on 
UNIX, the OnLine server turns in 
optimum performance on every popular 
UNIX architecture—including symmetric 
multiprocessors, RISC, and CISC. 


TP1 vs. TPC Benchmarks 
The TP1 benchmark is no longer the 
accepted benchmark for measuring 
database performance. The new TPC 
tests establish more complete, 
thorough specifications than TP1, 
leading to more objective, verifiable 
results for comparing performance 
between hardware systems and software 
products. TPC Benchmark” A 
measures OLTP processing 
performance. TPC Benchmark” B— 
similiar to a batch test—focuses on 
database throughput. 


© Copyright 1991, Informix Software, Inc. Informix is a registered trademark of Informix Software, Inc. All other names indicated by ® or ™ are registered trademarks or trademarks of their respective manufacturer. 














